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turn ctoro traffic  t~™S 
into profitable sales! 


Recent surveys of 426 retail stores* prove that 
PURITAN seats on display outsell seats on shelves 
or in packages—6 to lL! 


Srna eme 5 serene ef 


> - e baad style > wereeeeel stvle 
thig color 
ee ort to Solid molded of PL-RALITE A luxurious combination of 
lated ha ood and r arti anc ; . - ' y -« ' 
wy soll! RE AO SSS Ne settee poay ORS crestemanentp There are 2 fine PURITAN displays available 
help yt under 400,000 Ibs. pressure. To will improve the appearance of : 
P for your use. Order now from your wholesaler. 
days greatest value. 10 attractive any home marbleized ' colors - ¢ ial : . 
Cash in on your store traffic—and on today’s profit- 


shows 10 
, ws ; baked-on, porcelain enamel colors Extended back hinge offers ulti- 

PURITAN ble h . — 1 buildi arkets 

reene’s solid brass. shiny chrome mate in beauty and sanitation. All a Cc ome improv ement anc UlLlGInNg mar ets. “4 
aecorato . 


colors 


est 


plated fictings enclosed, solid type ® Bes —— 
letaiis On reque 4 
- 


ee 
1Oo0o0 sae 7 





fyt)0) 











crystal-clear 
window materials 


q i it - 48 inches wide 
"moWellUe rae, 


NEW 48-in. 3-roll display rack 
holds 1 roll each of 30, 36 and 
48-in. wide material; Rack FREE 


with your order of 1 roll each iam, © pe a 
of 30, 36 and 48-in. No. 15-V : FOR WIDER USE! 


RV eee 


Also available — NEW 30-in. width. 


Oe A. rea 


=cwcs SPECIAL! | Extra sales for you! 


. . * , — 
low combination price Wherever anything needs protection —from dust, moi 


ture, spills, spots, spatters—that’s where you sell R-V Lite 


° crystal-clear No. 15-V! Here’s a whole new field of sales 
( — 5-roll, 36-inch and profits for you, over and above the already big demand 
for R-V Lite f 'S r 1eWw inc 


Lite for storm windows... with the new 48-inch 


ALL-STEEL R-V Lite, featured in this attractive triple-roll display. It’s 

yours FREE with your order for one 50’ roll 30-inch, one 

er FLOOR 150’ roll 36-inch, and one 50’ roll 48-inch No. 15-V. Ship. 
FIXTURE wt., 25 lbs. 


ORDER FROM YOUR JOBBER OR WRITE DIRECT 
Little gient for turning small spece into 
big profits! Takes only 22 x 35 inches 
of floor area, effectively displays 5 rolls 
of any 36-inch R-V Lite materia! ‘ 
Sturdy, won't tip Handsome baked = 
enamel finish. Easily worth $15, but val 4 es. & & 4S urnover 
you can have it for less than half 7 
only $6 with vour selection of R-V 
Lite roll material tot iling $49 or more IN R-V LITE SELF. SELLING, PACKAGED ] 
Ship. wt., fixture only, 38 ibs - . WINDOW AND DOOR KITS 
ORDER FROM YOUR JOBBER OR WRITE DIRECT -_ 


STURDY, COMPACT 


SALES PRODUCER! _— Z 
Deluxe 8-roll, 36-inch 7; — ey : priced to sell as low as 39¢ 


“ 

all metal floor fixture ™ Low-price, full-profit leader! Complete i-window kit, 
' ready to install, with 36" x 72° durable plastic, nails, 

Displeys, demonstrates, sells the entire R-V Lite line! molding strips, instructions. In compact, colorful 

Makes accurate measuring, cutting fast, easy. Put | , =. counter-display carton, No. R-V 24-SL—carton of 24 

this handsome, complete fixture on your floor and poten a PTT. y = ‘ - kits. Ship. wt., 13 Ibs. 

you're really “‘in business’! Special offer No R-V — 4 be 


3 ies 
$00. D includes fixture and 150° roll 15-V and 100-C. _ & WEATHER-PROOF WINDOPANE 


5Y rolls 700-W and 300-CW. Ship. wt., complete, 


90 ibs. Fixture only (R-V 650-FO), 38 lbs 4: . KRAFT DOOR 








outfit—heavy-duty kraft sheet 36° x 84° with sturdy 
12” x 10° plastic window; nails, molding strips, instruc- 
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the most sensational complete line 


of charcoal grills ever developed! 
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fs © AN ACCEPTED SELLING NAME Pe 
gem = © BEAUTIFUL NEW DIFFERENT DESIGNS j 
@ MANY “STAND-OUT” SELLING FEATURES 
© SPECIAL DEEP-DRAWN CONSTRUCTION a 

...RUGGED AND STURDY | 
© A COMPLETE LINE FROM ONE RECOGNIZED | 

DEPENDABLE SOURCE : 















The Duncan Hines line was developed to keep 
pace with America’s very real demand for 
charcoal grills. Only Hemp and Company, one 
of America’s foremost designers and 
manufacturers of outdoor products, could 

have interpreted so perfectly the needs and 
desires of the patio host. 


Duncan Hines Grills are not just another 
grill that will satisfy the needs of some 
... but a complete line with wide 
variety in size and price range. 
And with brand new, exciting 
practical features, new styling 
and design that will make 
your customers stop and 
buy, and buy, and buy. 





BY THE MAKERS OF 
LITTLE BROWN JUGS 
6 CHESTS 


HEMP AND COMPANY, INCORPORATED 


PRODUCERS OF QUALITY METAL PRODUCTS FOR 92 YEARS 


5501 MURRAY STREET © MACOMB, ILLINOIS 








Smoothest-feeling, fastest-cutting, best-finishing. In 
impartial tests by leading chain saw manufac- 
turers, the new Nicholson Round Smooth file 
topped other leading brands in all three ways. 


1 FAST-CUTTING 
2 FAST-SELLING 


This remarkable combination of features results 
from Nicholson’s new Spiral Cut tooth design — 
developed after extensive research in the labo- 
ratories of the world’s foremost file manufacturer. 





Pre-sold customers. Ten million “salesmen” intro- 
duced the new Nicholson Round Smooth Chain 
Saw file in the pages of The Saturday Evening 
Post and the farm and lumber magazines. This 
send-off—one of the greatest ever given a “wear- 
away” hand tool — was seen by the fast-growing 
group of chain saw users in your trading area. 











TEN MILLION ADS 
PRE-SELL YOUR CUSTOMERS 





Feature the new Nicholson Round Smooth to get your 
share of the growing chain saw file market. Order by 
these numbers from your chain saw supplier today: 


183-—3/16" diameter 1865—5/16" diameter 
184—1/4" diameter 1Is86—3/8" diameter 


189—9/32” diameter 





NICHOLSON FILE COMPANY, 25 ACORN STREET, PROVIDENCE 1, R. 1. 
1 (In Canada: Nicholson File Company of Canada Ltd, Port Hope, Ontario) 
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COTTER PINS 


OWNER ASSORTMENT 
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A SELECTED ASSORTMENT FOR 
AUTOMOTIVE AND HOME USE 


A partial list of 
packaged ACCO Hardware Items 


¢ There is real customer appeal in the brand new a 

' ; Tenso Tie Out Chains 
package design which has just been adopted for Wenen Mae: Munnar Chains 
all AMERICAN CHAIN packaged items! 


Tenso Porch Swing Chains 
e These highly attractive blue-and-gold packages Elwel Cow Ties 
bear clearly legible product identification on the Etwel Coil and Machine Chain 
labels. This makes it easy for your salespeople to Jack Chain 
locate any packaged chain item instantly. Also, Sach Caein 
the brightly colored packages are attention-getters gow eer 
on your shelves and on your counters. They invite Repair and Lep Links 
sales and make selling faster and easier—hence ACCO Pails ( Proof and BBB Coil Chain) 
they add to your profits. ... and many others 
e A partial list of ACCO packaged items is shown 
at the right. Your distributor will gladly furnish 
you with a complete list of ACCO . ° ees 
products that are profitably sold in American Chain Division 


hardware stores all across the nation. ‘> . AMERICAN CHAIN & CABLE for 


Call or write him today. 








tYork, Pa., *Atianta, Boston, *Chicago, *Denver, Detroit, Bette r 
, *Houston, *Los Angeles, New York, Philadelphia, Pittsburgh, Va | TT 
*Portiand, Ore., *San Francisco, Bridgeport, Conn. 
*WAREHOUSE STOCKS fFACTORY 
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Just Among Ourselves 


Informal Editorial Comments 



















By W. A. Phair 


W hat is national advertising? 


Advertising is a great deal like a garden hose. If you control the amount of 
water that runs through it and see that it is directed to the proper points in the 


proper manner, a garden hose is a very useful tool. 


However, if you just turn on the water and let it run out wherever it will 
and make no attempt to control it, it represents a complete waste of valuable time 
and material. The same holds true with your advertising budget. It must be con 
trolled properly and directed to areas where it will do the most good. 


Unfortunately, many hardware dealers still treat advertising as a necessary 
evil. They appropriate for an ad budget, but do not make the effort to see that 
it is directed in a manner that will do the most good. We have devoted a great 
deal of space in HARDWARE AGE to describing effective advertising methods. The 


reactions to these articles have been very encouraging. 


It seems to us, from our observations of dealers all about the country, that 
there is developing a better appreciation of advertising and what it means to 


retail store sales. It is being used more effectively than ever before 


But dealers are not the only people in the hardware trade who sometimes 
waste their advertising funds by failing to direct their efforts where they will 
do the most good. Some manufacturers are guilty of this, especially in connec- 
tion with their so-called “national advertising.” 















It seems to be a growing practice among man ifacturers these days to put 
great emphasis on what they call “national advertising.” Very often this is not 
national advertising in the generally accepted sense of the word. A small ad, 
run at irregular intervals in a national medium does not truly constitute national 
advertising. It is misleading to claim that it does. Certainly such advertising 
does not do the dealer any good and it can hardly do the manufacturer any good. 








Too frequently it is simply a device to justify the boast to dealers that a 
product is “nationally advertised.”” But dealers are learning to ask questions 
about these statements and are not being fooled. When promotion funds are 
used for this type of small scale, in-and-out national advertising, they have very 
little effectiveness. They could be better used for other purposes. 






Spending money for this type of “national advertising” has much of the 
earmarks of “keeping up with the Joneses.”” In business, keeping up with the 






Joneses is a foolish practice and can lead to bankruptcy. 











We have no quarrel with national advertising. We are all for it. It is a 
tremendous marketing force. put every company is not capable of under- 
writing a national advertising program of a scope that will have direct continu- 
ing influence on the sale of their product. If you can't afford a big league pro- 
gram, it is better to use the promotional funds in other ways. For example, 
$10,000 doesn’t go very far in buying national advertising space But it can 
do a great deal of good if it is spent on improving dealer relations. 


It is all a matter of using the proper tool at the proper time. If you saw a 







carpenter trying to use a blow torch to cut a board, you'd agree he wasn't using 
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Just Among Ourselves. ee 


informal editorial comments 


the right tool. Yet, a torch in a plumber’s hand makes sense. So with hard- 
ware manufacturers. For some, national advertising is desirable and effective, 
but for many others it is a waste of money. 


A hardware store is different from a supermarket. There are not as many 
repetitive purchases. Many of the purchases made in a hardware store are 
based on the technical guidance of the dealer. There is no technical guidance 
in a supermarket. Thousands of times each day purchases are being made in 
hardware stores on the basis of the recommendation of the dealer. Thousands 
of times each day dealers are switching customers from one brand to another. 
The customer leans heavily on the advice of the dealer. The good will of the 
dealer, and his acceptance of a product, is of great importance to many, many 
manufacturers of hardware products. Dabbling in a few national 2ds will not 
do the average hardware manufacturer half as much good as the same amount 
of money spent directly in developing dealer acceptance of the product. 


From a rational viewpoint, it is becoming increasingly obvious that dealer 


acceptance is more important than customer acceptance for many manufacturers. 


National brand prestige is fickle. It must be ever sustained by aggressive, 
continuous, large scale advertising. The moment the pace is slackened, the posi- 
tion of the brand falls. If you can stand the pace demanded of brands built on 
national advertising and customer acceptance, then fine. Keep it up. But for 
most manufacturers, this pace is too fast and promotion budgets can be more 
effectively used in strengthening their position at the dealer level and being 
certain that they have dealer acceptance of their product. There are endless 
means of doing this. 


So let’s be practical and factual when we use the terms “national advertising.”’ 


Does it make a profit? 


Occasionally a dealer will write us and complain that we suggest too many 
departments for a store. We are told that they can’t even find room for the 
departments they now have, much less add a housewares. or a toy, or a gift 
department. 


When we read such a comment, we feel certain that the writer has missed a 
very important point of our articles. New departments should never be added willy 
nilly. They should be added only when they fill a definite need and will increase 
the store’s profits. Each case must be judged on the basis of the individual store’s 
situation. 


One good reason for adding a department is to fill in on slow periods. For 
example, August and early September are rather slow months for many dealers. 
it is between seasons for much merchandise. A good housewares or giftwares 
department will help fill in this lull, since sales of such merchandise are rela- 
tively steady, especially if a few promotions are used. 


There is also the other side of the picture. You may be nursing along some 
pet department that is not carrying its weight and could be dropped. Your 
ultimate aim in whatever you do should be that of increasing your profits. Some- 
times you can do this by adding a department. Sometimes it can be done by 
dropping a department. There is nothing static in the make-up of a hardware 
store, other than serving the community’s needs and making a profit. 

Here is where adequate store records prove their value. Without a depart- 
mental breakdown, a dealer must work in the dark in appraising various depart- 


ments. With adequate records he knows where he stands and can make changes 
based on facts. 
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THERE’S AN 


ILCO DEADLOCK 


TO MEET EVERY CUSTOMER CALL 


The demand for deadlocks is on the increase for deadlocks, that 


is, that are priced right and can be counted on for dependable 
No. 5051 performance. 


Mortise Bolt Lock 
ILCO HAS THEM, right down the line, starting with its 


great new tubular cylinder design Nos. 420, 421 and 422. 


No. 420 — key on one side only 
No. 421 — key outside, turn knob inside 
No. 422 — key on both sides 


Neat in appearance + low in cost + easy to install 


Me. $1208 Mertise Beedieck polished brass finish or dull chrome «+ attractive sample mounts 
— key both sides (No. 51308 key 


one side; No. 51478 key ovtside, 
turn knob inside) 


No. 203 Rim Deadlock — block wrinkle 
finish (No. 203C — gold wrinkle finish; cylinder (No. 401C — 2 brass cylinders; 
No. 6391C Rim Deadlock with giont bolt, No. D401 — die coast pin tumbler cylinder, 
gold wrinkle finish; No. 63918 — some in No. 466 — all bronze with shutter; No. 466C 
block wrinkle finish) — some with key both sides) 


No. 401 Jimmy-Proof Lock brass 
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ashington 
NEWS and VIEWS 


By Washington Bureau of 
HARDWARE AGE 


Paint, Wallpaper Groups Named 
In Complaint Filed by the FTC 


The Federal Trade Commission has charged seven 
retail paint and wallpaper dealer associations with 
conspiring to restrain trade by forcing manufacturers 
not to sell to certain retail outlets. 

The complaint was filed against the Retail Paint 
and Wallpaper Distributors of America, Inc., a na- 
tional trade association; the Paint Dealers Institute 
of New York City: five member associations in New 
York and New Jersey; and officers of the groups. 

Dealers and the associations involved deny the 
charges. 

(Charges filed by FTC allege that the paint dealer 
groups combined to present a “united front” against 
manufacturers who sold to retailers “not recognized” 

the associations as paint dealers. FTC says the 
alleged boycott was aimed in most cases at price 


FTC says that action was also aimed at preventing 


sale of paint to outlets where there were no experi- 
enced paint salesmen. Hardware stores generally 


were not affected. 


OUTLOOK First hearing on the com- 
plaint is scheduled for Se pt. 20 in New York. 
(Chances are that the case may be argued for 
many months. or even years, he fore a final 
ruling is issued, 


Minimum Wage Timetable Set 
For Retail Workers to 1960 


Labor Secretary James Mitchell and the labor 
unions, “deploring”’ congress’ failure to expand cover- 
age of the minimum wage, have drafted an informal 
timetable for bringing retail workers into the system 
in five vears. 

The hush-hush program, subject to changes, will be 
presented in part to congress this fall or early next 
year. First part of the plan, similar to a proposal 
side-tracked this year, would include workers of multi- 
state retail operations, but at a lower minimum— 
probably 60¢ an hour. It would be raised 10¢ an hour 


10 


each year for four years. Overtime provision of the 
law would not apply to retailing, at first, to ease 
opposition. 

Later, local retail operations, employing a mini- 
mum number of workers, probably five, or doing a 
minimum amount of business, likely around $500,000 
a year, will be brought under the law. These figures 
will be reduced until all stores are covered. 

The entire plan won't be unveiled at once. Develop- 
ments each vear will determine changes in the pro- 
posals for submission in the following year. 


OUTLOOK 


pre RRe d ae hlock. or even de lay, th is mintmum- 


Busine ssmevn wil be hard 


made -hour steamrolle vie Tf tames rematn pPTros- 

. ‘7 
pe rOuUS, PTESSUTE oT othe r wade wmerTreases Mii 
put a lot of publi support hehind exte naingd 


roverade. 


Increased Social Security 
Coverage Means Higher Taxes 


Sharp increases in social security taxes paid by 
hardware dealers on themselves and on their em- 
ployees are in prospect over the next several years if 
congress approves a proposed expansion of the social 
security law. 

Terms of the bill would hike the present 3 percent 
tax on self-employed persons to 3%4 percent immedi- 
ately. In 1960, it would go to 4% percent; to 5 1/5 
percent in 1965; to 6 percent in 1970; and to 6%4 per- 
cent in 1975. 

The 2 percent tax now paid by both employer and 
employee for the employee would jump to 3 percent 
each immediately. It would remain there until 1965 
when it would go to 3% percent. In 1970, it would 
rise to 4 percent, and to 4% percent each in 1975. 

Taxes are currently paid only on the first $4,200 
earned each year. There is no proposal to change the 
base now. 

OUTLOOK — In addition to raising the 
fares, the proposal would extend the program 
to prote ssitonal persons and liberalize benefits 
for employed commen and disabled persons— 


} 


provisions wet) lots of popular and political 


appe al. 
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Even the best 


can be improved 


Today, there are more than 27 million KWIKSET 
“400” line locksets in unconditionally guaranteed 
service—and still they are being improved. Technical 
advancement and scientific discovery enable Kwikset design 
engineers and production specialists to constantly improve even the best products. 
Latest improvement in kwixset “400” line locksets is the addition of a precision engineered 


retaining ring which insures greater knob rigidity and enhances the beauty 


of the lockset design. This is but one example of kKwixset’s unending 
effort to offer highest quality in every lockset—regardless of price. r 7 
KWIKSET SALES AND SERVICE COMPANY, Anaheim, California 4 b 400" LINE ¥ 


The quality tock for budget buliding 





Baking Ovens 


Two new models of the ‘Tater 
Baker,’ a top-of-stove oven, are 
introduced for baking 
apples or biscuits. Bakers are fin- 
ished in chrome and are gift-pact- 
aged. List prices are model 8590, 
$3.45, and model] 8592, $3.95. Im- 
proved models of the Ovenola are 
also being produced. Model 8586 in- 
cludes a set of 8 baking accessories, 
and model 


potatoes, 


8585 has been rede- 
signed to bake pies, cakes, roasts 
and other large baking jobs. Both 
models have temperature gauges in 


the covers. Ovenolas are chrome- 
finished and list for $5.75 for 
model 8585 and $7.15 for model 
8586. Prices are higher in the West 
and South. Everedy Co. 


For more data circle No. 1 on postcard, p. 99 


Lock Tool Kit 

Individual brackets which pre- 
vent loss of tools and protect them 
from damage are featured in a 
compact steel kit for carrying and 
storing a complete selection of 
tools. Kit includes tools for both 
standard and long backset instal- 
lation and lock replacements. All 


12 


tools needed for lock installation in 
sasic 
tools in kit include a boring jig, 
hole saw, backset guides, strike lo- 


any wood door are provided. 


cators, boring bits, strike marking 
chisel and latch marking chisels 
Schlage Lock Co. 


For more data circle No. 2 on postcard, p. 99 


Putty Tool 

Designed to aid in home repairs 
where putty is required, such as on 
window frames, the Putty Tool is 
an addition to the do-it-yourself 
products. It simplifies glazing. It 
retails for 59¢. Available on two- 
color counter display card holding 
12 tools. Hiram-Products, Inc. 


For more data circle No. 3 on pesteard, p. 99 








Metal Rust Preventive 

Transparent all-purpose rust 
preventive, ““Protex,” prevents and 
checks rust on metals. Leaves pro- 
tective Penetrates and 
closes porous metal to prevent rust- 
ing. Hard permanent seal may be 
removed with gasoline, kerosene or 


coating. 


cleaning fluid. May be used as per- 
manent ignition seal and for bat- 
tery terminals. Also for preventing 


rust on bumpers, wheel parts, 


trunk doors, head lamps, as well 
as tools, garden equipment, bicycles 
and fishing and hunting equipment. 
Aerosol can retails for $1.69. 
Sharon Mfg. Co. 


For more data circle No. 4 on postcard. p. 99 


Outdoor Cooking Ware 


For gourmets who cook outdoors. 
as well as in. 


Patio Ware copper- 
clad stainless steel utensils are of- 
fered in a set of four open flared 
skillets and also in a pair of sauce 
pots, illustrated. All six items are 
of heavy gage stainless steel with 
thick copper bottoms. Skillets are 
64e, Se, 10%, and 12'--in. sizes 
with long  safety-grip handles. 
Sauce pots have 1% and 8-qt. ca- 
pacities with stainless steel loop 
handles and are designed for pre- 
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Want more information on these 
products? Then use free post 
card on page 99. 


' 


In hardware merchandise... 


FOR THE HARDWARE DEALER TO HELP YOU 


Rotary Garden Hoe : $ E L L 


Hoemaster rotary garden hoe 
cultivates soil and uproots weeds. 

4 iL li “Ate pro bai NEW DISPLAYS 
lis long handle enables gardene: 
to work in upright position. Action AND OTHER DEALER 
compares with that of a dise har- Et € FF a 


row and the two blades are self 
sharpening. Disc rotary action eae P 
Timing Clock Display 
A dealer point-of-sale display 
for the Lectric Cook appliance is 
| in full color, 24 in. high and 18 in 
paring stews or casserole dishes. wide. For use as a counter. shelf 
Skillets retail from $9.95 for the 
615-in. size to $16.95 for the 12'%- 
in. size. Sauce pots retail for $13.95 


or window display, the promotion 


item illustrates four basic cooking 


and $21.95. Revere Copper and 


Brass. Ine : im | af 
For more data circle No. 5 on postcard, p. 99 , “ "TECTRIC . 
Carpenter's Pincers . a ‘ COOK 


Rounded design of the head of _ a CD 
» ~~. } ,* 1] iV og . " " we ® 
the a ao iamalio; carpents ats pulls weeds out by roots, rather . - rae meat 
pincers enables workman to re- than cutting them off at surface. —s 
move casing or finishing nails. Hoe is useful for removing grass 
atitres . ++ : ~ ae . , 
Heat-treated cutting edge afford from sidewalk grooves. Price is 
sharp pincer action for cutting $3.00. Cochran Co. 

i iD ieee tie en 7 

nails. Tool re ails for 1.70, and 1s Fer more data circle No. 7 on posteard, p. 99 
available along with 6-in. carpen- 


ter’s pincers and 10 and 14-In. Ribbon for Packages 
heavy duty cutting nippers. Dta- 
mond Calk Horse Niide (0. 


For more data circle No. 6 on postcard, p. 99 


Designed for inexpensive pack- 
age tying at Christmas and 
throughout the year the Decorette 
ribbon is “< in. wide. It has three 
continuous strips of filaments 
lengthwise to increase knot-tying 
strength and to create an unusual! Steel Wool Packages 
appearance. Ribbon is water-repel- Two steel wool packages with th 
lent, wilt-resistant, and crush-re- 


operations for the appliance with 
transparencies which are _ illumi- 
nated on an electric on-off cycle 
Arvin Industries, Inc. 


For more data circle Neo. §& on pestcard, p. 99 


Spartan brand name are slanted to- 
sistant. It is useful for decoration ward self-service merchandising. 
for all types of packages. Ribbon The do-it-yourself pack illustrated 
comes on 500-vd rolis in pastel consists of six large pads in three 
pink, pastel blue, pastel yellow, assorted grades, fine, medium and 
pastel stripe, white, nile green, or- coarse, to provide the right wool 
chid, red, emerald green and gold for more than one job. Other pack 


(Continued on page 96) (Continued on page 112) 
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> Hardware Retail Sales Up 7'/2% For May 


>» Wholesale Sales For May Increase 14% 
> 1955 Building Forecast: $41.8 Billion 


Predict 1955 Construction Outlays to Reach 
Record $41.8 Billion; 11 Pct Above 1954 


Construction outlays will reach 
a record $41.8 billion in 1955, pre- 
dicts the government. This would 
run 11 pet above 1954 expenditures 
of $37.6 billion, the present peak. 

The revised figures by the Labor 
and Commerce Departments are 
upward estimates of the $39.5 bil- 
lion forecast last November for 
this year. 

The revision, the departments 
comment, reflects “the unprece- 
dented volume of construction ac- 
tivity so far this year, and indica- 
tions that there will be virtually 
no abatement in the present rate 
during the remainder of 1955. 

“Prospects are that both private 
and public construction will reach 
an all-time high 
vate expenditures increasing (bv 
14 pet) to $29.5 billion and public 
by 4 pct) to $12.3 billion.” 

The government estimates at 
$14.6 billion the total for private 


1955, with pri- 


outlays 


new home construction. This 


would mean a 21 pct boost over 
1954. 

This increase, it says, “reflects 
not only an over-the-year rise in 
starts and a very large carry-over 


of work on the unusually large 


14 


number of dwellings begun in the 
latter part of 1954, 
increase in construction costs and 


(but also) an 


the trend toward larger homes.” 

All public construction, accord 
ing to the government estimates, 
should increase 4 pct this year to 
reach $11.8 billion. 


Wholesale Sales Gain 
14 Percent in May 


Wholesale 
May were up 14 pect over May, 


hardware sales in 


1954, the Dept. of Commerce re- 
ports, and 5 pet over April, 1955. 


Sales for the first five months 
of 1955 were 7 pct over the same 
1954 months. 

The May report, based on fig- 
ures from 206 wholesale firms, 
shows all sections of the countrys 
reported increases over May, 
1954, ranging from an & pct in- 
crease in the Middle Atlantic area 
to a 25 pet gain in the Mountain 
states. Sufficient information was 
not available to give a figure for 
New England. 

Inventories for May were up 
pet over May, 1954, and _ un- 


changed over April, 1955. 





May Retail Sales 
Increase 7'/2 Percent 
May retail hardware store 
sales were $246 million the U.S 
Dept. of Commerce estimates. 
This is a gain of $17 million, or 
almost 7'% pet, over May, 1954, 
$18 million 


sales, and a gain of 


over April, 1955, sales. Sea- 


> 


sonal unadjusted estimates for 


the past three vears are: 

million f dollars) 
1955 1454 

January 170 165 

February 160 72 

March 196 

April 228 

May 

June 

July 

August 

Septembs 

October 

November 


Decembe 


Tota! S 1000 











Retail Store Sales Up 
$1 Billion in June 

Retail store sales in June were 
$15,588 billion, the Department of 


(Continued on page 120) 
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UNIFORM 
QUALITY © 


another reason why it 
pays to handle the RB&W line 


One of the reasons your customers 
can depend on RB&W fastener quality 


You're looking at a spheroidizing fur- 
nace being loaded with wire rod. 
RB&W has a whole battery of them. 
You won’t find these in many fastener 
plants because they’re expensive. But 
we have them because we think they’re 
indispensable in making the best fas- 
teners possible. 


Here's what they do. They take the 
steel wire that later becomes the bolts, 
nuts and screws you sell — and, by 
controlled heating and cooling under 
controlled atmosphere, condition the 
material. Result: better fasteners. 


Facilities like these and the know-how 
to use them have built for RB&W 
products an unsurpassed reputation 
for uniform quality — just one more 
reason why it pays to handle the 


RB&W line. 
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If you aren't handling RB&W fas- 
teners now, contact your local RB&W 
distributor, or write Russell, Burdsall 
& Ward Bolt and Nut Company, Port 
Chester, N. Y. 


J \ 
x . : * 
~ 
Ee 
-_ al 
. 


110th YEAR 


Plants af: Port Chester N. Y; Corcopolis, Pa.; 
Rock Folls, lll; los Angeles, Calif. Additiene! 
sales offices at: Ardmore (Phila.), Pa.; Pittsburgh; 
Detroit; Chicago; Dallas; Son Froncisco. Seles 
egents of: New Orleans, Denver, Seattle. Dis 
tribyters from coast to coast. 


*eeeeeoeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeee 


FIVE GOOD REASONS 
WHY IT PAYS TO STOCK 
RBAaW FASTENERS 


1. The most complete line 
in the field. 


2. Uniform quality through- 
out the line. 


3. Complete reliability of 
supply from full stocks. 


4. Fast, accurate and 
friendly service. 


5. The original “‘upside- 
down” pockoge — extra 
strong for no-spill, avuick 
ond easy handling 





Wanted items for 


3 FAST-SELLING LAWN RAKES 

No. DL22—Dynamic, pull-type rake. Light weight, 
large capacity. No. FBR22—Fan brume sweep-type 
rake—America’s most popular. No. LC24—Lawncomb 
rake—an old favorite. 


HAMMERS & HATCHETS—featuring the ROCKETS 


New ROCKET tools have indestructible tubular steel 
handle, chrome-plated. Rubber-fiber cushion grip 
absorbs shock, won't slip. Also full line of finest wood- 
handled hammers and hatchets of all types. 


RUE 


16 


DYNALITE SHOVELS—LIGHT, STRONG 

The only lightweight forged shovels in their price class. 
Cost only a few cents more than stamped shovels. 
Round point, square point, garden, irrigating, spading 
and rice shovels. 


2590HF 


HIGH-QUALITY SLEDGES, HEAVY GOODS 


Sell the sledges known for quality and uniformity. Fire- 
hardened hickory handles, power-driven at factory. 
Complete line of sledges, engineers’ hammers, picks, 
mattocks, wrecking bars. 


EMPER. 


FINEST QUALITY IN GARDEN, LAWN AND FARM TOOLS 


SHOVELS 
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Now’s the time to check your stock of 
the tools pictured below. They're all 


good Fall sellers. Use this ad as your 
want list and ask your True Temper 
wholesaler salesman for complete infor- 
mation. True Temper Corporation, 
1623 Euclid Ave., Cleveland 15, Ohio. 


AXES FOR SPORTSMEN AND INDUSTRY POSTHOLE DIGGERS FOR ALL SOILS 


No. TA Tommy axe—tool of a thousand uses—and Hercules digger No. 33 is built for hard soils. Atlas 
No. ABA famous ROCKET belt axe. Both available digger No. 35 for heavy or gravel soils. Perfection digger 
with sheath. Also a full line of Kelly axes—double-bit No. 34 for light soils. All have tough steel blades, 
and single-bit in all weights and patterns. securely hinged. 


ALUMINUM AND STEEL GRAIN SCOOPS PRUNERS & LOPPERS—FINEST CUTLERY STEEL 


No. AG series grain scoop made from special non- No. 250 ““True Kut’’—chrome-plated, replaceable brass 
corrosive aluminum alloy. Ribbed for strength, non- anvil, corrugated handle. No. D150—a favorite all- 
sparking. Also steel grain scoops in “Flint Edge’”’ and purpose pruner. No. 103—heavy-duty lopper, precision 
“Briar Edge” patterns. All weights, sizes. ground blade. Many other models. 


You can look to | 7 for leadership 


SHEARS + HAMMERS, HATCHETS, AXES + FISHING TACKLE + GOLF-CLUB SHAFTS 


—_ 
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ANOTHER SUCCESSFUL HARDWARE SELLING TEAM ... 

ALERT RETAILER, FAST-MOVING RUBBERMAID, FULL DISPLAY! 
Mr. Carman Nocella, owner, at his Rubbermaid island display, 

Westbrook Park Hardware, Clifton Heights, Pa. 


“Increased display space boosted our 
Rubbermaid volume 5 times over...” 


says CARMAN “CAPPY” NOCELLA, owner 
WESTBROOK PARK HARDWARE, Clifton Heights, Pa. 


RETAILER SAYS: “When we increased the 
amount of space given to Rubbermaid merchan- 
dise, we doubled our sales on a number of the 
items—and within a year’s time our Rubbermaid 
volume increased five times over the previous 
year. We found that Rubbermaid really moves 
on a big island display in a prominent location.” 
Carman Nocella, Owner, Westbrook Park Hardware. 


JOBBER SALESMAN SAYS: “The Rubber- 
maid display in the Westbrook Park Hardware 
is a good example of giving a fast-seller more 
room to do its stuff. Rubbermaid really paid its 
way here, five times more than when a small 
counter area was used. More display. More 
impulse sales. That’s Rubbermaid.” James Nagel, 
Salesman, Philadelplua Notion &S Novelty Company. 


RUBBERMAID SAYS: “As a 

hardware retailer you know the 

big trend is to “Quick Service”’ 

in successful hardware opera- 
tions. Rubbermaid—on full display—is a 
natural for profitable ‘‘Quick Service.” 
Sales records prove it. The women prove 
it—by buying more Rubbermaid when 
they see more Rubbermaid—under their 
eyes—and under their hands—in a well 
stocked display.” 


Are you giving Rubbermaid room to “‘do 
its stuff?’ It will pay more when you 
display it more! Call your jobber now. 
THe Wooster RUBBER COMPANY, 
WoosTER, OHIO. 
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UNIVERSAL (‘hy 


No other coffeemaker can offer the 
quality manufacture, the beauty and 
automatic features of a Coffeematic at 
such a price. Three models to corner 
the market, priced from $24.95. 


IN QUALITY: 


No other coffeemaker can match the 
perfection standards developed by 
Universal in over a hundred years of 
manufacturing experience. You can 
see quality in Coffeematic! 


IN FEATURES: 


No other coffeemaker can match the 
speed and automatic perfection of 
Coffeematic. It has been scientifically 
improved over the years to produce 
the finest coffee in the fastest way. 





BOOST YOUR GIFT SALES 


with this 
A $49.90 VALUE 


ron ony i(', SERVICE SET 


Here's the biggest gift value on the market... 
the popular 8-cup Universal Coffeematic with 
matching engraved tray, sugar and creamer 
designed by International Silver Company. 


LANDERS, FRARY & CLARK. NE 
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you get a BIG PLUS VALUE 


when you buy this new 






AZEY 


all-purpose 
\_ KITCHEN MIXER 
















a 





Packed in colorful self-selling display carton 


il 


Yes, now Dazey gives you the great 
YOU GET THIS new all-purpose Kitchen Mixer that’s 
FREE! priced right to sell fast. It’s not just a 
2 beater—for it whips, mixes, blends and 
purees ! Special scientifically designed 
stainless-steel beaters beat everything 
from one egg to a heavy cake batter. 
Nylon gears are quiet and last a lifetime. 
Comfortable finger grip handle. 


A 35¢ Rubbermaid bow! scraper is 
packed in each carton without extra 
charge. For all the facts write us— 

or contact your local Dazey wholesaler! 


DAZLY 


St. Louis 7, Mo. 





( 


NO. 805 illustrated 


Also available, No. 810C Heavy Duty 
Kitchen Mixer with exclusive 
adjustable handle. Top value at $5.95 
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| ne diling pity 


with the full Bruce line! 










No matter what floor care problems your cus- 
tomers have, they're easy to solve with profitable 


sales of these fine Bruce cleaners and waxes. 





BRUCE CLEANING WAX cets hardwood floors really clean 
and gives extra-heavy, long-wearing wax protection — all 
in one easy operation. lL liminates messy floor washing. 
BRUCE FLOOR CLEANER aleo cleans aa it waxes, but con- 
tains only about one-third as much wax as Bruce Clean- 
ing Wax. Ideal for lighter waxing of both linoleum and 
wood floors. 

BRUCE ASPHALT TILE CLEANER and BRUCE ASPHALT TILE WAA 
are the perfect combination for keeping asphalt and 
rubber tile sparkling without scrubbing or polishing 
NEW BRUCE SELF-POLISHING WAX outlastea ordinary 
waxes by weeks on anv floor where self-polishing wax 
should be used. Shines as it dries to a super-bright, 
super-hard lustre. 

BRUCE TUF-LUSTRE is the outstanding all-purpose liege 
wax. Recommended for easy application on floors, fur- 
niture or anywhere the deep protection of rich natural 
waxes is desired. 

BRUCE PASTE WAA ia specially blended to beautify wood 
floors. By penetrating the pores it gives the tough 
protes tion only the hnest waxes im their most durable 


form cCati prov ide 


It pays to build your floor care business with the 
full Bruce line. Consistently well advertised. 
Better-than-average markup. Excellent repeat. 
Contact your regular Bruce supplier today or 


write: E. L. Bruce Co., Memphis, Tennessee. 


RACES | acca 


guaranteed by the world's largest 





maker of hardwood floors 


One of G-E display aids 
is a 4 foot high cut-out 
of Pug and Slug. 
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| ONATCHING 
DOESNT PAY! 











-.. except when you tie in with the 


big G-E Bulbsnatching Promotion, 


and then... Wow f 


OW’S the time to make your store anti- 

bulbsnatching headquarters! The hottest cam- 
paign General Electric has ever launched against 
bulbsnatching begins on October 1. Full page adver- 
tisements in READER’S DIGEST, SATURDAY EVE- 
NING POST and LIFE will reach tens-of-millions of 
customers. (READER'S DIGEST alone reaches 1 out 


of every 4 U.S. families!) 


It will pay off big to plan extra displays now! You'll 







HERES THE 
BACKING 
YOU GET! 
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GENERAL @@ ELECTRIC 


SATURDAY EVENING POST and LIFE. 


be selling the most wanted brand of light bulbs in 
America. In recent store tests, General Electric bulbs 
outsold a competitive brand 2-to-1 when displayed 
side-by-side in identical racks! G-E bulbs are used, 


recent surveys show, in 95% of all American homes! 


To sell the most G-E bulbs, display plenty of the 60 
and 100-watt sizes in the 4-bulb package. Put up the 
free General Electric display material. And watch 


your bulb sales boom! 


CHING 
BuLeS eK Pay 
bu 


FREE DISPLAY MATERIAL —cut-ourts, streamers, 
banners, bulbholders, tuck-in cards. 


23 







NOW! 4 PROMOTIONAL MODELS 


STYLE 2800 


<<; 
+" Guaranteed by ® 


200d Housekeeping 


THE LADY ARVIN 


ADJUSTABLE 
Style 2800. Lowest priced completely adjust- 


able all-metal ironing table . . . The ultimate 
in knee-room comfort, ironing ease, handling 
simplicity .. . Infinite height adjustment at 
finger-tip touch between 22” and 36”... 
Safety lock prevents accidental closing ... 
Wide, no-wobble, non-skid feet . . . Fo'ds flat 
. .» Turquoise blue enamel finish. 


NEW ARVIN ECONOMY 


ADJUSTABLE 
Style 2500. Promotional pacemaker! ... 


Adjusts quickly, easily to any of 6 different 
heights, between 25” and 351%” ... Holds 
securely at each height ... Wide, sturdy 
feet are wobble-and-skid-proof . . . Folds 
flat .. . Strong display appeal—yellow top, 
turquoise blue enameled legs and feet. 


THE ARVIN STANDARD 


NON -ADJUSTABLE 
Style 2200. Solidly established nation-wide 


promotional leader. ... Year after year, the 
biggest selling all-metal ironing table ... 
Enameled turquoise blue legs and top. 


NEW ARVIN ECONOMY 


NON - ADJUSTABLE 


Style 2100. An absolutely unbeatable value 
... Areal quality ironing table, sensationally 
low-priced for mass-appeal promotions .. . 
Enameled turquoise blue legs, white top. 


All Arvin troning Tables are shipped completely assembied. 
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STYLE 2500 
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Nationally 


STYLE 2100 Advertised 


NATIONALLY ADVERTISED 


in leading mass-circulation magazines 








DiSTRBUTED BY Salbenanton E Co, Sue. 


MEADQUARTERS AND MAIN SHOWROOMS. 1107 BROADWAY. NEW YORK CITY 10 
Midwest Showroems: Amerncan Furniture Mart, Chcago 11 








Free mat service and 
layouts on request 


Ask for complete catalog 
and price list 
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when she thinks of lemonade... 


sell her the new 





Before you buy any 

ice crusher, be sure to see 
the exciting, new 
SWING-A-WAY portable. 
Its ease, speed, and capacity 
make it the pacesetter 


in the field. Best of all, 





it’s priced right for 


all your customers. 


only $8.95 ist 


No. 1909R-W-Y 
White enamel body; 
choice of red, 

white or yellow cups. 


Chrome trim. 





... Wall-Type 
Ice Crusher 


} 


FIRST IN SALES BECAUSE IT’S FIRST IN VALUE! 


SWING-A-WAY MANUFACTURING CO., 4100 BECK AVENUE, ST. LOUIS 16, MISSOURI «+ In Canada: Fox Agencies, Port Credit, Ontario 
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Announcing 


NEW NATIONAL BUY WORD... 





WHAT’S IN A NAME? If you sell plumbing goods — at 


wholesale or retail — you will find profits in the name 
Dish-Quik! It’s a new name for a sales-tested product, 
a detergent spray-brush that combines with 40 leading 
brands of quality sink fittings to produce a complete 
faucet dishwasher within the reach of every American 
home... for the first time! 


Because of this adaptability — virtually industry-wide — 
and because it’s backed by a powerful advertising cam- 
paign, Dish-Quik is destined to become a new national 
buy-word ...a great new source of profit to you. 


LET’S GO BEHIND THE SCENES and get the full story: 


During the last year or so, many leading brass manufac- 
turers have offered Dish-Quik — under their own trade 
names — as standard equipment on quality sink fittings. 
(If you have them in stock now, you will recognize Dish- 
Quik by the transparent detergent cup on the handle. ) 


But the story begins in 1936 when’Modern Faucet Mfg. 
Co. introduced a clear water spray featuring its own on- 
off lever to divert water instantly from spout to spray or 
spray to spout. In post-war 1946 this spray, made pos- 
sible by perfection of Modern’s automatic diverter valve, 
had become the standard of the plumbing industry. Since 
then, millions have been sold on quality sink fittings. 


EVERYONE WANTS 


use with fully automatic dish- 
washers for pre-washing, for odds 
and ends, or cleaning out the sink 


¥ Its one-hand automatic control 
leaves the left hand free for other 
tasks. No manual diverter to lift. 
¥ Liquid detergent reservoir is in 
the spray valve itself. Because suds 
do not travel through the rubber 
hose, it does not clog and dete- 
riorate. Keeps the Dish-Quik spray 
fresh and clean. Can even be used 
for cleaning vegetables. 

JV Reservoir holds a visible supply 
of liquid detergent (any good 


¥ Dish-Quik is all-in-one —dishrag, 
dishpan, suds and rinse — ready to 
use at all times. 
1 ¥ It’s so handy, it’s even ideal for 
Yai > 


~~ 
“—- 


After years of research, Modern incorporated the same 
automatic control in a detergent spray-brush. In extended 
use-tests, it was further perfected until today it is a prac- 
tical, soundly-constructed appliance ready for market. 


MOST SIGNIFICANT OF ALL, it is interchangeable on all 


brands with Modern’s clear water spray. Despite imme- 
diate success wherever the detergent spray was intro- 
duced, one great difference between marketing clear and 
detergent sprays was discovered: the advantages of a 
clear spray, Over no spray, were obvious to Mrs. House- 
wife .. . but it took illustration and selling before she saw 
the advantages of a “dishwashing faucet.” 


So the Dish-Quik marketing and advertising campaign 
was launched nationally to tell Mrs. Housewife that: 


Dish-Quik, with one of your favorite brands of 
sink fittings, is a complete faucet dishwasher for 
Sale at an average retail price of only $29.50! 
Dish-Quik, sold separately for interchange on the 
end of the hose with any Modern clear water 
spray, is fair-traded to retail for $9.95. 


ORDER DISH-QUIK NOW — through your regular plumb- 


ing goods supplier — already attached to complete fittings, 
or separately, for interchange and replacement sales. 
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| Dish-Quék || 


the ALL-IN-ONE faucet dishwasher 


DISH-QUIK! HERE’S WHY.. 


brand like Joy) that will last two 
days or more. Easily refilled. 

¥ Mothers like Dish-Quik for 
shampooing children’s hair. Just 
fill cup with liquid shampoo. It's 
quick and easy. 

f The Dish-Quik brush is always 
sweet — never sour — because it's 
non-absorbent nylon, rinsed clean 
constantly in normal use. 

YThe nylon brush is rugged 
enough to get even pots or pans 
really clean. Easily and inexpen- 
sively replaced, if necessary. 

¥ Dishes air-dry, sparkling bright, 
without wiping because the insu- 
lated handle and brass construc- 
tion permit the hottest possible 
fresh water spray for rinsing. 


40,000,000 DISH-QUIK ADS! 


You are learning the facts about Dish-Quik right now . 

by reading this advertisement. How many of your customers 
are learning about Dish-Quik at this same moment? 

Here’s a hint: Dish-Quik advertisements will be printed 
in 40,000,000 single copies of Life, Better Homes & 
Gardens and Good Housekeeping during July, August, 
September and October alone ! 


The Dish-Quik Co. 


1700 East 58th Place * Los Angeles 1, California 
[A division of Modern Faucet Mfg. Co.] 


HARDWARE AGE, AUGUST 4, 1955 


Dish-Quik and Modern 
clear water spray valves 
are interchangeable and 
available through the 
following manufacturers: 


‘ The American Brass Mfg. Co 
American-Standard 
Barnes Manufacturing Co 
The Bloch Brass Company 
Burlington Brass Works 
Briggs Manufacturing Co 
Central Brass Mfg. Co 
Crane Co 
Chase Brass & Copper Co.., Inc 
Deita Detroit Corporation 
Dick Brothers, inc 
Elier Co. 
The Empire Brass Company 
Empire Brass Mfg. Co., Limited 
Federal-Huber Company 
Galt Brass Company Limited 
Glauber of Texas 
Globe Valve Corporation 
Gyro Brass Manufacturing Corp 
Harvey Machine Co., inc 
The Indiana Brass Co., Inc 
Kirkhill, Inc 
Kohler Co 
A. Y. McDonald Mfg. Co 
Michigan Brass Company 
Milwaukee Faucets, Inc 
Mueller, Limited 
Price-Pfister Brass Mfg. Co 
Queen City Valves, inc 
Ravenna Metal Products Corporation 
Repcal Brass Mfg. Co 
The Royal Brass Mfg. Co 
Savoy Brass Manufacturing Co., Inc 
The Schaible Company 
Speakman Company 
The Sterling Brass Company 
Sterling Faucet Company 
Union Brass & Metal Mfg. Co 
Wallaceburg Brass Limited 
Wolverine Brass Works 
Stephen A. Young Corporation 


Order from your reeular 

plumbing eoods suppliers, or 
write direct to The Dish-Quik Co 
for further information 


Four Ways to Stock and Sell Dish-Quik 


e As Complete Dishwashing Faucets 

Quality sink fittings, in every model for all installations, are 
available featuring Dish-Quik as original equipment. It's a 
complete dishwashing faucet for new homes or for replace- 
ment of any old-fashioned, non-spray sink fitting 


e Give Your Customers Their Choice 

If you have fittings in stock with Modern clear water sprays 
as original equipment, you can interchange Dish-Quik on 
the end of the hose in a few seconds. Put the clear water 
spray back in stock for sale at a suggested retail of about $5. 


e Replacing Clear Water Sprays 

Millions who now own Modern clear water sprays will want 
Dish-Quik because of its many added advantages; or, they 
may need Dish-Quik to replace older sprays in disrepair. 
Dish-Quik interchanges with all 


Modern sprays, easily recognized EVE 7 
from the illustrations shown here 


e Canvass for Sales 

Door-to-door canvassing for replacement sales is highly 
profitable in many areas because Modern sprays are now in 
use in most homes built since 1946. Improvement contrac- 
tors find Dish-Quik an effective “door-opener” for soliciting 
remodeling contracts. 
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BATH MATS—#1525, size 14 x 24. In peach, 
yellow, green, blue, white. Vivid-X pastel colors. 
Safe—will not fade. 


UTILITY MATS—#1520, size 10 x 14%; #1521, 
size 15 x 17. In red, yellow, green, blue or gray 
Vivid-X colors. Will not fade. 

ROUND UTILITY MATS—#105—<6 in. #104—8 
in. and #103—12 in. In 6 different Vivid-X colors. 
STOVE MATS—#1510, size 10 x 14%; #1511, 
size 15 x 17. In red, green, yellow, bive or gray. 
Heat-proof. Will not fade. 

DRAINBOARD MATS—#1500, size 13 x 19; 
#1501, size 15 x 21. In red, yellow, green, blue 
or gray Vivid-X non-fade colors. 

DRAINBOARD TRAYS—#1550, size 20 x 15%. 
in red, green, yellow, blue, gray or white. Heat- 
proof and color-proof. 

APPLIANCE TRAYS—#1560, size 7 x 10. In 
red, green, yellow, blue, gray, white. 

SINK MAT—#1530, size 12 x 14. Fits all popu- 
lar size sinks. Made from natural crude rubber. 
in all Vivid-X fade-proof colors. 


GET DAISY MAT PRICES 


Write today for new DAISY 
Catalog ond Price List. Get 
full details on DISPLAY 
RACK Deol. Fast turnover 
Tops in quolity. Better than 
45% Profit. 


PAYS OVER 40% PROFIT x ONLY LINE IN BEAUTIFUL 

ViIVID-X COLORS x FAST TURNOVER BRINGS MOST 

PROFIT PER FOOT OF COUNTER SPACE * NOW THE MOST 

COMPLETE LINE—Display all DAISY PRODUCTS on the 
same counter for top volume sales. 


iio for now vaisy Cuitllog 


Big changes, surprising results, new items make the DAISY Line 
more important to every Chain Store. Be sure to write at once 
for new free illustrated DAISY price list or illustrated listings. 
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SCHACHT RUBBER MFG. CO. Dept.A 


HUNTINGTON e INDIANA 





Get This Beautiful TV Lamp 
And Matching Ash Tray 


Here’s a matching set that will add beauty to 
any home. Made of lustrous black ceramic, TV 
lamp is full 19 inches long . . . completely Under- 
writer Laboratory approved. Big ash tray is 11 
inches long with two tone flowing lava glaze 
inside. Makes an ideal gift for your family, 
friends or home. Yes, you can order more than 
one set—so order yours today. 


Here's How Easy It Is To 
Get This Beautiful Set 


Order one (1) case of famous Black Panther RAT & 
MOUSE KILLER or one (1) case of Black Panther SOOT 
CLEAN (liquid only). That’s right, just order one case, 
that’s all you have to do. Your TV lamp and ash tray will 
be delivered to you immediately with your order. See your 
jobber today. 


BLACK PANTHER 


RAT & MOUSE KILLER 


EACH PACKAGE CONTAINS FOUR EASY-TO-USE BAIT 

BOXES ... YOUR HANDS NEVER TOUCH THE BAIT 

Ready to use—no mixing required. 

Safer—bait is not exposed to children and pets. 
Guaranteed to rid your home of rats in 5 to 15 days. 
Equally effective around home, farm or factory. 

Bait boxes can be sold individually for killing mice. 
Rats and mice ‘Love It". 

Sell Black Panther RAT & MOUSE KILLER in the 
colorful yellow, black and red package ... and your cus- 
tomers will come back again and again. Packed 18—1 
pound boxes to the case. Can be sold in % pound bait box 
package. Suggested retail, $1.69 pound. 





| 


- 
BLACK PANTHER 


SOOT CLEAN 


GUARANTEES YOU HOTTER, CLEANER 
HEAT OR YOUR MONEY BACK 


LiQuio 
SIMPLY POUR INTO FUEL 
OIL OR KEROSENE TANK 
Gives more heat with less 
fuel. 


Removes sludge, gum and 
moisture from tank. 


Removes carbon and soot 
from burner. 


® Cleans soot from chimney. 


Prevents clogged fuel lines: 
cuts repair bills. 





Suggested retail, $1.29 pint, $2.29 quart. Packed 24—1 
pints to the case or 12 pints-8 quarts to the case. 


POWDERED 


JUST SPRINKLE ON 
' COAL OR WOOD FIRE 


® Gives more heat from wood 
and coal. 


® Cleans soot from furnace, flue 
and chimney. 


© Stops chimney fires: cuts re- 
pair bills. 


Suggested retail 59¢ Ib. Packed 24—1 pound boxes to 
the case. 


That’s right. All you have to do is order one (1) case 
of Black Panther RAT & MOUSE KILLER or one (1) 
case of Black Panther SOOT CLEAN (liquid only) 
and the handsome black TV lamp and matching ash tray 
are yours. YOU CAN ORDER AS MANY SETS AS YOU 
WANT. For 2 sets, just double your order of Black 
Panther Products. 


If you have not taken advantage of this offer, contact 


your jobber salesman or drop us a postcard today. Please 
list jobbers’ name and address. 


Black Panther Company, Inc. * Sanford, North Carolina 
There is a money back guarantee on all Black Panther Products. 
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Now...boost your steel wool sales 
with the new Spartan line... 
packaged for modern merchandising! 


«cn Pre cipnlaase Mamie: tt AAA: LOE TI, 


™ : me , a . aan 
: e ‘ een ‘gh ‘\ - rs ~ « soon — « = 
xb ipalaw Spartan Spartan” Spartan 
- - rvoueser 60.17 -rOueset oOo rvOuRsens DO .'t-rOuRseLs 
amicus * STEEL WOOL PADS b STEEL WOOL PADS 
(BME ATO 5 EERE 5 Hg aoe — a 
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Space-saving 
packages 
— easy to display! 


Eye-catching 
packages 
— sell themselves! 


STEEL WOOL 
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Six large 


(2 fine, 2 medium, 2 coarse) — all in one handy 
package for the home handy-man! 


Here's the only steel wool pack- 
age that ties in with the booming 
do-it-yourself movement! In one 
modern, compact package there 
are 6 pads in 3 assorted grades 
of woo! {2 each of fine, medium, 
coarse}. The right grade for ony 
job! Eliminates customer indeci- 
sion over grades; an easy sale 
for you. Puts an end to loose 
pads on your shelf! 








A 16-pad package on a shelf- 
frontage of only 7% inches! 
Permits displaying a full selec- 
tion of grades in a minimum of 
space...ends lost sales caused 
by out-of-stock condition on the 
shelf. You have what the cus- 
tomer wants when he wants it. 
Sell 16 top-quality Spartan pads 
as a unit, or just slip the pack- 
age apart to sell 8 pads. 





pound rolls, Spa 


Available in all grades from 0000 to 3. 


DO-IT-YOURSELF ASSORTMENT 


16 STEEL WOOL FOLD-OVER PAD 


—the “back-to-back” pack you display in ee 
half the space of an ordinary package! ge 






pads — assorted grades 





Maximum economy for the ‘‘do- 
it-yourself'er’’ (retails at only 
29c)...maximum convenience 
for you—eliminates breaking 8 
or |16-pad packages to make o 
2 or 3 pad sale. Now you can 
sell a box instead of a pad! 
Convenient to stock, self-selling, 
no waste. Pad surface, when 
worn, folds over to expose a 
fresh, new surface. 








oe 
———— 


This attractive package sells it- 
self when displayed with brand 
name and grade facing the aisle. 
It not only has a modern, read- 
able, self-selling design, but 
stacks better ...a real self-ser- 
vice item! No other pack like it 
on the market, in quality or pack- 
aging! Available in all grades 
from 0000 to 3. Start now to 
specify Spartan Steel Wool. 





POUND ROLL 


— for the customer who needs 


rtan quality is the best. 





Specify Spadan 


CLEANSER PRODUCTS — A Division of The $.0.S. Company, 7123 W. 65th Street, Chicago 38, Illinois 
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Top Quality . . . Modern Packaging. 


Order from your wholesaler or jobber today! 
— or write — 
















Hews EXACT 





FOR THE DO-IT-YOURSELF MARKET 


bility and working convenience... attractively finished in 
silver and orange. ..an asset to any home work shop. 


LIGHTWEIGHT sturdy aluminium body . . . light 


enough for easy handling ... heavy enough for excellent 
stability. Weighs only 12 pounds. 


COMPACT design incorporates two single plumb vials 


and a double level vial in a 24-inch length... made to 
EXACT’S high standards of accuracy. 


PRICED for discerning buyers. Answers the need of 


the Do-It-Yourself Hobbyist for a good level at a reasonable 
price. Meets and beats overseas import levels. 


PACKAGED individually in a new reshippable carton 


which protects in transit, spells “action” at point of sale. 

















No. A-24 
Sold only 
through jobters 
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BIGGER SALES 
are a picnic 
with these 
related 
housewares 










Lasting dependability 
sells housewares 
made of 

BAKELITE Polyethylene 


BRAND 


Your customer sells herself on housewares 
made of BAke.trE Polyethylene. Once she 
feels that handy “give,” feels that hardy 
“snap-back,” she wants this quality plastic 
in all kinds of household helps. 

Make it easy for her to get the service 
and satisfaction she’s looking for...make 
it easy for yourself to build bigger and 
easier individual sales. Tell your resources 
you want products made of BAKELITE 


Polyethy lene. 












FLEXIBLE...LIGHT...UNBREAKABLE 


freak. give im stack om You ’ 
KNOW 





Prop ted he “ 


SAKELITE COMPANY, 4) hele ’ ~ TS © Baw 4 st ~ You x7 


— term Baa re and the | ret > he are regweterec! trecte mark ; ‘¥ 











CASH IN ON 
BAKELITE ADVERTISING ! 
THIS 4-COLOR AD WILL APPEAR IN... 


POST BM | Betierflomes 
= = F — 








x 


(% 


er 
AUGUST 20 


a 





SEPTEMBER 






Display housewares that are 


supported by a powerful program 
of Advertising, Merchandising and Publicity 
-+.- specify products made of 
BAKELITE Polyethylene. 


BAKELITE COMPANY, A Division of Union Carbide and Carbon Corporation [fg 30 East 42nd Street, New York 17, N. Y. 
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The term Baxeurre and the Trefoil Symbol are registered trade-marks of UCC 
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Here is the year’s most exciting opportunity for every 
y tool dealer, large or small! This will mean high traffic 
for you...and rich sales of long-profit power tools. 
: Nothing for you to buy or do! Just sit back and watch 
Payee A the customers come! 


a. ee 7 a7, ef a + "Cae sn aoe - . 
So ee ee Pee.” rth th ker DO aan SS ee gee ae we et} 
oS Sma: sh ‘ey: Seine OR ns idle ae ei ad - atts 
4 ae - ete ee 5 Pa ae pa i ‘t ae ¥ - 7 
i. % we ‘i 4 « 


Thousands of Dollars in Prizes 


to attract swarms of customers. 


A Battery of Full Pages in Life 


broadcast the news. 


Customers Have to Come to You 


because your store is the place to get official entry blanks. 


Big Cash Bonus Prizes for You! 


Every dealer whose customer wins gets a cash prize, too. 


A Complete Kit of Entry Blanks 


fo set you up as Contest Headquarters. 


...and just look at this complete line of 
SKIL Builders Tools... 





\ 


Skil Saws, 5 Models Skit Drills, 3 Models Skil Drill Kits, 2 Models Skil Sanders, 2 Models 
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Prize Contest 


dramatic traffic-builder 


much traffic as your store will 
hold 


A Ford Victoria! $1,000.00 in 
FOR cash! An Amana Freezer! A XA 


Bendix Washer-Dryer! And, 


YOUR CUSTOMERS 100—$25.00 merchandise cer- 


tificates paid for by SKIL 4 
good for trade in your store. } 


WHAT A PROMOTION FULL pages in LIFE Maga- \ 
azine—reaching 26,450,000 \ 
Just Look At me people with each ad. And a 
. °° battery of ad mats, mailing 
This Advertising ! pieces, radio spots and display 
) material to bring the public 
into your store. 


OPEN TO ee complete 
ALL DEALERS » af-catey Unie <oaete 


card, explanatory brochure, 


Nothing to Buy! and list of other FREE avail- 


able material. Watch for it in 


No Obligation! the mail! 





Made only by SKIL Corporation 
Formerly SKILSAW, Inc. 
BUILDERS 5033 Elston Avenue, Chicago 30, Illinols 
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FOUNDATION 
HOOK ANCHOR BOLT 
PROVIDES FIRM HOLD 
IN CONCRETE 


When builders of homes, garages, and other small structures 





need fasteners for bolting to concrete foundations, or for roof 
supports, sell them Bethlehem’s Foundation Hook Anchor Bolt. 

The Bethlehem Foundation Hook Anchor Bolt is ideal for 
foundation bolting and roof support because of its great 
strength, and because it is specially designed for firm grip. It 
is easier to use than a standard machine bolt, and is more 
economical, as well. 

The anchor bolt has cold-rolled threads for maximum 
strength. It comes plain or galvanized, complete with square nut 
and round washer, 50 pieces to the easy-to-handle corrugated- 
paper carton. It is carried in stock in % in. diameter, and in 
lengths from G in. to 20 in., in 2-in. increments. Other diameters 
and lengths can be furnished promptly. Just get in touch with 


the nearest Bethlehem sales othce. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA 


On the Pa hi { Od 74 Be thle he 97) produ Ts are sold D4 Be th he he 97} Pa Ps fie ( 0481 \fee j 7 


( orporation ij x pt rt Duestrii “ior. Bet/ s€ PEM, Stee/ I x pe rf ( orporatron 


BETHLEHEM STEEL } 





Bethlehem Foundation Hook 
Anchor Bolt with typical 90-deg 
bend. Bolt is also furnished with 
45-deg and |135-deg bends. 
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Special! 662:% Mark-Up On New Irwin 





30 Driver Assortment with Free Display 
sg spoce AN RTT 


Here’s a brand new Irwin profit combination that = 

« 
sells screw drivers faster — earns more money because ) ivers 
there’s a 662/;% mark-up for you. Irwin makes it avail- r , , 


able to independent hardware retailers only. Stocks are 


limited so you'll want to order this Irwin profit special 
from your Irwin hardware wholesaler right away. 







fits in omy 





































Shock Leustant Pleim Hondies —_— 3 High ( _rbon Tool Steel 
Heat Tempered o  “urdened bull ength 


HERE’S WHAT YOU GET 


30 Driver Assortment 


® 30 genuine Irwin Screw Drivers in 5 best-sell- : 
ing sizes: , doz. each of No. 400 series, sizes 

3”, 4”, 6"; Yo doz. each of No. 4000 series, 

3” and 4”. 


¢ All drivers are regular Irwin catalog quality 
— the very finest to be had. 









































* Each driver has a large Easy-Grip Amber 
Plastic Handle. ‘ 

















* High carbon and alloy tool steel blades, heat- 
tempered full length, highly polished for that 
top quality look. 


° A buying price that’s lower than any brand 
comparable to Irwin quality. And there's a 


handsome 667/,°% mark-up for you. eo % 
F 400.3 400.6" 
The Free 8‘ Display 45: 70 


* Sturdy, colorful, compact — store tested and 
especially designed to fit the small space re- 
quirements of independent hardware retailers. 


* Displays fast-selling assortment of 19 Irwin 
Screw Drivers in only 8” of space. 

® Durable and attractive red, white and black 
baked enamel finish. 





* Easy to mount on peg board — any small 
space area in your store. 








. © Prices and sizes shown for easy selection by 
customers, quicker sales by clerks. 








Type 
11 Regular 
“ in Retail Stores 










eth the original solid 
avo center auger bit 





screw drivers 
screw driver bits 





FOR A LONGER PROFIT PER SALE 


: se tS pe 
| = 3 en Cale. 46 


with this New 












TRADE MARK REG. U. S.PATENT OFFICE 


slip-joint plier counter display 







, Your discriminating customers will see... reach for... and buy 
_Channellock’s quality Slip-Joint Pliers in this eye-catching, easy-to-set-up 
counter display package. So give your customers a chance to upgrade 
their plier purchases. They’ll be better satisfied and 
you'll have a longer profit per scle. 


EACH COUNTER DISPLAY 
PACKAGE CONTAINS... 


Four 6”, three 8” and two 10” pliers. Each plier is 
packaged in an individual, protective box. 


TOTAL RETAIL VALUE... . $20.42* 
DEALER COST .........- 13.62 


DEALER PROFIT. ......-- 6.80 
*Slightly higher in west 















Consistent national advertising pre-sells 
millions of hardware customers on 
Channellock pliers. Cash in on this 
warming-up process by putting this new 
Channellock display up front. 


SEND FOR COMPLETE CATALOG 
INFORMATION 


CHAMPION DEARMENT TOOL CO. 


MEADVILLE, PENNSYLVANIA 
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ADVERTISED IN 





Ask your Wholesaler for details of 


THE WELLER LIFE PROMOTION October 1], 1955 


Weller Electric Corp., Easton, Pa. 
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HERE IT IS! biggest profit 
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; 
Model $3372 


COMPARE these quality ieatunal against any other jet pump in its class! 


® ONLY ONE MOVING PART—No belts. ® SELF-ADJUSTING CAPACITY—The ® SHAFT SEAL—The exclusive Delco- 


Hl 
: 


no pulleys, no wheels. Delco Wellmaster Junior Jet auto- design shaft seal requires no ad- 
* COMPACT—Only 17” high, 8” wide, matically adjusts its capacity to justment . . . can be run dry with- 
21” long. The ideal jet pump for requirements. out damage. 


small space installations. e moTor—',4 H.P. continuous heavy 
® HIGH EFFICIENCY—Capacities at 20 * ©LOSE-COUPLEO—Impeller directly duty ball bearing 115 volt, 60 cycle. | 
lb. psi, from 300 GPH at 20 ft. to connected to the motor shaft .. . Provided with automatic reset | 
520 GPH at 2 ft. no possibility of misalignment. overload protection. | 


q@ HORIZONTAL TANK SYSTEM * The Wellmaster Junior Jet 
pump mounted on a 12 gallon, heavy gauge, galvanized steel 
storage tank for pressure system installation. [Sized to fit un- 
der the sink, in a utility room, under stairs or any place where 
size is a limiting factor.] Can be installed in a space only 31 
inches long, 26 inches high and 13 inches wide. Ideal for rural 
homes, cottages or locations where a supplementary water 
system is so necessary. Model S33H12 only ...... $104.50* 
VERTICAL TANK SYSTEM * With this model the Wellmaster > 
Junior Jet pump can be furnished with either 18 or 42 gallon, 
heavy gauge, galvanized steel storage tank for pressure sys- 
tem installation. Ideal where additional water storage is 
necessary. Model S33T18, shown here, only _... $110.35* 

*Suggested List Price F.O.B. Rochester, N.Y. 





Model S33T18 
$331T42 





Model $33H12 
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news in the industry! 


+ $99.95. 


NOW! you have a water pump offer that scoops the market! 


TIMED JUST RIGHT... to bring you the hot THIS NEW DELCO WELLMASTER JUNIOR JET 
leader you need to get your full share of to- is being fully promoted in national advertis- 
day’s fast-growing water pump markets. No ing to all water pump markets. And, you 
other pump in its class can match this sen- have available a complete set of dealer sales 
sational new Delco Shallow Well Jet for aids. So, act now to profit by selling this new 
PRICE and QUALITY ... for order-closing low-cost General Motors Delco Jet Pump. 
SALES POWER! the hottest sales proposition in the industry' 
Imagine the sales you'll make by offering 

these user benefits to your customers: 

® NEW low cost © NEW smooth, quiet opera- 


tion @® NEW ease and convenience @© NEW 











money-saving design, operation and main- 
tenance features @ NEW space-saving com- 
pactness ® NEW dependability e Built and 
backed by General Motors. 
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CASH IN NOW! with this new low-cost 
Delco Jet and the Deico Sales-Action Pro. 
motion Plan for 1955! 


New! Different! Exclusive! General Motors 
Delco leads the way with the industry’s only 
complete advertising and sales promotion 
package to make every Delco Water Pump 
Dealer FIRST in sales in his local market! 
Write: Delco Appliance Division, General 
Motors Corp., Dept. HA Rochester 1, N.Y. 


Write, Wire or Phone TODAY! 














Don’t just 


sit there! 





A few hard facts for hardware retail- 
Sales Man- 
ager for Lawn-Boy power mowers 


ers by John Robertson, 


I am absolutely convinced, and the men 
1 work with (and for) are even more 
sold, on the idea that we are seeing a 
great change in hardware selling. The 
dealers who recognize it are going to 
cash in. The dealers who just sit there 
are going to fall by the wayside. 
Marketing methods are changing. So 
are products. Quality is super-essen- 
tial but prices must be low. New 
companies have stepped in with new 
ideas. A new America is demanding 
types of equipment and 
ways of selling. 


new new 


The sensational sky-rocketing of Lawn- 
Boy into first place in the rotary power 
mower industry is proof of our conten- 
von. 

7,000,000 Americans have moved to 
the suburbs since the war. They want 
new power mowers that are easy to 
handle, less expensive. 

24,000,000 Americans are now “Do-lIt- 
Yourself” ers, taking care of their own 
lawns. They don’t want the heavy, old- 
fashioned equipment that was good 
enough for 50¢-an-hour hired men. 
3,000,000 young people are getting their 
first pay check this year. They have 
grown up in an age of atomic power, 
solenoids, and guided missiles. They 


( Advertisement ) 


want homes of their own that are easy 

to take care of, push-button equipment, 

inside and out. 

This huge, burgeoning market demands 

lightweight power mowers, and the 

proof of the pudding is in the sales: 
The Lawn-Boy type of mower out- 
sells the old-fashioned kind 2 to 1! 
And Lawn-Boy 
rotaries! 


outsells all other 
The new ‘55 Lawn-Boy line offers you 
the greatest “profitunity” in power 
mower history. A profit is only made 
when a sale is made. No matter how 
attractive a discount may sound or a 
promotion look, remember to ask your- 
self one question, “Will it sell?” 
That's why you can approach the new 
Lawn-Boy line with confidence. They 
have more power more features 
improved design and they're 
made by the builders of Johnson and 
Evinrude outboards. 
We know that power mowers aren't 
seasonal. They can be sold spring, sum- 
mer, and fall. 
We're backing every dealer with 12 
months of big advertising in BETTER 
HOMES AND GARDENS and 
with a bushel of big advertisements in 
THE SATURDAY EVENING POST, 





TIME, 
JOURNAI 


SPORTS AFIELD, TOWN 
and HOUSEHOLD. We're 
$1,000 a day on national 


one thousand dollars 


spending 
advertising 
a day. 

The Lawn-Boy operation is as clean 
as a whistle. We distribute through job- 
bers exclusively. The Lawn-Boy dealer 
gets a highly attractive discount struc- 
ture. We back him with an aggressive 
coast-to-coast set-up, a workable co-op 
advertising program, and a selling man- 
ual that really develops sales and sales- 
men! 

In all sincerity, I lay this question on 
the line . . . Why continue another day 
with the wrong brands, with the dust- 
catchers that don’t move off your floor? 
If you're interested in your future, 
there's a telephone at your elbow and 
I'm right at the other end waiting to 
hear from you... BUT DON’T JUST 
SIT THERE! 


John B. Robertson 


Sales Manager 


RPM Manufacturing Company, Lamar, Missouri 
A Subsidiary of Outboard, Marine & Mfg. Co. 


Makers of JOHNS)8 and EVINRUDE Outboard Motors 
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Red Taggs, \<} Merchandising Tips: 
= a> “The answer to 
the burning question 


is a good stock of 


Cyclone Catch-All baskers” 


- A, 


\ 





+> 


Within a few weeks now, every homeowner will be 
confronted with the problem of falling leaves. They 
will be needing rakes and rubbish burners as never 
before. If you’re smart, you won’t wait till the 
last minute to set up a display of “Catch-All” 
Baskets. Put ’em out front now. Stick a leaf rake or 
two in the baskets for that extra sale! And, be sure 
to add an attractive show card that tells your cus- 
tomers that these are really top quality CYCLONE 
“Red Tag” Catch-All Baskets the finest that 
money can buy. It will help you sell a lot of baskets 
in advance of the usual Fall rush . and every 
basket you sell now makes it easier to handle more 
customers when the leaves pile up. Better get your 
order in to your jobber today. 


THE STANDARD OF COMPARISON! 


Big... rugged... made of No. 10 gauge wire for 
rough service. 28” high. 20” top diameter, 16” bot- 


Fi 
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tom diameter. 1'4-inch mesh is welded at every 
fourth intersection— 198 strong welds. Available in 


ate 


baked green enamel or galvanized after fabrication. 


s 
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CYCLONE FENCE DEPT. 
AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION, WAUKEGAN. ILLINOIS 


Sales Offices Coast to Coos? 
United States Steel Export Company, New York 
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*My 
Other boxes 
large spec* 





Pp. R. Lancaster. Jr. 


NOW SELL EM THE ONLY 
TACKLE BOX BIG ENOUGH 
TO TAKE ALL THEIR GEAR! 


What a way to sell up! Almost every fisherman No. 2006 
needs a larger tackle box . .. and here you 
have it with this BIG My Buddy TACKLEMASTER. 
The TACKLEMASTER has not four but six parti- 
tioned trays — large enough for all the spinners 
and plugs an angler will ever need. And the 
roomy, unpartitioned box bottom can easily 
accommodate reels, rods, and bulky tackle. De- 
spite its extra-large size, the My Buddy Tackle- 
master is extremely light — constructed of sturdy 
aluminum with sprayed on enamel finish. It is 
equipped with the finest of quality, chrome hard- 
ware with keyed lock. 

We are using the testimonial of Mr. P. R. Lan- 
caster, Jr. because he is a good down-to-earth 
fisherman who fishes year round. Not a pro- 
fessional but the type fisherman who buys a 
lot of fishing tackle. 


LizjBezcddy TACKLEMASTER 


20x 8% x10% inches 
One in carton. Weight each box 61% Ibs. 
Aluminum with baked-on metallic enamel finish. 


‘eLorgest 
The World acterer 
of 
Tackle Bores | 
and 
jInnow ay 
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FALLS CITY DIVISION 


STRATTON & TERSTEGGE CO., INC., P. O. BOX 1859, LOUISVILLE, KY. 
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PARKER 


..»the magic word 


that converts leaves 
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into dollars 
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Are you ready to convert the demand for Parker 
lawn sweepers into added sales? 

This fall Parker, more than ever, is a “must” 
item for both inside and outside displays. The 
largest ad campaign in our history—the only 
complete line of lawn sweepers—the recognized 
No. 1 brand—Parker sweepers are big ticket 
items that make a cash register smile. 





Sell ‘em LAWN BEAUTY 
The best looking, healthiest 
lawns are clean lawns. Sell 
Parker “beauty treatments” 
and you'll move more Parker 
lawn sweepers. 


Parker Sweeper Company 
28 Bechtle Avenue 
Springfield, Ohio 


J + A te 
“ ee. eS “J % - 
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Sell ‘em CONVENIENCE 

Sweeping beats hand raking 
10 to 1. There is no faster, 
more thorough way to get rid 


of leaves and trash than a 
Parker. 





Motorized 
Homemaster 


Deluxe 
Springfield 
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Electro Sweep 
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Want volume? Parker gives it to you. 
Want a quality product? Parker still is out- 


standing. 


Want service”? Parker has service distributors 


coast to coast. 


Place that order now. The demand for Parker 
lawn sweepers will be terrific this fall so be 


ready to get your share. 






Sell ‘em the TOP BRAND 
Advertising in the POST, 
NEWSWEEK, BETTER 
HOMES, and other publica- 
tions again makes Parker the 
wanted brand. 


Powered 











Sell ‘em THE FINEST 
Make a side by side compari- 
son and you'll want to handle 
Parker sweepers. Heavier 
materials... better design... 
better workmanship. 





Parker Pelican, 
all purpose cart 


20” and 28” Parkerettes 


LAWN SWEEPERS 
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ye won't have any trouble mov- 
ing popular USS StormSeal. The 
name is well established. For many 
years, U. S. Steel has kept farmers 
and roofers reminded of the advan- 
tages of this high quality roofing 
sheet through national and state ad- 
vertising in leading farm papers, 
read by some six million subscribers. 
Radio commercials have done their 
share in spreading the sales story, 
too. And thousands of satisfied 
StormSeal users have increased our 
advertising tremendously by word 
of mouth. 

Back up this vigorous advertising 
by having a good supply of USS 
StormSeal on hand. Your customers 
will find it the best product for re- 
roofing or new construction. And 
StormSeal will give their livestock, 


U N 


eo SS 


grain, and machinery year ‘round 
protection against fire and bad 
weather. StormSeal is available in 
both the standard galvanized coat- 
ing, and the extra-long life Seal of 
Quality coating. 

Don’t forget to point-out to your 
customers these five unique features, 
available only in USS StormSeal: 


Pressure Lip. Slight depression in lower end of 
sheet for pressure contact between overlap- 
ping sheets at end laps. Eliminates seepage of 
wind-driven rain and snow. 


Triple Cross Crimp. Three dams to stop rain 
from being blown under end laps, or drawn in 
by capillary action. 

Twin Drain. Double safety drains—double in- 
surance. They trap any moisture that might 
get into lap areas and drain it off. 


Flat Top Seams. Make nailing easy. 


Tension Curve. Slight arch to each sheet makes 
it fit snugly to roof decking. 


In addition to StormSeal, U.S. Steel 
makes top quality 144” and 21,” 
corrugated and 5-V Crimp Sheets 
for roofing and siding, available in 
both standard galvanized and Seal 
of Quality coatings. 





| USS Formed Roofing and Siding prod- 

| wets are made from steel sheets, coated 
with a certified, uniform, protective 
zinc coating, produced in accordance 
with American Society for Testing Ma- 
terials Specification ASTM A-361. 








UNITED STATES STEEL CORPORATION 


525 William Penn Place, Pittsburgh, Pennsylvania 


See “THE UNITED STATES STEEL HOUR’’—Televised alter- 
nate weeks—Consult your newspaper for time and station 
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HARDWARE AMERICANA 


Log Cabin 


TIMBER, TOOLS AND TOIL 


Hardwood + Hard Work + Hardware = Housing. Thus 
was America settled. With adze, ax, hatchet, wedge, 
the pioneer felled trees, notched logs to provide his 
family with safe, snug shelter. With hardware, he 
built America. 


With hardware, America continues to build. And 
the hardware industry's mirror of progress is the 
NATIONAL HARDWARE SHOW where 1200 manu- 
facturers unveil everything new and improved — 
products, policies, plans. Join the more than 40,000 
buyers who will attend. Fill out and return the regis- 
tration coupon today. Your admission badge, which 
will admit you without further registration, will be 
mailed to you. 


- . 
aw 
7 
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October 17-18-19-20-21 e Navy Pier, Chicago 


ond your odmission bodge will be mailed to you. Plecse check below if | 
NA : AL a a : 


NAME TITLE 


| 
! 
: IRM Pee 
HARDWARE &: a 
CITY STATE : 

SHOW TYPE OF BUSINESS , 

’ 


Please check below the classificetion of your business 
[}) Wholesoler [) Retorler [}) Dept. & Chain Store Buyer | 
cK MADISON Vis slags YORK 17, [] Importer-Exporter [] Migrs’ Agent [}) Monvfocturer C)}) Other | 
! 


MURRAY HILL 2-4802 [} Pleose send ws your hotel reservotion blonk. 


Minors under 18 yrs. of oge will not be odmitted under ony circumstonces : 
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Announcing your 
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September 1 through October 31, 1955 
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ULBS 


To help make your 
display a WINNER! 


LOADS OF FREE DISPLAY MATERIALS! 


Promotion kits . . . Westin 
counter cards... 

basket displays . .. 

pennants . . . tuck-in 

cards ...ad mats... 

ad reprints! 


4 eAUGHT GLARE - SQUINT 
' we ol etl 
. ODA 


NEW 


Come 'n’ get it! Zoom your light-bulb sales. 


1 WIN *1000.00 


PRIZES TOTAL $1,850.00. YOU COMPETE ONLY 
WITH STORES OF YOUR OWN TYPE! 


S. Savings Bond 
S. Savings Bond 
Third prize . &. Savings Bond 
4th, Sth, 6th prizes S. Savings Bond 
7th, 8th, 9th, 10th prizes S. Savings Bond 


EASY TO WIN! HERE’S ALL YOU DO... 


1. Mail the coupon below! We'll rush your “Bright 
Future’ Dealer Display Contest Entry Blank with full 
contest details . . . PLUS your colorful, exciting 
“Bright Future” Display Kit ... PLUS your order 
form for loads and loads of other free “Bright Future’”’ 
Display Materials! 

2. Build a Westinghouse Light Bulb “Bright Future’”’ 
Display in your store. Use the suggestion-packed 
“Bright Idea” folder included with your free display 
materials! 


Telling your customers 
to look for your display! 


12 FULL-PAGE ADS IN LIFE, POST... 
BETTY FURNESS ON “STUDIO ONE’! 


With special emphasis 
on new, revolutionary 
Westinghouse 
Eye-Saving Bulbs! 


pe 


3. Submit a snapshot of your “Bright Future’ Display 
along with your contest entry blank. 


That’s all there is to it! That’s all you do to qualify 
as a potential “BRIGHT FUTURE” CONTEST 
WINNER! 

And remember: A “Bright Future” Display in your 
store will not only put you in line for a vaiuable prize. 
It will also boost your light-bulb sales, step up your store 


traffic! Listen to these typical success stories from last 
year’s contest... 


‘‘We increased bulb sales 20 times —2000%!”"’ 
“Our sales zoomed ...11 times normal!" 


‘“‘Our sales jumped over 1000%—carried over after 
contest!’’ 


So don’t miss out! Step right up! For extra sales... 
extra traffic .. . plus an easy shot at the big, valuable 


“Bright Future” prizes... MAIL COUPON NOW! 


.. boost your store traffic... 


FREE WALLET! 


Every entry in the “Bright Future” 
Contest receives FREE a top-grain 
leather wallet inscribed by TV's 
number-one saleswoman— Betty 
Furness of Westinghouse “Studio 
One.” Mail coupon now! 
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Westinghouse Lamp Division, Dept. HA-! 
Bloomfield, New Jersey 


COUNT ME IN! Rush my “Bright Future” Contest Entry Blank, free “Bright Future” Display Kit, 


order form for other free “Bright Future’’ Display Materials, plus full contest details! 


["] I am now a Westinghouse Light Bulb Dealer 
C) I am not yet a Westinghouse Light Bulb Dealer 


you CAN BE SURE...iF iTS Westinghouse 
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SINCE 1865 
MANUFACTURING COMPANY 


1715 Liverpool St, Pittsburgh 33, Pa 
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NRHA Congress Appraises 
Present and Future Trends 


751 attend 56th annual convention in Buffalo, July 10-14. 


Welcome Canadian affiliate; elect H. H. Meyer president 


An appraisal of the general 
marketing situation of today, and 
glimpses into what is predicted as 
a promising future for aggressive 
merchandisers in the hardware re- 
tail field, was the theme of the pro- 
gram addresses at the 56th annual 
Congress of the National Retail 
Hardware Association held July 10 
to 14 at Buffalo, N. Y. 


Yotiona/ officers, directors an 
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Plaid colors and bag pipe music the banquet room 


dominated the convention scene as Canadian flag and in 
» Canadian Retail Hardware As- 
sociation was officially welcomed as 
NRHA, the culmina 


step with bag pipe music. Forma! 
affiliation was completed at a bus!- 


with a roll call of 
tions between the groups. 


demonstration 
Essex and Kent Scottish Regiment, 


Q 


1955 








NRHA Congress 











delegates followed 





of amendments to 





include the Cana 





Bandsmen of the 
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Windsor, Ont., also filled the hotel 
lobby and adjoining streets with 
music to the delight of convention 
delegates. 

In the election of officers Harry 
H. Meyer of Shawano, Wis., suc- 
ceeded A. B. Hill of Portsmouth. 
Va., as president. Joe B. Baker of 
McGhee, Ark., elected to the board 
to fill the unexpired term of the 
late Edgar W. Brasch of Levelland. 
Tex., was reelected. New members 
of the board are George M. Silcox 


of Ridgetown, Ont., Canada, and 
Kenneth Cayce, Jr., of Hopkins- 
ville, Ky. 

Speakers from outside the in- 


dustry reviewed the general busi- 
ness - political 
hardware. 


situations affecting 
Senator Sparkman, of 
viewed with alarm the 
list of mergers reducing the ranks 
of small companies, and told dele- 
that as of the 
Small Committee 
he would continue to work to make 
the “‘more 
conducive to the growth of small 
firms.” 


Alabama, 


gates chairman 


Senate susiness 


economic atmosphere 


Protect the consumer 


Fair trade laws protect the con- 
sumer as long as the products cov- 
ered “subject to open and ef- 
competition,” Dr. Walter 
Adams, associate professor of eco- 
nomics at Michigan State Univer- 
told delegates. Dr. Adams 
pointed out that there are other 
ways to provide price maintenance 


are 


fective 


sity, 


fair trade, and that com- 
items in fair 
trade and non-fair trade states did 
not present a complete picture of 
consumer benefits. 


besides 


parisons of a few 


Dr. Adams struck back at pub- 
lishers who criticize fair trade, 
pointing out that Life magazine, 
for instance, does not allow stores, 
stands and other Lo 
football the price. 


news dealers 
selling is selling fu- 
built 
Cheyney, 


Installment 
services 
William J. 


vice - president, 


ture into products, 
executive 
National Founda- 
tion For Consumer Credit, Wash- 
C.,. told He 
pointed out to retailers that when 


the 


not 


ington, D. delegates. 


credit is 
that of 


they deal in credit, 
of the 


the retailer. 


and 


customers 


Delegates urged to check 


We re 
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their businesses to make sure they 
were taking advantage of modern 
merchandising methods and en- 
couraging their people to 
make the most of their opportuni- 
ties by Arthur H. Motley, presi- 
dent, Parade 
York City. 

A grim view of the financial po- 
sition of the country, and the need 
to fortify the constitution was pre- 
sented by Clarence Manion, South 
Bend, Ind., attorney and lecturer. 

He decried the apathy of busi- 
ness men toward governmental ex- 
pansion of and 
federal spending. 


sales 


Publications, New 


power increased 
“In 1954 with no depression the 
government expended 


billion, 
including $3 billion deficit spend- 


rere 


Dio 


ing. Every piece of your advertis- 
ing literature should contain the 
warning, ‘the federal government 


is mortgaged to the hilt. Save the 


value of your dollar resist ex- 
cessive spending and borrowing by 
the federal government,” he told 
the delegates. 

Industry speakers reviewed the 
IRHA promotion 
plans, fair trade and the associa- 
tion’s trade relations programs. 

A theme song, “IRHA of Amer- 
ica,” was given its premiere at the 
congress. A. B. Hill, retiring pres- 
ident, the the 
music and arrangement are 
John W. Cummings, retired Navy 
rear admiral. 

The NRHA Congress next year 
will be held in Milwaukee. 


advertising and 


wrote words and 


by 


Hardwore Assc 


Canadian Retail 
in full regalia at the Gay Nineties Party and D 


ioTrioOn 





NRHA Congress 





The congress started on Sunday, 
10, with a meeting of 
board of registration 


July the 
governors, 
for delegates and guests and din- 
NRHA 
past presidents and their wives. 

The 
cluding dinner, dancing and a Gay 
the 
social event for the entire congress. 
An Official Family breakfast 
tendered to state and regional as- 


ner for officers, directors. 


President’s Reception, in- 


Nineties Revue was opening 


was 
and 


taries and NRHA board members. 
The ladies were taken on July 12 


sociation presidents secre- 


to Niagara Falls, Ont., for a lunch- 
the attended 
industry luncheon to hear Senator 
Sparkman. Later all conventioneers 
made a bus tour of Niagara Falls, 
visiting both the American and the 


eon. while men an 


Canadian falls. 
On July 13 the ladies met for a 
mid-morning 
the 
regional secretaries met with Mrs. 
Russell Mueller, wife of the NRHA 
managing director for an informa! 
That 
guests 


coffee hour and at 


noon wives of state and 


men 
were on a tour of the 
sethlehem Steel Co. plant in Lacka- 
Y., while the 
visited the same town to visit Our 
Lady of Victory Shrine. 


luncheon. afternoon the 


ladies 


wanna, N. 


of the 


convention was the industry ban- 


Concluding social event 


quet. 


Jelegates preceded | 


nner on Monda 














the new NRHA president. . . 





Harry H. Meyer 


Harry H. Meyer of Shawano, Wis., was elected 
president of the National] Retail Hardware Association 
at its 56th annual Congress in Buffalo, N. Y. 

A native of the Badger state, H.H., as many friends 
call him, has been a retail hardware dealer since 1917. 

For seven years prior to his entry into the retaii 
hardware business he was an accountant and assistant 
cashier for S. F. Bowser & Co, pump works, Fort 
Wayne, Ind. 

On Oct. 1, 1917 he purchased an interest in the 
Upham Hardware Co. of Shawano, moving to that 
town at that time. As of Jan. 1, 1919 he acquired the 
controlling interest in Upham Hardware and changed 
its name to Farmers Hardware Co. In 1947 the imple- 
ment division was discontinued. 

Operating as a Marshall-Wells store, he is a charter 
member of the associates group. 

A member of the Wisconsin Retail Hardware Assn. 
since 1917, he was its president in 1931-32. At the 
1948 NRHA Congress in Atlantic City, N. J., he was 
named a member of the association’s national board. 
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At the San Francisco NRHA Congress in 1954, he 
was elected vice-president. 

Mr. Meyer was married to Miss Alma Beversdorf in 
June 1914. They have three daughters, two of whom 
are twins, and have three grandsons and a grand- 
daughter. 

A devout churchman, he has served St. James 
Lutheran Church in Shawano for 30 years as an officer 
and has been its president. In 1950 he was president 
of the North Wisconsin District of the Lutheran Lay- 
men’s League. 

For 10 years he was mayor of Shawano, and for 25 
years served the community as an officer of the 
Shawano Municipal Hospital, having been its treasurer 
and later its president. 

A Rotarian for 30 years, he was president of 
Shawano Rotary Club in 1930 and has served as 
district governor of Rotary District No. 2%, com- 
prising northern Wisconsin and upper Michigan. 

His hobbies are civic affairs, fishing and watching 
a wide variety of sports events. 
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President's Address 


by A. B. Hill 


Portsmouth, Va. 


Need for greater store traffic and more 


cooperation throughout industry in trade 


relations is stressed by president Hill 


as Congress convenes again in Buffalo 


The hardware store needs to get 
more people into it more often and 
to sell them more goods every time 
they are in the store. 

Effective coordination of promo- 
tion, merchandising, salesmanship 
and credit services are the prin- 
cipal components of the answer. 
This coordination requires partici- 
pation of the entire industry. It is 
not a thing which can be achieved 
by a single segment. 

Your association sees the situa- 
tion as a challenge to our suppliers 
as well as ourselves. Members of 
this vast merchandising team are 
23,000 retailers whose stores are, 
or may be marked by the IRHA 
symbol, 568 hardware wholesalers 
and 9000 wholesale salesmen who 
warehouse and deliver the products 
of 6500 factories making the thou- 
sands of items of a hardware store 
inventory. 

Obviously, the first need is to in- 
vite people into hardware stores. 
Generally, hardware dealers have 
been remiss in this basic neces- 
sity. They have assumed that cir- 
cumstances will bring people in. 
plan- 
ning service tells what to adver- 
tise, and when, how to advertise 
and how to display goods to make 


The association’s§ sales 


56 


them inviting to the public. An 
industry committee meeting in In- 
dianapolis brings together retail- 
ers, wholesalers and manufactur- 
ers to pool the skill and informa- 
tion of outstanding representatives 
of all three branches. 

Hardware stores long disdained 
instalment selling as something to 
avoid as an evil. The association’s 
Hardware Budget Plan in use in 
hardware stores has the power to 
add three-quarters of a billion dol- 


lars in sales. 


Hardware Week Repeated 


This year has brought a repeat 
performance of IRHA Hardware 
Week with teamwork by al! 
branches of the industry, includ- 
ing Saturday Evening Post ad- 
vertising with the promotional im- 
pact of radio and TV on nation- 
wide networks. 

A promotion for Christmas, 
1955, should surpass anything yet 
attempted to bring more shoppers 
into hardware stores. Family Gift 
Center is the theme, with an elab- 
orate and colorful display kit to be 
placed in the hands of all associa- 
tion members. With advertising in 
the Saturday Evening Post, the 








entire promotion will be timed to 
extend the Christmas selling sea- 
son for hardware stores to six 
weeks as contrasted with the usual 
three weeks. 

In the last 14 months NRHA has 
established its trade relations de- 
partment which has created a huge 
reservoir of facts and opinions 
from members respecting competi- 
tion as it confronts them in the 
daily operation of their stores and 
as to the underlying causes for 
conditions where they find them- 
selves at a disadvantage. 

A part of our assumed task is to 
create and cultivate understanding 
among manufacturers, wholesalers 
and retailers to prevent or remove 
obstacles __ that interfere with 
smooth operation. The task of the 
trade relations department is to 
serve in this area and thereby con- 
tribute to the general purpose and 
process to get more people into the 
hardware store more often. 

Thirty-five years ago this sum- 
mer the NRHA came to Buffalo for 
its annual convention. The asso- 
ciation was still in its formative 
period. To the present generation 
of association members, accus- 
tomed to a national organization 
continental in breadth, it may seem 
strange that at that time our or- 
ganization was less than national 
in scope. 

When the delegates of 35 years 
ago assembled here they reviewed 
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an association whose activities and methods that have helped dealers 
to know the facts of their business. 
Meanwhile, the dynamic economy 
of our growing nation under oper- 
ation of the free enterprise system 
has led to developments in distribu- 
vices to improve hardware store tion which create a challenging 
promotion, merchandising and man- competitive condition. 
agement were scarcely envisioned. 


accomplishments were principally 
conventions, group meetings. mu- 
tual insurance, industry confer- 
ences for consideration of trade 
abuses and legislative activity. Ser- 


Mass production with its tre- 
The passing decades with their 
booms and depression, peace and 


mendous output of goods has led 
to mass distribution methods. We 
war, saw substantial progress in have witnessed the growth of huge 
association aids to members in merchandising organizations per- 
store layout and fixture design and forming the distribution function 


bookkeeping forms and accounting all the way from factory platform 


A Bid for Greater Store Traffic 


David L. Rand 


Grey Advertising Agency 
- ; 
Ne vv Ye a. City 


if 


... Store traffic which you depend upon 
for your very existence is being diverted 
each week into the discount house, 


super markets and chain stores... 


'T’} +1 ' " . ’ . . 4 ’ > -* 7 : > 

The Ccnaracter oOo] American buSsi- raft whnic! | aqgepend Por! LO] 
ness nas peen cnanyving rapidly ana you? very existence iS peeing a 
as lically tm «(+h ea ™ waar , aw b ow — : sles ari : _ ' 
raqagicany in tne iast nve Vears. verted increasingiyvy eacn Week Into 

4 hk 4 4 +, ort + | vs i, 4% : 4 , , : . 

The mergers on the manufactur- nree ditrerent cnanneis 
n«cr ] ) : y wicr 7 7 : TYi Ty: nm} " " 5] T} i} : syrV? ; 

yr ieve among Op COMPAaANICS SCCK- ne arscoun ni 

. . " , ; 

ing wvreater diversification have been Super markets 


the buying up of indi- (nain stores 


matched DS 


vidual stores by chain groups at the To give you an idea of shopping 

“ot ai! 77 } :+ ‘ ‘ . - 

retail level nabvbits, tne average Woman shop 
rhe public's s! opping nabdits nave tnree times a weeK at a super mar- 

, , , > ” | 

been changed radically in this pe- Ket, one time per weekK at a drug 

riod also. store, and about nine times a yea! 
Each of us quickly admit that in a hardware store. If this nine 


. ,* 2 ; . 
store traffic is the life blood of the 


times per vear hardware store snop- 


retail hardware store. Yet, store ping traffic is reduced still further 
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to retail sales floor at low cost. 

Department stores and catalog 
houses which appeared so menac- 
ingly have gone on to their zenith, 
in turn to be followed by huge 
chain systems with standardized 
techniques applied through thou- 
sands of retail outlets. Now the 
itmost in distribution economy at- 
tained by recognized existing sys- 
tems of distribution is being chal- 
lenged by discount houses pretend- 
ing to deliver goods for less. 





iper market, chain store o1 
I | nouse competitor " lt V iil 
be almost impossible to have any 


nerease in YOur sales. 

Let us take a look at what ha 
peen Nappening to the hardware 

SiiTiCsS aS a whole The heat « T i- 
mate of tne year 1954 is that the 
nardadware industry yrew to an all- 
time high of a $6 billion industry 

What happened to the business 
of the 23,000 IRHA stores for th 
last five years while the general! 


"? 
- 


sa of 


hardware industry was expanding 


y our 2, OOO atores showed a 








~t 





12.2 pet in sales in 1954 versus 
1950. Imagine, an industry total 
going up every year and sales of 
the largest individual group of in- 
dependently owned going 
down! 

What has happened to your prof- 
its over a 10 year period. In 1945 
you showed a 9.9 pct net profit after 
taxes. In 1954 this profit percentage 
fell to 1.8 pct. 


stores 


Any further decrease and you 
gentlemen will be living on your 
capital! 

There are instances of IRHA 


stores whose sales have gone up due 
to aggressive management and | 
feel certain that that may well be 
the case with a fairly good per- 
centage of the audience today. How- 
ever, we are talking about the 23,- 
000 store group in making these 
percentage comparisons. 

Let us take a look at what has 
happened to the United States mar- 
ket as a contrast to the 
share of the hardware market which 
we have just discussed that is en- 
joyed by the 23,000 IRHA stores. 


whole in 


6 million more families 

The number of United States 
families has increased by 6-million 
since 1945. 


The births per thousand have 
gone from 23.6 in 1950 to 24.7 in 
1953. 


The average family income in- 
creased 30 pct to $5,830 in 1953. 
Incidentally, since 1947, the num- 
ber of families with incomes over 
$4,000 
pct. 


per year has increased 75 

Housing construction is at an all- 
time high. In 1954, $13,450 million 
worth of new homes were built. A 
sizable market indeed for hardware 
store products. 

Personal income is at its highest 
level, $295 billion, up 25 pct in five 
vears. 

Spendable income is at an all-time 
high, $253,500 million, up 25 pct in 
five years. 

It does not take too much analy- 
sis to see that the 23,000 IRHA 
stores are not only missing their 
fair share of the increasing market, 
but are actually losing their per- 
centage share of this market. 

These figures show clearly that 
our stores need some dynamic help 
to reverse the trend. The help will 
not come by wishful thinking about 
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Part of the band of the Essex and Kent Scottish Regiment of Wirdsor, Ont. 
Falls. 


welcoming delegates to the hotel 


the good old days, nor will it come 
by letting John do it. In fact, one 
of your most important, and prized 
assets, that personalized know-how 
service which is not available in 
chain stores, is being overcome by 
the tremendous pressures of heavy 
advertising, heavy promotion and 
price-cutting on the part of your 
competitors. 

In September, 1952, 
ship of 
public 


under leader- 
and its 
committee new, 
long-range plans were drawn up for 
a series of completely 
industry - wide, 


your association 


relations 


integrated 
hardware promo- 
tions. These promotions developed 
the possibility of greater consumer 
impact than any individual chain 
store or mail order company na- 
tional promotion, and were intend- 
ed to increase your store traffic. 
These promotions started with 
your voluntary contributions to the 


IRHA national advertising fund, 
followed by wholesaler contribu- 
tions. Then there were manufac- 


turer advertising funds that wound 
up at the retail level. The individual 
IRHA dealer was the show window 
to the buying public for desirable 
merchandise backed by one of the 
largest advertising impact 
promotions in the United States. 
Let us examine Hardware Week 
of 1953 when 3,040 stores ran l.,- 
879,000 newspaper lines. Whole- 
salers sold 10,900,000 consumer cir- 
culars to 4,725 dealers in addition 
to those who ran ads. Thus 7,765 


mass 


~~ 


ere 


on their return trom Niagara 


IRHA stores spent about $442,000 
of their own money to back the first 
promotion. 

We followed this with a second 
promotion, Do-It-Yourself, in Life 
magazine in October, 1953. 

The second Hardware Week pro- 
1954 had 4,718 
running 2,633,000 newspaper lines 
and an additional 5,500 used 153,- 
052,000 circulars. Thus 10,218 deal- 
spent $659,000 of their 
money at conservative estimates to 
back this mass impact promotion. 

The Do-It-Yourself 
motion run in the 
Evening Post in October, 1954. 


motion of dealers 


ers Own 


second pro- 


Was Saturda 'y 


Plan second event 
For Hardware Week in 1955, the 


Saturday Post carried 
$650,000 of hardware manufacturer 


Evening 


advertising space in one issue tying 
in with the IRHA promotion. About 
10,000 retailers spent $650,000 of 
their own money to buy local ad- 
vertising, circulars and 
thousands more put in window dis- 
plays. 


consumer 


This fall, for our second promo- 
tion, we are changing the emphasis 
from that of do-it-yourself to the 
theme, “Make your IRHA hardware 
store your Christmas gift center.” 
This fall’s campaign will strike hard 
in the Nov. 26, issue of the Saturday 

Post. Each IRHA store 
sent a complete point-of- 
sale kit similar to previous Hard- 
ware Week kits. This kit will in- 


Evening 
will be 
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clude a window display, for the 
first time, to immediately identify 
each IRHA store with the maga- 
zine advertising. 

Plan now to stock and display 
gifts, enthuse your clerks and to 
advertise the specific merchandise 
to be featured in unit ads following 
your association’s two-page opening 
spread. 


It must seem difficult to believe 
that all of the previously mentioned 
advertising has come to you as the 
result of $56,133.50 contributed to 
IRHA in 1955 by 4,200 retailers. 

Your current competitive pres- 
sures will not ease. Rather, they 
will increase as competition hun- 
gerly seeks to take over more of 
your business. Action is called for. 


NRHA Congress 





Certainly a way must be found 
to get increased funds to allow us 
to do the job necessary to help you 
continue to reverse an adverse sales 
trend for the 23,000 IRHA member 
stores and to get our fair share of 
the increasing American market. 


Intelligent Self Interest Will 
Solve Trade’s Distribution Problems 


oy William G. Mashaw 
Director Trade Relations 
NRHA 


’ 


'. .. the manufacturer, wholesaler and re- 


tailer alike can accept responsibility for 
conditions brought about by questionable 


practices and short sighted policy .. . 


At the San Francisco Congress 
months ago, we outlined a pro- 
gram of NRHA’s 


trade relations 


12 
activities for 
newly established 
department. 

The problems of July, 1955, are 
no different in nature and little 
different in degree from those of 
July, 1954. We still have so-called 
wholesale catalogs directed to con- 
sumers, industrial purchasing 
plans for employees, predatory 
price-cutting by the modern dis- 
count house, use of durable goods 
in food market premium schemes 
and auctions of new merchandise 


by transients 


*See Hardware Age. 
1954, P. 523 


Aug. 5, 
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Today we have a great deal more 
insight into these problems. Our 
efforts have resulted in findings on 
the direction of the course of de- 
velopments in our industry. 

My purpose is to report some of 
these findings, together with opin- 
ions and observations. 

I am not here to point an accus- 
ing finger at any individual or any 
group. It is quite clear that ques- 
tionable distribution methods have 
resulted in the only serious illness 
in otherwise healthy 
tionships. 

A growing mutual distrust 
among segments of distribution is 
a drawback to progress in the mar- 
ket place. 
tioned, constructive projects suffer. 


trade rela- 


When motives are ques- 


For a year we have offered in- 
dividual advice and assistance to 
member dealers, consulted with 
manufacturers, wholesalers and re- 
tailers, and followed legislation and 
We have 
We have 


eo-ordinated activities with other 


developed model statutes. 
conducted investigations. 
trade associations and state and 
federal agencies. 

These activ ities have brought to 
light facts 
faced: 


l—Sales policies of 


some which must be 
some SuUup- 
pliers continue to encourage cer- 
tain sources of competition with 
which no retailer can successfully 
compete. 

The most marginal price-cutter 
can not profitably compete against 





the food market offering accepted 
brand name hard goods as pre- 
miums. 

No retailer can compete against 
industrial concerns using their 
buying power to supply employees 
with consumer items at prices ap- 
proximating dealer cost. Nor can 
he conceivably compete against the 
growing number of consumer co- 
ops which are so alien to our free 
enterprise system. 

2—It is especially shocking to 
established that many of 
these practices are continually en- 


have 


couraged, actively or passively, by 
wholesale suppliers. 


Offer little evidence 

There is practically no evidence 
that conventional wholesalers, 
whose individual bargaining power 
is equal to that of a legion of 
retailers, are actively combating 
the retailing of consumer items 
through discount catalogs or their 
bootlegging companion, the  pur- 
chasing agent Santa Claus. The 
answer to this surface inconsis- 
tency probably lies in the fact that 
an abundance of evidence points to 
active wholesaler participation in 
such programs. 

Instead of a 
to find the 
wholesalers 


forthright effort 
answer, many of our 
increasingly take on 
functions of their retail customers. 
The gift catalog goes out to anyone 
who has a business address. Any- 
one who can use more than 1/12 
dozen of an item is an industrial 

A keg of nails qualifies 
a building contractor, and 


account. 


one AS 


the business of the building con- 
tractors no longer belongs to the 
retailer. 

3—We know our retailers have 
a strong nucleus of friends at both 
the wholesaler and manufacturer 
levels, friendships which should be 
strengthened and cultivated for the 
good of one and all. 

4—QOur findings bear out the 
generally accepted fact that the 
primary responsibility for the suc- 
cess or failure of a fair trade pro- 
gram falls upon the manufacturer 
who decides to use it. 

5—Some manufacturers in hard- 
ware and housewares fields have 
proved that fair trade can be a 
workable means of resale price 
maintenance. Tragically, fair trade 
is knowingly being used by many 
to encourage the very evils it was 
designed to combat. This is a sorry 
spectacle. 

We have determined that less 
than 10 of the 129 manufacturers 
of fair-traded products in our 
hardware really mean to 
maintain their specified prices. The 
great majority of the remaining 
119 are capitalizing on 
prestige gained through reputable 
retail outlets to help them compete 
for the discount market. 

Some companies say that fair 
trade should be repealed. I think a 
more appropriate step would be to 
repeal those in our industry who 
abuse it. I am positive that the 
majority of retail hardware 
this 


stores 


merely 


great 
merchants feel as I do on 
subject. 


Through dealer surveys we know: 
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That less than one out of 10 of 
our member dealers favor repeal 
of fair trade. Four out of five of 
our dealers believe that fair trade 
has helped their general profit pic- 
ture. The overwhelming majority 
of our dealers believes that with- 
out fair trade mass-produced, 
mass-distributed brand name items 
could not be effectively protected 
against price-cutting. 

That catalogs mailed by so-called 
mail order wholesalers are a major 
or serious problem to 55 percent of 
our 23,000 member stores. 

That fair-traded products are 
available in more than 90 percent 
of the discount catalogs we have 
analyzed and checked to see if di- 
rect orders from consumers would 
be honored. An increasing number 
of premium promotions by food 
stores and obtaining 
more fair-traded merchandise to be 
offered at or 


others are 


dealer cost. 


This is a major or serious problem 


below 


to nearly one-half of our member- 
ship. 

That 44 percent of the nation’s 
hardware dealers do not believe 
that their wholesalers are offering 
assistance in helping to police fair 


trade prices. 


Manufacturer must help 


6—In 


facturer can 


today’s market no manu- 
hope successfully to 
offer price protection to retailers 
assuming the 
minimum responsibilities: 
He must seek 


through those 


without following 
distribution 
solely channels 
maintenance might 
This will, 


where price 


reasonably be expected. 
distribu- 
tion through outlets known to use 


necessity forego any 


craft V ey asions of the recom- 
mended price. 
b—His 


must have balance. 


enforcment program 
Suing retailers 
for price-cutting is not enough to 
accomplish the desired results. A 
large 


number of lawsuits against 


retailers in a few selected areas 
will not cure price-cutting when it 
nation- 
wide basis by the manufacturers’ 


wholesale distributors. 


is being encouraged on a 


understatement to 
say that fair trade is a highly con- 
troversial subject. To date no one 
has a practical substitute for fair 
trade laws. 


i7—It is an 


If fair trade is to stay 
and if its asserted principles are to 
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be widely effectuated, the follow- 
ing are suggested as necessary 
developments. 

a—Pretenders among fair-trad- 
ing manufacturers will have to be 
eliminated. This could be brought 
about if the Federal Trade Com- 
mission would exercise its jurisdic- 
tion over discriminatory practices 
of manufacturers who quote fair 
trade prices to one segment of re- 
tailing and encourage price-cutting 
by the other. 

If the FTC persists in maintain- 
ing that it have this 
power, federal legislation should be 
enacted making mandatory the in- 
vestigation of such discriminatory 
practices. 


b—A manufacturer desiring to 


does not 


use fair trade should be required 
to sign a fair trade contract with 
all retail outlets using his mer- 
chandise, together with ample 
safeguards against contract viola- 
tions. From a practical standpoint 
a universal contract system is 
nearing an absolute necessity be- 
cause of court decisions in several 
states making fair trade prices in- 
effective against non-signers of 
such contracts. 

c—Federal fair trade enabling 
statutes should remain in force so 
each state will have the sovereign 
power to make its own decisions 
and enact laws as it sees fit. The 
United States Supreme Court has 
repeatedly ruled in favor of fair 
trade statutes and no state legisla- 


NRHA Congress 





ture has repealed fair trade laws. 
In a market of hard competition 
there is difficulty in finding a com- 
mon ground for measuring moral 
and ethical values. On the other 
hand, I am sure we would all re- 
fuse to admit that there’s no place 
for morals and ethics in business 
relationships. It is not so difficult 
to determine what course of action 
is in one’s intelligent self-interest. 
A more forthright attention to in- 
telligent self-interest in business 
practices would eliminate the ma- 
jority of the hardware industry's 
distribution problems. 


An Inspired Industry 


oy Bruce Burgess 


, J 
; 


vice-president 


Union Fork & Hoe Co. 


Columbus, Ohio 


. .. thoroughly evaluate your market; 
be cognizant of its needs, demands and 
changing trends; study its sales making 


possibilities . . ."’ 


Obsolescence means more to us 

other time in the his- 

tory of the United States. Changes 
are spelling new markets for us. 

Qur industry has a mighty trium- 

in the 


virate retailer. wholesaler 


and manufacturer to serve ade- 
quately an ever-growing America. 

If a proposition is not good for 
good for the 
wholesaler or the manufacturer. We 


retailers it is not 
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possess the power and the strength 


together, to do the job with which 
the retailer is faced. 

The hardware dealer's profits de- 
clined from 9.9 pct in 1946 to 1.9 
pet in 1954. 


hardware 


The attractiveness of 


retailing magnetizes 
many retailers, for today we find our 
merchandise in many outlets not 
classified as hardware operations 


Dealers have a problem. Manu- 


facturers have 
building up greater 
reducing their overhead 

Our industry, inspired by an eve 
enlarging market potential, is ap- 
preciative of the stability of its op- 
portunities and the rapid develop- 
ment of increased consumption of 
hardware commodities 

Inspiration goes to new heights 


when we realize that. acc irding to 
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the latest available statistics, the 
United States enjoys a net 7062 
increase in population every 24 
hours, taking into consideration the 
number of births, deaths, arrivals 
from other lands and departures 
for foreign countries. 

These statistics show that there 
continue to be more people whom 
our industry is called upon to serve. 

Our market serves more than 165 
million people in the United States. 
This population has cash to spend. 
The savings of our people are 
bulging the nation’s banks. A few 
months ago it was reported from 
Washington, D. C., that December, 
1954, showed the average factory 
worker received a larger pay check, 
and could buy more with it, than in 
any previous month. 


Sell on Credit 


oy William J. Cheyney 


Executive vice-president 


We must remember that the unit 
of spending is the home itself. This 
truly forms an inspiring market. 
People in America are adopting 
suburban living. They have fled 
into towns and villages with subur- 
bia becoming an especially magnetic 
location for the new home. Here, 
again, the hardware merchants 
prosper due to the joint rural-urban 
civilian needs developed by subur- 
bia. 

New homes are being built at the 
rate of more than 1 million a year. 
These, and the old homes being re- 
modelled, provide a tremendous 
market for the hardware trade. 

Thoroughly evaluate that market. 
Be cognizant of its needs, its de- 
mands and its changing trends. 
Study its sales making possibilities. 








Nat. Foundation for Consumer 


Credit 
Washington, D. C. 


, .. there is more profit from 


business done with a credit buying 
public. Credit wisely used benefits the 


In recent years you have been 
losing your traditional position 
percentagewise in the total econ- 
omy of distribution. The hardware 
trade faces the gigantic problem 
of keeping its present share of 
consumer busines in the era just 
ahead. Our present gross national 
product is $369.9 billion. It is esti- 
mated by 1960 this will rise to $414 
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buyer and the seller... 


billion. You must hold to your per- 
centage share of this volume. 

This year our average family in- 
come is an amazing $5330, and is 
still rising. As it does the con- 
sumer, having taken care of sub- 
sistence expenses, will become 
more interested in procuring the 
big-ticket products. 

Consumer credit is the mecha- 








It is the obligation of the retailer, 
wholesaler and manufacturer to 
serve that market. 

People are living longer and in 
their own homes because of sav- 
ings, thus further expanding our 
potential market. 

Grocers, druggists and other mer- 
chants have invaded our field. Our 
fight to serve the market is more 
than a daily chore. It is a lifetime 
assignment. We need an overall at- 
titude of being more competitive. 

Use the Hardware Budget Plan of 
NRHA. Where would the automo- 
bile industry be without budget 
selling. Budget selling cannot be 
avoided. 

temember that the business of 
America is built on the aggressive- 
ness of the individual merchant. 


























abi 4 
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William J. Cheyney 





nism of private enterprise set up 
to facilitate ownership of these 
great products by the little people. 
Consumer credit is the only mech- 
anism yet devised by our private 
system that makes possible uni- 
versal distribution of the products 
of this age. We darc not elimi- 
nate it. 

Each merchant 


should under- 
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stand just what credit buying 
means to the American customer, 
what it means to workers, and to 
the standard of living for people 
generally. 

A customer buying a $119.50 
power mower with his credit is 
actually buying a package of a 
long series of valuable services. 
Some of the services will be ren- 
dered immediately. Some will re- 
main in the package four, five or 
more years. 

A woman buying an electric re- 
frigerator wants refrigeration. She 
has the money in her purse to pay 
for a year or two of it. But the 
package we can show her contains 
15 years of this service. 

Credit buying is merely reappor- 
tioning spending so that a larger 
portion of a person’s earnings goes 
for durable products and less for 
non-durables. 

Of the total consumer or per- 
sonal debt now of about $30.5 bil- 
lions, only $5.5 billions represents 
instalment paper for product pur- 


chases other than automobiles. 


This means that outstanding in- 
stalment debt for furniture, me- 
chanical equipment, tools, televi- 
sion, radios, electrical appliances, 
etc., is only about one-sixth of the 
total of consumer obligations. This 
is a very important point for you 
who seek your fair share of the 
consumer dollar. 

Fifty-seven percent of consumer 
families owe no instalment debt at 
all today. Instalment purchasing is 
concentrated most heavily among 
families with incomes from $3000 
to $7500. This income bracket is 
your best market potential, as you 
know. 

Remember, if you deal with the 
American people on credit terms, 
that the credit they use is theirs, 
not yours. 

It is the credit of the American 
people which supports by and 
large the entire domestic economy 
of this country. 

Never consider offering credit 
service to any customer as a sort 
of last resort. You will find, Mr. 
Merchant, that the credit customer 
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is the man who will hold you by 
the hand and lift your economic 
sights. 

You will find that ke is the back- 
bone of your community. You will 
find that he has wondered why 
you as a trade are so far behind 
the times, so late in discovering 
the economic power lying in the 
credit, the trustworthiness of the 
American family and customer. 

To the hardware industry there 
seems to me to be a dual responsi- 
bility. While the retailer will be 
the one dealing with the cusotmer 
across the counter, handling the 
red tape and most of the head- 
aches of credit business, the man- 
ufacturer can help. 

If a real majority of the hard- 
ware trade should open its doors 
to the credit customer I believe 
that the manufacturer who adver- 
tises nationally to the consume! 
should accept a worthwhile share 
in sound programs ol credit pro- 
motion. 


speaking Out For Small Business 


by Hon. John Sparkman 


; 
~ > 
Senator trom 


Alabama 


. .. 1 believe that we can achieve an 


even higher standard of living under 


the time tested principles of a free 


competitive economy... 


It would be difficult to find a 
more representative group of smal] 
businessmen than the members of 
NRHA. More than 40 pct of all 
hardware stores are located in towns 
of less than 2,500 population. These 
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smaller stores ring up 28 pct of 
total hardware sales. 

Since 1946 total annual retail 
hardware store sales have increased 
by about 50 pct, or from $2 billion 
to nearly $3 billion in 1954. Yet, 


Hon. John Sparkman 


the average yearly sales per store 
have declined by nearly 10 pct in 
the same period. 

In the same years, your costs of 
doing business have climbed from 
18 pet to 27.5 pet of sales. Your 
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average net profit, which stood at 
9.9 pet in 1946, declined to 1.8 pct 
last year. This is a dangerously 
low level. 

Looming large among the chal- 
lenges to your profit position is the 
formidable competition from mass 
merchandisers, mail order houses, 
lumber yards, chain stores, discount 
houses, variety stores, and food 
super markets. 

Our economy is capable of greater 


expansion. I believe that we can 
achieve an even higher standard of 
living, but this will not come about 
unless we base our progress on the 
time-tested principles of a free- 
competitive economy. The door for 
entry into business must be kept 
open. Benefits of any expansion of 
our production must accrue to the 
many and not just to the already 
powerful few. 

From the 


small businessman’s 





Present Hardware Week Awards to 
Wholesaler and Retailer of the Year 


Hardware Week awards were re- 
viewed and announced at the final 
session of the NRHA Congress to 
the Wholesaler Salesman of the 
Year, Wholesaler of the Year and 
Retailer of the Year. 

A Chevrolet station wagon had 
previously been presented to John 
Valentine of Valentine Hardware 
Co., Boulder, Colo., as Retailer of 
the Year. Mr. Valentine’s firm tied 
in its 1955 Hardware Week cam- 
paign with celebration of its 50th 
year in business. He pointed out 
that his firm had advertised for 50 
years, and that in connection with 
its joint celebration it had improved 
its store front, put in many new fix- 
tures and offered many specials. 
Sales were increased 17.1 pct over 
the same week in 1954, with store 
traffic better than 14 pct improved. 
Second place award was received by 
Ferguson Hardware Co., Raleigh, 
N. C. and third place by Hartford 


John B. Valentine, Sr. 


Ralph C. Blackburn 


Hardware Co. of Hartford City, 
Ind. 

Garehime & Boone, San Fran- 
hardware wholesaler, was 
named Wholesaler of the Year for 
its activities during 1955 Hardware 
Week. Ralph C. Blackburn, a sales- 
man for the Wholesaler of the Year, 
received the Wholesaler Salesman 
of the Year award, his expenses to 
and from the convention and a mink 
stole for his wife. 

Mr. Blackburn told of contacting 
newspapers in his territory to in- 
them in publishing news 
stories about Hardware Week. He 
outlined how he had helped dealers 
to plan their advertising for the 
event. 


cisco 


terest 


Recognition certificates were also 
presented to 11 other hardware 
wholesalers for their activity in con- 
nection with hardware week, 10th 
place award being jointly won by 
two wholesalers. 


point of view, there are several fac- 
tors suggesting an unbalanced pic- 
ture. 

Our biggest corporations are 
making an increasingly higher rate 
of profit than our smaller producers. 
Many small concerns are not making 
any profits these days. 

I am disturbed by this widening 
gap between the profit rate of our 
biggest and our smallest companies. 

I am concerned also because the 
small business share of our national 
sales pie is getting smaller. 

Small manufacturers’ share of 
total sales has fallen off from 19 
pet in 1947 to 14 pct in 1953. Small 
business is getting less, not more 
of government defense contracts. 

I do not believe that the fate of 
small businesses is chained by any 
natural economic law to the for- 
tunes of our largest and wealthiest 
corporations. The trouble with the 
trickle-down theory of business 
prosperity is that the faucet is apt 
to become clogged. 

Small business must earn enough 
to be able to finance its growth and 
expansion. In many cases it must 
either expand or wither. 


Would strengthen monopoly 


I am keenly disappointed in the 
recent report of the Attorney Gen- 
eral’s Committee to Study the Anti- 
trust Laws. This 63-man commit- 
tee handed the attorney general a 
document which, if adopted, would 
modernize nothing and would 
strenghten only the opportunities 
for conspiracy and unrestrained 
monopoly. 

Shortly after release of the At- 
torney General’s report, I called for 
the full committee hearings on it. 
Perhaps the most pointed criticism 
during the hearings came from one 
of the members of the Brownell 
committee, Dr. Louis B. Schwartz, 
professor of law at the University 
of Pennsylvania and an acknowl- 
edged authority on antitrust mat- 
ters. 

Dr. Schwartz said, ““The net effect 
of the report is to weaken rather 
than strengthen the antitrust laws 
... It does this in three ways: by 
proposing legislation 
changes tempering the vigor of the 
antitrust 


specific 


laws; by suggesting or 
endorsing interpretations of exist- 
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ing law favorable to big business; 
and by underwriting a rule of rea- 

n approach to the administration 
of the antitrust laws.” 

There was little reason to be sur- 
prised at the report which this 63- 
man committee handed the Depart- 
ment of Justice. The committee 
was loaded with corporation law- 
vers whose business background 
and whose life-long experience made 
it difficult, if not 


them tO 


impossible, for 
make unbiased recom- 
mendations regarding how to 
strengthen our antitrust laws. 

The Federal Trade Commission 
has consistently side-stepped the 
fair trade problem. FTC washed 
its hands of fair trade enforcement 
when it denied the request of a 
group of retail jewelers to conduct 
an investigation of fair trade en- 
forcement practices of certain man- 
ufacturers of jewelry, silverware 
and appliances 


Shows no interest 

Obviously the FTC is not inter- 
ested in enforcement of the fai 
trade law. FTC is also, in my opin- 
ion, derelict in the enforcement of 
the Robinson-Patman Law which 
helps smal] 
fairly just as retail price mainte- 
nance helps them to sell fairly. 


businessmen to buy 


I do not think that it is unfair 
or inaccurate to say that the vast 
powers which some federal agencies 
hold over our economy today are 
not always exercised in behalf of 
small business. This is especially 
so of those agencies with regulatory 
powers and with quasi-judicial au- 
thority. 

I have observed that often the 
courts are more protective of the 
right of small business than many 
government agencies. For example, 
there is a practice in the post office 
department in mail fraud hearings 
whereby the trial attorney some- 
decision of the 


That is. the 


times writes the 
hearing examiner 


} ‘ 


prosecutor aiso acts as judge and 


iury. 


Defects 


edures and the 


of power in the 


, 
occasional 


operatior idicial 
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government personnel toward smal! 
businessmen is overdue. In connec- 
tion with this, the Hoover Commis- 
sion on Organization of the Execu- 
tive Branch report in 
March which called for some drastic 


issued a 
changes in the present judicial 
functions of these agencies. 

The Hoover report advocates es- 
tablishment of an administrative 
court of the United States which 
would take over the jurisdiction 
the trade regulation field now vested 
in FTC, the Interstate Commerce 
Commission, the Federal Commun! 
cations Commission, and the Civil 
Aeronautics Board, among othe 
agencies. 

The report aiso urges that hear- 


ing examiners should be replaced by 


hearing commissioners who are 
completely independent of the 
agencies whose cases they heal 
Such hearing commissioners should 
be under the control of a central 
authority to be known as the ad- 
ministrative court of the United 
States. 

Any step that would bring about 
greater objectivity and impartiality 
in the conduct of government hear- 
worth careful 


ings is certainly 


thought. 

There is no question in my mind 
but that beneficial results would be 
obtained if an investigation were 
to be made of the manner in which 
some federal agencies handle com- 
plaints involving small business as 
contrasted with the way these 
agencies handle similar cases in- 
volving large corporations. 


some of the c 
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I conceive the primary job of th 
Senate Small Business Committe 
of which it is my honor to be chan 
man, is to do whatever is possible 
to maintain that vitally essential 
balance of power between the large! 
and smaller units of our econom) 

The economic atmosphere mus! 
be made more conducive to tne 
The rules of 


, 


. 


growth of small firms 
competitive fair play mus 
strengthened and enforced 
Vixor, 

[| should not like to see 
price maintenance scuttled until 
workable substitute is found. | d 
not foresee that any attempt will 
be made during the present sessio! 
of Congress to alter the present fal 


trade picture. 


Size is no evil 


Let it not be thought that 
a quarrel with big business as 
Bigness is not necessarily an 
in itself. It is only the use to wh! 
bigness is sometimes put that dr: 
my censure. 

Our national history has 
that the average American smal 
businessman is more than able to 
hold his own, vyiven a fair chance 
Let us make certain that he has that 
chance, and thereby strengthen and 
maintain our system of free enter 
prise that has made us a free and 


a great people. 





NRHA Congress 





Fair Trade Only One Method of Price 


Maintenance Used by Manufacturers 


by Dr. Walter Adams 


Associate Professor Economics 


Michigan State University 


East Lansing, Mich. 


“, .. surveys that contrast the price of 


selected items in fair trade states with 


items in non-fair trade states have little 


statistical significance... 


Manufacturers can and do main- 
tain retail prices on their products 
by selling through their own retail 
outlets, door-to-door sales organi- 
zations or mail order systems. 
They set and maintain their prices 
by selling on consignment or 
through franchised agencies or by 
simply refusing to supply mer- 
chandise to any outlet that does 
not follow suggested pricing levels. 

Fair trade laws protect the con- 
sumer, the retailer and the manu- 
facturer so long as the products 
are subject to open and effecitve 
competition. 


Gives consumer choice 


If the consumer can choose from 
58 brands of sterling silverware, 
56 brands of face powder, 76 
brands of toilet soap, 31 makes of 
washing machines, 21 brands of 
floor wax; if the consumer can 
choose from 93 brands of denti- 
frice, ranging in price from 4¢ to 
27¢ per ounce, the fact that the 
resale price of each brand is set 


bo 


by the manufacturer is of rela- 
tively minor signifiance. 

In the context of economic real- 
ity it would seem wiser to expend 
the meager antitrust appropria- 
tions combating horizontal price 
fixing at the manufacturing level 
than to squander them in attack- 
ing petty vertical restraints. 

In the absence of fair trade, a 
department store or chain selling 
a diversified product line can cut 
prices on nationally advertised, 
trade-marked articles to build up 
store traffic. Such stores hope to 
make up for low margins or losses 
on these items by the sale of other, 
less attractively priced goods. 

Any survey, therefore, that con- 
trasts the price of selected items 
in selected stores at selected times 
in the fair trade states with the 
price of the same items in non-fair 
trade states has little statistical 
significance. 

Such surveys prove only that 
loss-leader selling exists. They do 
not indicate the volume of high- 








Dr. Walter Adams 


margin merchandise sold in the 
selected stores. 

They do not reveal! each store’s 
over-all margin for any given year. 
They do not necessarily reflect the 
over-all price level in comparable 
stores in the fair trade and non- 
fair trade areas. They do not show 
to what extent the bargains pur- 
chased by some consumers are 
subsidized by the lemons 
chased by other consumers. 


pur- 


Make inclusive surveys 

These pick-and-choose surveys, 
according to the Bureau of Educa- 
tion on Fair Trade, do not prove 
that consumers in the non-fair 
trade areas save a single penny on 
their yearly shopping bills, nor 
that any store in the United States 
charges a penny less, on over-all 
inventory, where 
maintenance does not exist. 

In fact, the bureau claims that 
on the average the public paid less 
for a list of leading drug and toilet 
articles in the fair trade areas 
than in the non-fair trade areas. 


resale price 
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Offering minor repair service and rental equipment helps 


neighborhood Chicago suburb store to do repeat business 


One-Man Store Promotes 


Serve-Yourself Idea 


W. J. Mack operates a one-man 
hardware store in North Lake, IIL., 
a suburb of Chicago. He calls his 
25 x 50-ft store Mack’s Hardware 
and has it arranged to encourage 
self-service. 

With plainly marked prices on 
all merchandise, and open display 
throughout, most customers make 
their selections with no assistance, 
and take them to the cash-wrap 
table. 










Long gondola 
permits showing 
of wide variety 
of merchandise 
in limited floor 
space. Each item 
is individually 
price-marked. 
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When Mack’s Hardware was re- 
modeled two years ago, its proprie- 
tor went to great trouble to place 
all merchandise where it would be 
easily visible and accessible. He 
also determined to make custom- 
ers want to make repeat visits. 

Although he has succeeded in 
educating customers to the quick 
service idea he has other sales and 
traffic-building ideas. A variety of 
rental items is offered, and the 


proprietor of the one-man store 
files saws and sharpens hand and 
power mowers as well as hedge 
shears. 

A long gondola display unit, 3 ft 
wide at the base and 5 ft high, 
composed of 3 ft long units made 
by S. A. Hirsh Mfg. Co., Skokie, 
Iil., is located just inside the store 
entrance to form an aisle leading 
directly to the cash-wrap table. 


(Continued on page 76) 





Sales from spray rigs 


John Mitchell, store owner, with a special pipe rack 


in his new storehouse. 


To serve farmers raising large 
crops of potatoes and tomatoes in 
the Homestead, Fla., Mitchell 
Hardware Co., Inc., carries large 
stocks of pipe for growers making 
up their own spray rigs, including 
booms. 

Large stocks of pipe from ‘%% to 
1 in. size and a pipe threading 
machine are maintained for farm 
service. When the insect spraying 
season is at its peak, several thou- 
sand feet of pipe are sold each 
month for use in making spray 
rigs. Dozens of pipe cutting and 
threading jobs are handled in pro- 
viding materials for making three 
to five-row spreaders for farmers 
having from 8 to 10 spray rigs to 
cover many acres of crops in a 
relatively short period. Growers 
must spray fast when the time 
comes, lest the insecis ruin a crop. 

John W. Mitchell charges 5¢ for 
a pipe cut and 10¢ for each thread- 
ing job. The growers visit the 
store with specifications for pipe 
and other plumbing items. 

With the highly corrosive action 
of some spray materials, spray 
rigs must be replaced after one or 
two seasons in use. 
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Florida dealer gives special 


service to farmers assembling 


spraying rigs to kill insects 


When the spray rig owner visits 
the Mitchell store for pipe and fit- 
tings, he usually buys other items 
such as heavy hardware, power 
tools, electrical and plumbing sup- 
plies, steel goods, etc. The related 
sales that come with the special! 
pipe cutting and threading service 
is often considerable, reports Mr. 
Mitchell. 

One island is stocked with long 
size bolts on an inclined panel, and 
there are nail bins on a lower 
level. This island is quickly spot- 
ted by many growers who have 
need of these supplies. 

“Vegetable growers need quite 
a bit of merchandise along hard- 
ware lines,” says Mr. Mitchell, 
“and that is why it pays to get 
them accustomed to coming to the 
store.” 

Mr. Mitchell takes time off now 


(Continued on page 80) 
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Compact, three-leve 
power tools and 


many owners of large farms. 
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Here’s a 22 short cartridge that practically sells itself. It’s the excit- 
ing new Peters “Thunderbolt.” They give your customers more 
bang, more zip, more fun than ever before . . . and they give you 


more sales! Specially developed powder for faster ignition, faster 
burning, and greater speed. New, exclusive, specially designed 
composition bullet. 

Another big selling feature of Peters “Thunderbolt” is the small 
unit package of 28 cartridges. It's the most convenient ammuni- 
tion container yet designed . . . a flat pack, wrapped in protective 
cellophane, with a zip-tape opener. And theyre delivered to you 
in an eye-catching dispenser that makes an attractive counter dis- 
play. So, set it out front where your customers can see what they're 
buying at a glance. 


Your customers will be demanding Peters “Thunderbolt.” Be 


sure you have a full stock on hand. Place your order today! 


Bales 











Hottest sales idea 


in 22 ammunition history! 





PACKS THE\ POWER! 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2, CONN. 


“Thunderbolt” is Reg. U.S. Pat. Off. by Peters Cartridge Division, Remington Arms Company, Inc. 
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Truck dock of four enclosed spots handles bulk of merchandise in and out of warehouse. 


Office and warehouse coordinated to make... 


Wholesale gross profits go farther 


How Fulton, Mehring & Hauser improved operations by providing ample ware- 


house space, set up offices to smooth flow of paper work for buyers and order 


handlers, and uses parking lot and free coffee to improve mill supply sales 


When a business man considers 
improvement of profits in the light 
of fairly inflexible cost and selling 
prices, he begins to think of ways 
to make gross profits go farther 
with a more efficient warehouse 
and office operation. 

That is what Fulton, Mehring & 
Hauser, Inc., did. This York, Pa.., 
harcware wholesaler improved its 
operations in these ways: 


70 


Warehouse: palletizing bulky 
lines and using the fork lift truck 
to transport merchandise put on 
open shelving and bins from un- 
loading docks to storage areas. 

Office procedures: arranging buy- 
ing and order handling methods to 
provice accurate stock figures to 
keep inventory in line with demand 
and reduce the number of outs. 

Office arrangement: laying out 


the office for a smooth flow of 
paper work and enabling employees 
to work more efficiently. 

Mill supply pick-ups: putting in 
a parking lot and conveniently ar- 
ranging the counter for customers 

A new location was the basic 
physical factor in obtaining these 
advantages. 

The new warehouse and offices 


are in a group of older buildings 
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on the edge of the central business 
district. All warehousing opera- 
tions are on the first floor. A sec- 
ond floor was remodeled for the 
offices. The location is convenient 
to all parts of the city and sur- 
rounding countryside. There 
ample off-street parking space for 
mill supply pick-up customers and 
for employees. There is plenty of 
room for present warehouse needs, 
and for expansion. 

The old offices 
were in the central business dis- 
trict. The list of lines and quanti- 
ties stocked had 
physical facilities. were 
piled in wherever space was avail- 


is 


warehouse and 


long outgrown 


Goods 
able. Handling of merchandise ef- 
ficiently in and out of storage was 
difficult. The truck dock area was 
in a limited space off a back alley, 
and there were delays in getting 


merchandise in and out of the 
warehouse. Mill supply pick-up 
customers had to find on-street 


parking space and that discouraged 
customers from coming to the 
warehouse. 

The move to improve warehvuse 
operations started some five years 
ago when the company decided to 
investigation of 
its food wholesale 
Property North and 
York, was bought and 


make a thorough 
the potential in 
division. at 
Beaver Sts., 

of the remodeled to 
the food division entirely away 


part property 
get 
from the hardware wholesale loca- 
tion. Two years ago the company 
decided to liquidate the food divi- 
hardware 
mill 
warehouse 


sion and concentrate on 


wholesaling and its supply 
The the 


food division and adjoining prop- 


business. for 


erties were remodeled for the 
wholesale hardware business. 
The layout of the new warehouse 
places bulky, heavy merchandise 
near the truck and railroad docks 
so that there is a minimum of 
handling. Merchandise kept on 


shelves and in bins is placed far- 
ther away. Mill supply merchan- 
dise is stored in the warehonse di- 
back of the mill 

counter so countermen 
have only a short distance to walk 
to fill 

Pallets are stacked on steel racks 
in the bulk Upper 
tiers are used for storage and the 


rectly supply 


pick-up 
orders. 
storaye 


area. 


lower tier for order picking. 


Double entry pallets are used for 
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as many lines as possible such as 
paint, galvanized ware, chemicals, 
carton packed goods and so on. The 
same pallets are built up on three 
sides with 2 by 4 inch 3% foot up- 
rights and five 1 by 2 inch cross 
members for handling 25-pound 
lard pails, crocks and so on. 

Ladders are stacked by lengths, 
vertically against a wall near the 
inshipment docks. 

The fork lift truck is the major 
motive power and the warehouse 
was laid out so the truck can come 


to within 7'» ft of any storage 
spot. The truck can lift 1500 Ibs 
11 feet. 


Aisles in the palletized section 
are 9 ft wide. The truck can ma- 
neuver in these hoist 
loaded pallets to the top storage 


racks. 


aisles and 


Truck hoists wire rolls 


Major aisles in the shelf and bin 
storage areas ft wide. The 
truck can travel these aisles and 
the maximum amount of 
available for storage. 

Incoming merchandise for shelf 
or bin storage is unloaded to pal- 
lets. The fork lift truck carries the 
pallets to the 
and the merchandise is moved by 
hand to storage. 

The fork lift truck 
non-palletized merchandise like 
wire and hose. The warehouse has 
its special rack for these lines. A 
bar is put through a roll of hose or 


are 6 


space is 


nearest cross aisle 


also handles 





Fork litt truck handles 





Wholesale warehouse 





wire. The fork lift hoists the roll, 
by the bar, to the rack. Rope is 
stored on shelving and a movable 
measure used to measure off 
lengths. 

Bins and shelving with special 
bracing to handle heavy mill sup- 
ply merchandise was installed. Tre- 
mendous loads are carried without 
center of 
and 2 ft 


sagging. Shelving in the 
the room is 15 ft long 
deep, with shelves 12, 18 or 24 in. 
apart. The cross are 3 ft. 
Fluorescent lights are located along 
the centers of to provide 
good lighting for the lower shelves 
and bins. 

The warehouse 
4-spot truck dock. Two spots nor- 
mally are for inshipments and two 
the 
company's trucks. 
The railroad siding is just outside 
the truck dock. 


aisles 


aisles 


has an enclosed 


for merchandise going out in 


four delivery 


The company started with a 
group of adjoining buildings. Al- 
terations consisted mainly of put- 


> 


ting in aisles and passageways to 


produce one big warehouse area 
One of these buildings, 20 ft 
wide, extended from the street to 


the back of the property in the cen- 
ter of the warehouse group. Open- 
in the walls of this building 
produced a number of small rooms 
for lo- 


cated and 


ings 


strategically 
to the office 


special 
in relation 


use, 


aiso transports shelt lines to storage 















lard pails and similar lines 


Pallets with special side walls for handling crocks, 
y stacked by hand. 
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Visitors waiting room has telephone operator-receptionist at right, with 
accounts payable department at rear for 
nquiring about their accounts. 


venience of customers paying 











Wholesale warehouse 





warehouse. One such room houses 
the air conditioning equipment for 
the office and is under the center of 
the office area. Another is_ the 
locker room for employees, located 
in about the center of the ware- 
house area. Another room is for 
cow manure storage. The company 
does a big volume in this line, but 
the problem is where to store it to 
prevent odors from permeating the 
entire warehouse. The odor comes 
into the passageway at one end of 
the manure storage room, but does 
not get beyond into adjoining stor- 
aye areas. 

The major remodeling job for 
the new location was on a building 
fronting on the street. The up- 
stairs was rebuilt for the offices. 
The mill supply sales counter was 
put on the first floor. 

The mill supply sales area is a 
niche of its own in the warehouse 
set up. Directly off the street there 
is a parking lot exclusively for mill 
supply pick-up customers. There is 
an entrance to the sales room from 
the parking lot. 

A special service is the perpetual 
free coffee hour. Mill supply cus- 
tomers help themselves at the cof- 
fee makers. Coffee service plus 
convenient off-street parking has 
boomed mill supply sales which has 
long been a major part of the com- 
pany’s business. 


Smooth office routines 


The new warehouse has contrib- 
uted to improvement in the com- 
pany’s operational position. Ample 
space for storing merchandise, the 
use of mechanical handling equip- 
ment, and the general layout make 
handling of goods in and out of the 
warehouse more efficient. 

The office also has contributed to 
the better operational position. 
The systems for handling paper 
work and the physical layout are 
geared to the needs of the buying 
and accounting departments and to 
the warehouse. 

Systems have been installed for 
a smooth flow of information 
throughout the office between the 
buying, stock control and financial 
departments. 

All customer orders are pre- 
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when you 


It’s a tape line that’s well-known—containing a tape for every 
job of splicing or insulating—made by one of the largest 
. : manufacturers of cables and tapes. United States Rubber 
Company’s tapes are well-known because: 





1. They are advertised continuously to your customers 
in all the important trade and industrial magazines. 


2. Sales promotion aids point out constantly the per- 
formance and durability of “U.S.” Tapes. 


3.“U.S.” Tapes are so widely known and so widely 
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FRICTION TAPE 
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U. S. Security Rubber Tape 


For electrical work. Handles easily and fuses 
without heat. An unvulcanized rubber splic- 
ing compound; Security has high tensile 
strength, stretch, tackiness, high dielectric 
strength. 


Also in a specification grade—U.S. Holdtite 
—exceeds A.S.T.M. Specifications. 














UNITED STATES RUBBER COMPANY 
MECHANICAL GOODS DIVISION - ROCKEFELLER CENTER, NEW YORK 20, N. Y. 


HARDWARE AGE, AUGUST 4, 1955 





You never lose a sale— 









have U.S. tapes 


used that they are the tapes that are wanted—be- 
cause users have found them superior. 


4. Dealers like the quick supply system of “U.S."— 
27 strategically located District Sales Offices. You 
get fast replacement of stock. 


You can’t miss out on a sale when you stock the “U.S.” Line. 
Remember, there's a tape for every splicing or insulating job. 
It’s the best way to meet the job requirements of your trade— 
and that means Sales. Stock up now through your jobber. 


U. S. Security® Friction Tape 


A long-time favorite for electrical and general 
purpose jobs. Strong, tacky tape that grips 
and stays on. High tensile strength. Straight- 
tearing, non-ravelling. Also in specification 
grade—U. S. Holdtite®—exceeds A.S.T.M. 
Specifications. 













SECURITY 
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RUBBER TAPE 


U. S. Royalastic Plastic Tape 


Makes a thin splice that leaves wiring neat and un- 
cluttered. Does the work of both rubber and friction 
tape on many jobs. Complete mechanical, elec- 
trical protection. Good tensile strength and high 
resistance to abrasion 
and to water, oils, acids, 
alkalies, corrosive chem- 
icals. Good stretch and 
adhesion. Easy to handle. 
Appr. by Underwriters’ 
Laboratories, Inc. 
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dropped, after going through the 
credit department for approval. 
The merchandise is known to be in 
stock before an order goes to the 
warehouse for picking. 

Copies of the order go out with 
the truck driver, one copy for the 
customer and the other copy to be 
signed as a delivery receipt. 

Daily stock checks keep the pur- 
chasing department informed so 







inventories can be maintained 
within the maximum and minimum 





Mill supply sales counter has background display to interest pick-up cus- limits. 

tomers Buying orders are typed off 
master cards which give the name 
of the supplier, address, stock num- 
bers and prices. A buyer informs 
an order clerk as to quantity 
wanted and the clerk has the bal- 
ance of the information needed 
from the master card for that 
supplier. 





















All purchase orders are priced 
so the purchase order, invoice and 
receiving report must agree. 


Efficient office layout 





The financial department is kept 
informed of purchase commit- 
ments. Top management knows 
each day the relation of purchases 
to sales, and how much money is 








needed to meet commitments. 
Inventory control cards are con- 
stantly checked against warehouse 






stocks. Accuracy of the cards has 
been proven so annual inventory 
figures are taken off the cards. 






Directors of the company, left to right, G. L. Gotwalt, Charles E. Paules, 
David H. Paules also president, John H. Paules and Clair L. Paules. 








It takes only six hours to make up 
the annual inventory report. 

The system and procedures 
worked up by the company and 
those adapted from other whole- 
salers have contributed to a smooth 
functioning warehouse operation. . 
And the physical layout of the of- 
fice area is credited with a big as- 
sist In making the systems and 
procedures function smoothly. In 
fact, the office area was laid out to 
fit the flow of work. 


The stairway to the offices, for 


















BPO 5, ena it 


instance, ends in a vestibule on the 









second floor. Normally this is 

wasted space, but Fulton, Mehring 

Front of the new warehouse with office entrance at right, offices upstairs & Hauser use it for office visitors. 
bigger windows to /eftt in m Ssuppiy soles room and parking lot at lett A table, chair and telephone are in 






for mill vp in sctamerec , ™ 
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helps your hardware store fight price cutting 


We at Red Devil have been in business “partnership” with America’s Hard- 
ware Stores since 1872. Your Hardware Store sells the tools we make—and 
things which affect your store affects our business. 


For some time now we have been disturbed by the effect discount houses, 
auctions, etc., have had on Hardware Store sales. And we believe that Inde- 
pendent Hardware Stores can lick price cutting competitors. 

The Independent Hardware Store provides service, variety, integrity, long 
years of community activity that no price cutting outfit can offer. We believe 


your store can profit by promoting the advantages gained by patronizing 
your Hardware Store. 


To help you, Red Devil is increasing the dealer discount 7% to 8% on 
all hand tools. The suggested retail prices on all Red Devil hand tools now 
. reflect a 40% discount, or more, yet all retail prices are still competitive. 


We call this Red Devil's “Fight Unfair Competition” Sales Policy. We 
earnestly hope you will use it to launch an aggressive merchandising pro- 
gram to bring customers into your store. We know our business “partner- 
ship” will continue to be a profitable one. 


Red Devil Tools. 


Irvington 11, N. J., U.S.A. 
The World’s Largest Manufacturer of Painters’ and Glaziers’ Tools Since 1872 
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One-Man Store 


; BLUEBOOK of | , (Continued from page 67) 


2 INDUSTRIAL. 
HARDWARE 


for the -. 



















@ This new fine FANNER Catalog illustrates and 
describes @ complete range of industrial hord- 
ware items — only a few of which are shown 
below. In Fanner, you get a combination of 
facilities unequalled for quality, dependability 


and service in cast iron, malleable iron and 


drop forging products. As a result every fine Customer selects 

FANNER product is produced by the method merchandise trom 

which mokes it most suitable for the purpose the gondola dis- 
. and the most economical. Get ocquainted play unit 


with the complete line by sending for this free 
catalog No. 19 today. 


TURNBUCKLE BODIES 







STUB END TURNBUCKLES ; 


HOOK AND EYE TURNBUCKLES 























From the cash-wrap table Mr. skills prompt Mr. Mack’s custom- 

Mack can plainly see the entire ers to do much repair, improve- 
CONNECTING id store. ment and alteration work in their : 

Sales were increased immedi- homes. 

CD) ey ately after the remodeling proj- For these do-it-yourself custom- 
FIGURE “*8"* LINKS ect. At a later date more gondola ers the store’s rental department ’ 

type units will be installed. With includes floor sander, edger, pol- 

much previously buried merchan- isher, %-in. drill, 6-in. electric 

EYE BOLTS dise on view, and all of it plainly saw, hand drum sander, conduit 

re : price marked more people were en- benders, sewer auger, sewer plung- 






ew couraged to browse and make their er, post hole digger, lawn spreader, 
own selections. ‘oller — wer ; 


lawn roller and insulation stapler. 

FAST EYE BLOCKS Serving a middle-bracket income Each of these rental items is a 
PHILADELPHIA HARDWARE AND £roup, Mr. Mack found that his business builder. Floor sander 
MALLEABLE IRON WORKS, INC. tool rental department was a good renters buy stain, varnish, polish 











Established 1852 traffic and related sales builder. as well as the necessary abrasives. 
division of M . . lin gue 
Many of his customers are em- tentals of conduit benders are 
THE FANNER MANUFACTURING CO. bs ae ae a | siaiieniaiitionai 
Executive Offices Philadelphia Plant p oved in industrial plants ad- usually accompanied DY purchases 
ond Piant end Warehouse TT. Y >. > a3 - see ++; . ‘ < 
oy 2207 Bridge St. jacent to North Park. Pride in of electrical fittings. An almost 
Cleveland 9, Ohio Philodeiphio, Po. their homes and do - it - yourself endless chain of sales results from 
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Lobby to Hobby... 


AMERICAN Provides the Right Fastener in the Handiest Package 
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For the mass production of commercial furniture .. . 
or for the “‘blood, sweat and tears” of the home work- 


shop ... American has the right deal for both ends of 


the package trade, and for all other customers in- 
between. 
. American's 4 jar-assortments of cad-plated wood 


screws, sheet metal screws and stove bolts have rung 
up new sales records all over the country. And now 
comes American’s new gross-box line-up to complete 
the merchandising picture ... aluminum wood, ma- 


chine, and tapping screws. 





2» AMERICAN 


So to cover your package trade completely ... with 
what they’re buying most of, right now .. . get your ZIM SCREW 
shelves lined with American’s Package Deal . . . with- —_ COMPANY oe 
ni Crmgl) wuumanme. conmecncut emery 


or 4 No 
ond aot Norristown, Poa. 


[Prooeeeeeny, Warehouse and é 
(> Office ot Chicago 
; Office, Detroit, Michigon 
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Getting Your Shore of 
this big Metal Moulding 
“Do-it-Yourself” Market ? 





aa 


a 


SWING MORE 
SALES WITH 
CHROMTRIM 


BIG PROFITS! LOW COST! 


Of course money doesn’t grow on trees, 
but it seems just as available when you 
sell famous, fast moving Chromtrim 
metal mouldings. And you get extra 
profits from companion sales of related 
products, linoleum, tile board, plywood, 
plastics, etc. 

Start with this new Chromtrim display. 
It holds the ten most popular shapes— 
counter edgings, corners, coves, snap-on 
channels, stair nosings, interlock thresh- 
olds, door saddles. Fas- 
teners included. Free 
sales aids. Refill from 
open stock. Ask your 
distributor for W ERNER 
Chromtrim Unit No. 
55/10...or write direct. 


“WERILER 


Se 4.4/7 FPR ft FR 4 PV 














PP oS O@eeeoe@ -_-—_— = 
& R. D. Werner Co., Inc., Dept. C-36 8 
- 295 Fifth Avenue, New York 16,N. Y. : 
g Please send me the dealer profit story § 
g@ on the New 55/10 Chromtrim Unit. § 
5 
: Name___ nities ae 
8 Screet St EE eT A 
‘ | 
g City ee 
kee eee eae ee eee eee & 


“1 
x 





rental of the lawn spreader and 
lawn roller. 

The rental of a post hole digger 
is often accompanied by the pur- 
chase of fence, hinges and staples, 
plus other hardware items. 

Tool rentals, other services and 
special sales are advertised by 
placards suspended from a piano 
wire that extends frorn side-to-side 
half-way back in the display room. 
Newspaper advertising is used at 
least once every two weeks. During 
some seasons the size of ads is 
increased to emphasize hand and 
lawn and garden tools. 


Wholesale Gross Profits 
Go Farther 
(Continued from page 74) 


this vestibule. Anyone waiting to 
see a company Official, and wanting 
to make an outside call uses the 
vestibule telephone. The telephone 
user has privacy not obtainable if 
outgoing calls were handled in the 
waiting room. 

The telephone operator is in a 
glass enclosed booth in the waiting 
room, and is the office receptionist. 

Callers wanting to pay bills or 
check on their accounts constitute 
quite a bit of office traffic, so facili- 
ties to handle them are arranged 
for everyone’s convenience. Rec- 
receivable and 
room ad- 
joining the waiting room and sep- 


ords for accounts 


sales analysis are in a 


arated from it by a glass partition. 
The only equipment in this room is 
desks, chairs, adding machines and 
Callers do not have to 
travel corridors to a rear office, and 
the records are on hand to settle 
their questions. 

All bookkeeping machines are 
in the room directly back of the ac- 
counts room and the 
next room back is for the accounts 
pavable department. There is no 
door from the corridor to the book- 
keeping The only 


accounts 


file cabinets. 


receivable 


machine room. 
are from the 
receivable and 


entrances 
accounts payable 
rooms so all papers have to be in 
the one area. 

Buyers’ offices are in rooms 
across the corridor from these ac- 
count rooms. Formerly 
were out in the open where there 
was plenty of noise and distraction 
as buyers and salesmen talked over 


buyers 











ALUMILADDERS 
AND PROFIT TWICE 


Rent out WERNER aluminum exten- 
sion ladders and you'll sell more alu- 
minum ladders too—A rental service 
promotes the sale of more companion 
items—paints, brushes, roofing, building 
materials, gutters and dozens of other 
items needed for those high jobs which 
only a WERNER Alumiladder can put 
within such safe easy reach. 


Demonstration is the most powerful 
salesman—to the one who is using the 
ladder—to the community which is made 
aware of its lightness— 
ease of handling—and 
safety features. Be first 
in your neighborhood 
with a WERNER Lad- 
der Rental Service. 

Write today...for 
booklet outlining pro- 
cedure and benefits 
of renting WERNER 
Alumiladders. 


ee ee a ae 
R. D. Werner Company, Inc., 
295 Fifth Ave., N. Y. 16, Dept. !.-36 


“WERNER 


= 4.4/7 #7 f Fh 
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...fo sell it faster This Label Means Business! 


DISPLAY IT BETTER 








Shelf appeal 
and quality 
are producing 


Spor extra sales and ' 
atthe — Note there ore no sagging profits with 
map $e Landens Flexiglaze 
and ACCESSORIES 9 


GLAZING COMPOUND 





Mr.Wayne R. Hudson of Valley Hardware, El Centro, California, 
has this to say about M & D Displays: 

“In appecorance, there is, in our opinion, nothing available that 
is more pleasing. In installation, there is nothing easier or sim- 
pler...indicating very sound engineering. Their versatility 
makes possible many different arrangements with the same e : . . 
type of fixture. Perforated metal shelves and backgrounds en- he shelf appeal of the new eye-catching black and yellow 
able us to instantly change displays anywhere without leaving 


} Landen label is stepping up sales for Landen dealers 
any evidence of the previous arrangement.” 


everywhere! Add high quality to the picture and you 


GOOD REASONS have the reasons why Flexiglaze Glazing Compound on 


, . . ; > , re; “ ‘ , ti ) 
TO STANDARDIZE ON M&D STORE FIXTURES your shelves will result in great customer satisfaction, 
= faster sales, more profits for you. 


FLEXIGLAZE GLAZING COMPOUND has a reputation of being the 


finest glazing compound made—bar none! A perfectly 








Low-cost installation — greater 

flexibility. 

Easy - to-keep~-clean — baked 

enamel finish. 

Perforated metal shelving for 

fast, flexible binning. 

Perforated metal backing to 

accommodate clip-on hangers. 

© Departmentclization with econ- 
omy of space. 

® Stendardization of fixture width, 
length and height. 

© Fast, economical store moderni- 

tation. 


balanced formula gives it a tough flexible shock resistant 


film, does not require painting . . . has excellent package 
stability . . . is ideal for wood, steel or aluminum sash. 
Flexiglaze is a double purpose product, for it’s also a 
perfect substitute for knife-grade caulking compound. 
Simplifies stocking, cuts inventory! 


@ A successful self-selection utility tool 
disployer. Note convenient storoge bin 


Flexiglaze is one of many Landen quality products 


in beck of lower display penel. made for every glazing, caulking and puttying need. Es- 
M & D Disploys are nationally repre- ablish | h sal a las: 
sented by the largest wholesale hard- Write for taDiisn your store as the rignt source tor 2g azing anc 
ware Seuees, Mustrated cateleg Ne. 100. caulking compounds. Tie up with Landen! Order today! 


ek | Silay Mies eM 6 Spa aerate: + iz 
MODERN STORE EQUIPMENT 
THAT STOPS THE CUSTOMER—STARTS THE SALE 


LANDEN PUTTY WORKS INC., MALDEN, MASS 
$¢ © oO OO tase Siiien Semone 
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Boost profits with 


fast-selling 


ustite Gasket 


for metal casement 
windows 








Here is the original, the one effective 
weatherstrip gasket for metal casement win- 
dows. its excellent features have made 
Dustite a profitable fast-selling item in hard- 
ware stores everywhere. It is a year ‘round 
seller because of these features 


® Keeps windows tight against winter 
cold, drafts and soot. Saves fuel. 
® Seals out dust and sand storms. 


® Seals out summer heat in air-condi- 
tioned homes. 


® Lasts the life of the window 





Dustite is fully market tested and proved. 
it is being used exclusively by many window 
installation specialists as well as by ‘‘do-it- 
yourself’ individuals. Every home with metal 
casement windows is o prospect for 50 to 
250 feet. And anyone can install it. . . in 
minutes. No tools needed 


Order a 250-ft. trial carton today! 
Your cost, $19.50. Retails for 13c a foot. 
Your profit, $13.00! Each carton contains 
tive 50 ft. lengths. Also instruction folders 
and display material to stimulate “‘do-it- 
yourself” buying. 


Order Dustite now. Accept no substitute! 
Mail money order or 
check or write for 
samples and illus- 
trated literature. We 
pay shipping costs 
on all orders sent in 
with check 





DUSTITE 


PRODUCTS COMPANY 


6 Canterbury Drive 
DAYTON 93, OHIO 








Wholesale Gross Profits Go Farther 


(Continued from page 78) 


their business. Now buyers and 
talk in private where 
they are not distracted and they 
do not distract the 


torce. 


salesmen 
general office 


All files are kept in a separate 
room near the rear of the general 
office area. This arrangement gets 
files out of individual offices, and 
concentrates all papers in one 
room. Also, the file clerk has con- 


handling 


active and dead 


trol over paper to 


files in 


keep 
working 


order. 


A centralized dictating system 
has been installed. One woman now 
handles the work of seven secre- 
taries, and has time left over to do 
other work. Staff people have been 
relieyed of much equipment on or 
in their desks. 


(Continued on page 84) 





Sales from Spray Rigs 


(Continued from page 68) 


























































and then to visit many of the grow- 
ers so that he can see the spray 
rigs in operation, watch how eff- 
ciently they work. Such visits give 
him spray rig construction ideas 
which he can pass on to customers 
here and there. 

A very handy display unit for 
power tools is used at this store 
to get these items before the at- 
tention of growers and other cus- 
tomers. It consists of three levels 
of six-sided shelf areas, built of 
l-in. lumber and painted a light 
cream color. Each level from the 
floor up is slightly smaller than 
that below it and the entire unit 
is on casters. Thus it can be moved 
around anywhere in the store to 












get maximum attention from the 
trade. Each shelf is trimmed with 
2-in. fitted that dis- 
played tools do not slip off. Hooks 
underneath some of the display 
levels also help to keep the cords 
hanging in orderly fashion. 

Mr. Mitchell has a large park- 
ing space for customers alongside 
his new storeroom addition, and it 
is thus marked. Spray rig owners 
like this, for they often drive up 
with large trucks to load pipe and 
other materials to haul back to 
their farms. The warehouse has 
high overhead that a 
farm truck can back right in and 
load up the cut and tnreaded pipe 
bought by the customer. 


shelves so 


doors. SO 
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want those FEDERAL 
PINK pans 
I saw in LIFE! 
























If, by rare chance, she misses our FULL PAGE in 
Life, she'll see FEDERAL PINK PANS in Good 
Housekeeping, Woman's Home Companion, Ameri- 
can Home. PINK is the fashion color of the year. 
FEDERAL has a complete line of PINK Porcelain 
Enameled Ware at irresistible low prices. Will you 
have the Federal Pink Pans when she asks for them? 

















SPECIAL INTRODUCTORY 
OFFER #PBIOE 


IF YOU'D RATHER HAVE 
PINK PANS THAN A PINK FACE— 
ORDER TODAY! 





j 
jeces) 
orton of eoch tem (42 Pp 
9 61.05 
- 
Retold Valve--+**° °°” 







‘omy ~a ‘ 
Your co #PB80 Percolator with SPBO2W 2 at Souce $P652 Combination 


cluminum inset. 8-cup pon with cover 99c cooker, 2 qt. Use 
size | 69 five woys. | 89 


> tbs 
Ke of ossortment 64 
weg = roms Ove igbie 


Add:tione © 










Ficvor-saver cov P6668 68” Fry pon #78705 at Teo kettle #P8920' W indsor 8PB12 Oval dishpon 

ered pots. §PBO4 Easy to clean 99¢ (wood grip) 1.98 shape open soe 9% at, | 39 FEDERAL ENAMELING & STAMPING COMPANY 
3% q’ 49 PE 6 pons Ser of three #Pe 4 g. ma dish- 

eS iy eS ite we) 49 pom, 1% @. 1.99 PITTSBURGH 30, PA. 


(Suggested retail prices—Silightly higher in West ond Conedec) 


FREE ADS, DISPLAYS, STREAMERS TO TIE IN WITH NATIONAL ADVERTISING 
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ACT Ni Ow! TIE IN FOR THE GLASFLOSS FILTER RUSH! 


FOR STOCK ORDER—AND FREE PROMOTIONAL MATERIAL—CALL YOUR 
LOCAL PITTSBURGH PLATE WAREHOUSE OR LOCAL JOBBER TODAY ! 








FILTER PROMOTION 
is all local...all yours! 


Now sell a complete filter line 














for bigger filter profits! 


FOR YOUR 
FURNACE-FILTER CUSTOMERS 


a new filter that traps more dust and 
dirt, yet doesn’t hamper air-flow! 


FOR YOUR 
FILTERLESS-FURNACE CUSTOMERS 
a “‘do-it-yourself”’ item, to filter any 
warm-air or cold-air return register. 
10 sq. ft. $2.49 a carton. 


and for your local promotion on Glasfloss filters . . . all this! 


FREE MOBILE DISPLAY 

Shown at left. Eye-catching motion with no 
motors! Takes no counter or floor space. Yet it 
shows (an actual filter is part of the display) 
and sells your customers the new Glasfloss 
Furnace Filter. 


FREE WINDOW BANNERS 

They tell everyone who passes your store that 
now is the time—and here is the place—to buy 
the filters they need. 











—  \ 
rinee| |B) louass PAINTS - GLASS - CHEMICALS - 
. | G 











vw Glasfloss 


FIBER GLASS AIR FILTERS 
for forced - air furnaces 


vew ilasfloss 


FIBER GLASS 
AIR FILTER PAD MATERIAL 


FREE MAILERS 


Attractive stuffers to put in your mail, or on 
your counters. 


FREE NEWSPAPER AD MATS 


... timely ads to run over your store name. 





CJ * 
: / 
tee ee 


LISTING FOR QUALIFIED DEALERS IN GLAS- 
FLOSS NEWSPAPER ADVERTISING 

in selected markets at the height of the filter- 
selling season. 















PLASTICS 


PITTSBURGH PLATE GLASS COMPANY 








SHARON 
HATCHES TWO NEW 
ASSORTMENTS 


, i 


. . bringing the complete line of 
SHARON REFILLABLE FASTENER 
ASSORTMENTS TO 72! 


Over 1000 sizes of the most wanted 


nuts, screws ond bolts . .. in just 


14 feet of shelf space! 


SHARON ASSORTMENT O8BM-920 
OVAL HEAD BRASS MACHINE 
SCREWS AND NUTS 


* 920 pieces ... !2 sizes of screws 
from 6 32x% to ‘/4-20xl . .. 
with 4 sizes of nuts to fit 


SHARON ASSORTMENT OBW-960 
OVAL HEAD BRASS WOOD SCREWS 


* 960 pieces in 15 sizes from 
#4 to 12 dia., zy to 1'/2 long. 


ORDER FROM YOUR JOBBER OR DIRECT 
EACH SHARON ASSORTMENT IS 
A COMPLETE DEPARTMENT IN ITSELF! 


Sharon Bru and, Sphiee L>. 


NORWOOD, MASS. 





Wholesale Gross Profits 
Go Farther 


(Continued from page 80) 

A change in the company’s pol- 
icy on women smoking resulted in 
a cleaner office and more efficient 
work. Formerly the company did 
not allow women to smoke at their 
desks but they could smoke in the 
rest room. The result was a steady 
flow of traffic to the rest room, and 
soon the air was smoke-filled and 
the room in disorder. Now women 
are allowed to smoke at their 
desks, and not in the rest rooms. 
Employees spend more time at 
their desks and the rest room is 
kept cleaner. 

Offices of officials of the company 
are separated, so a member of the 
firm is near all office areas. David 
H. Paules, president, has his office 
up front. The comptroller is mid- 
way down the corridor, beyond the 
private offices of buyers. The sales 
office farther 
stock control 


manager has his 
down beyond the 
department. 


Plays Host to Youngsters 
A free Saturday afternoon mov- 
ing picture show in mid-August 
was provided all children in Good- 
ing, Idaho, by local merchants in- 
cluding Gooding Hardware. 

A special inducement for attend- 
ance was a free drawing for one 
boy’s and one girl’s bicycle. All 
children under 12 years of age were 
eligible for participation in the 
drawing, no purchases or other ob- 
ligations being required. 

A two-hour cartoon and western 
picture program was provided, and 
the bicycles were presented at the 
conclusion of the show. The hard- 
ware dealer and other merchants 
stressed back-to-school lines in their 
window displays as a tie-in. 

With attention focused on bicycles 
by the show, Gooding Hardware 
had a window display with two bi- 
cycles, a wide variety of cycle ac- 
cessories and velocipedes and wheel 
toys for pre-school age youngsters. 

The bikes were offered as a con- 
venient means of transportation to 
school, the wheel goods for the 
smaller children as consolation gifts 
for the pre-school youngsters when 
their older brothers and sisters 
went to school leaving them at 
home. 
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See and sell the new, complete 
line of Chattanooga Royal prod- 
ucts such as the Vented Circu- 
lator model shown above. The 
Vented Circulators head the 
new selling season list. Backed 
by hard promotion and the 
20-year guarantee on the com- 
bustion chamber, these fast 
turnover heaters are the Royal 
line to more profits! Seven 
models of Unvented Circulators, 
with and without radiants, avail- 
able in Royal Coppertone with 
bronze trim. Ask your Royal 
distributor. 

Other fine Royal products in- 
clude: Clay Backwall Heaters 
in nine models, Gas Logs in 
Mountain Oak and Silver Birch 
replicas, and Royal Gas Heaters 
in all price ranges. The Royal 
line is shown in Permanent 
Display Space 1119-A, Mer- 
chandise Mart, Chicago. 


Quality é6énce 1894 


CHATTANOOGA ROYAL 
COMPANY 


22 Bee @ Benence | TENNESSEE 
* 

A.G.A. APPROVED FOR NATURAL, 

MANUFACTURED AND LP GAS 
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“this alonad cash register 


figures yo U r 
chang 


automatically!” 

















Stops mistakes, saves money, speeds service to customers! 


Up to now, National Cash Registers NCR Automatic Change Computer re- ing every detail of the transaction 
told you how much to pay. This new moves all chance for such errors. Merchants must see this new time 
feature also tells the exact change to You can now see, at the top of the and-money saver to appreciate its great 
be returned to you-——giving complete register and on the receipt, every step advantages. ¢ all your nearby National 
protection to customer, merchant and of the transaction price charged for branch office for a demonstration today. 
salesperson. each item, total of purchase (including 


*THAOE MARK FEG UV & PAT OFF. 
| Oreveryvy one dollar of sales. several tax). money tendered to salesperson 


dollars of customer money are handled and amount of change to be returned. 
thus inviting repeated opportunities Your printed, itemized receipt is a 


for mustakes in computing change. complete “take home’ § statement show- 


THE NATIONAL CASH REGISTER COMPANY, parrown 2, onto 


977 OFFICES IN 94 COUNTRIES 
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Your “Do-It-Yourself” 
Customers Will Like This 
Way to PERMANENTLY 


STO Dp eS \ Hardware and allied 


trade events up-to- 
COLD WATER PIPE 


] ‘ } . h ° f 
CONDENSATION \ date in each issue o 
Hardware Age 


Convention Check List 








ete oerTaiis 


siphabetice 
1955 


August 


Here's a year-’round profit item for 
your economy-minded, home fixer- 
uppers! An opportunity for you to 
get your share of the dollars being 
spent to rid homes of the common prob- 
lem of “‘sweating’’ cold water pipes. 

NoDrip Tape converts waste base- 
ment space into useful storage, work, 
play areas. It’s the inexpensive way to 
protect costly appliances, power tools, 
recreation areas, etc., from “‘sweating”’ 
pipe damage. 

Forms an air-tight jacket that is 
100°, vapor and moisture proof... 
needs no vapor-seal tapes or over- 
wraps. Easy-to-apply NoDrip Tape 
winds spirally around any size pipe. 
Requires no bands, brads or fasteners 
because it’s self-adhering. NoDrip 
Tape can be hand molded to fit snugly 
around “drip” areas—tees, unions, 
angles, valves, etc. Needs no main- 
tenance. 


Roll covers 
10 ft. of ‘A-in. id. 1956 
iron pipe or 13 ft. 7 
of 4-in. o.d. ty January 
copper tubing. 


$469 list @ roll 


ORDER THROUGH YOUR SUPPLY HOUSe 


FREE! Bulletin D-40Q0 


4. W. MORTELL COMPANY 

508 Burch Si.. Kankekee, Ill., Dept. 8 
Please send me FREE copy of Bulletin D-40 
Name 

Addrese. 

Peiksiche< State 


SSSOOeoeeeeaseesoeeaoeoonoooaed 


~ 











National Events 


American Hardware Mfrs. Assn. joint heim Hotel. Arthur L. Faubel is 
annual convention with the Na- secretary of the manufacturers as- 
tional Wholesale Hardware Assn., sociation with offices at 342 Madi- 
Oct. 23-26 at Atlantic City, N. J. son Ave., New York 17, N. Y. 
Headquarters, Marlborough - Blen- (Continued on page 9) 


GFPDODBDSLO®Z2S“ 
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SHELTON america’s 


FASTEST SELLING. ..MOST 
COMPLETE LINE OF 


PROFIT MAKERS 


PROVEN 
SHOPPER STOPPERS 


sale TACKS, NAILS, BRADS 
IN HANDY ATTRACTIVE 


VISIBLE TUBES 


YEAR "ROUND 
VOLUME BUILDERS 


CUSHION HEAD 
THUMB TACKS 


UPHOLSTERY 
NAILS 


ON BLOCKS 





WRITE TODAY! 
FOR INFORMATION ABOUT 
FREE WIRE RACK DEALS 


NEW 


3 TUBE KIT 


A SURE-FIRE 
SALES HIT! 
SHELTON TACK CO., Shelton Conn. 
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GIVE A“ROKER” BOOST 





OKE 


BOKER tools are as finely made as BOKER 
cutlery. BOKER’s trademark stamped on 
them is a guarantee of quality, workman- 
ship and performance. BOKER tools are 
made of special analysis, chrome vanadium 
steel. They're load-tested, diamond-tested 
for hardness, and accurately machined from 
the time the steel is forged until final pol- 
ishing. In short, they're the kind of tools 
your customers will go for. They look qual- 
ity — They feel quality — They are quality! 


_———— -— ome. : 
- I. 


275C 
$275C — 7” - 10%" 


12%” sizes SS S 
Heavy duty Combination Pattern 


Snips will cut curves @s well as 
straigit lines. Other patterns and 
sizes Biso avaiiabie. 

£6507 — 10” size 

Patented Groove-Grip, 5 po- 

sition adjustable Plier- 


Wrench—cannot slip. Forged 
ribs and grooves. 


£5332 — 6” 7” sizes 
A popular Lodge -Nose Plier with keen 
side cuttersy For electrical, radio 


and tel ephore work. The all ‘ground 
home tool. / 


£5612—6”" - 72" - 82” sizes 
Heavy duty side cutting 
lier widely used Dy iine- 
men and electricians and for 
maintenance repair work. 


£5179 ayy” - 5” - 6” - 7%” sizes 


Diagonal c¥tting Plier used by tele- 
phone ad and electrical workers. 
“Do-it-Youfselves"’ and for general 
maintenante repair. 


~ 4" -6" -8° -10"-12” sizes 

Chrome piated finish, special 
alloy stee! thin Wrench, Ex- 
ceptionally strong 


H. BOKER & CO., INC. 
Established 1837 
101 Owene S$. 


New York 7, N.Y. 
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‘To sell more 


Wiring Devices... 
cobb, 


' Be athe 
piety : 
ee 
F s : 3 LY * 
we “a. ¢ . 
al " o 
> 
- 
, 
fe 
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Feature IVORY 


They look better. . . Ivory wiring devices Stock and show ivory devices... 
are preferred on sight by customers. They’re Chances are they’re made of Cyanamid’s 
light and so much more cheerful looking than BEETLE® urea plastic. Make sure they bear 
old-fashioned dark ones. . and they harmo- the UL seal of approval, then see for your- 
nize with modern trends in color and decor. self how fast and easy they sell. 


They ARE better... If they’re ivory 
current-carrying devices, and have the UL 
seal, they’re made of urea plastic. The UL 
seal is a helpful selling point that makes 
these devices even easier to move. Display 
the seal prominently. And emphasize the 
quality of urea plastic because it is a quality 
material—sturdy and very hard-surfaced... 
resists scratching and discoloring. Your guide 


to quality: ivory plus UL seal. 
Promote ivory for the replacement © 
market ... The sale of a single ivory wiring 


device often leads to your customer’s con- 
version to all ivory in his home. 


BEETLE wiring devices in ivory are made 
by leading manufacturers, and leading job- 
bers carry them. Place your order today. 


AMERICAN (yanamid LOM PANY 


Plastics & Resins Division 
34G Rockefeller Plaza, New York 20, N. Y. 


in Conode North American Cyonomid Limited, Toronto & Montreal 
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OUTDOOR 
SALES 














$3.00 retail 
(lees batteries) 
Display Box 











Its “matchless” - safety on a hay 
ride, in a small boat or for Hallo- 
ween tricks and stunts, makes it a 
safe delight for young and old. 
Wherever there’s outdoor fun after 
dark, the little Comet battery 
operated Lantern serves as a deco- 
rative and useful light. So display it 
now during the summer and fall 
outdoor season. 
























































— then comes the gift and 
Holiday sales — as a 
quolity toy or decorative 
low cost present — the 
Comet's ao yeor round 
seller that turns-over fast. 


























WRITE FOR LIVELY 
SALES HELPS 

Send for mats, display matericl, 
stuffers, electros, etc. 


GET THE COMET THRU YOUR 
FAVORITE JOBBER 
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Thomas A. Fernley, Jr., is manag- 
ing director of the wholesalers as- 
sociation with offices at 1900 Arch 
St., Philadelphia 3, Pa. 


Gift & Fancy Goods Show (Interna- 
tional), Aug. 21-26 at the Hotel 
Astor, New York City. Sponsored 
by Trade Exhibition, 331 Madison 
Ave., New York, N. Y. Charles 
Snitow, president. 


Industrial Supply Convention, May 
21-23, 1956, at Atlantic City. At- 
tendance restricted to members. 
Sponsored by American Supply & 
Machinery Manufacturers Assn., 
W. B. Thomas, Hunter-Thomas As- 
sociates, 2130 Keith Bldg., Cleve- 
land 15, business manager; the 
National Industrial Distributors’ 
Assn., 1900 Arch St., Philadelphia 
3, Robert C. Fernley, executive sec- 
retary; The Southern Industrial 
Distributors’ Assn., 712 Volunteer 
Bidg., Atlanta, E. L. Pugh, secre- 
tary-treasurer. 


ELECTRIC National Builders Hardware Exposi- 


tion, Sept. 18-21, at St. Louis, Mo. 
Sponsored by the National Builders 
Hardware Assn., managing direc- 
tor, John R. Schoemer, and the 
American Society of Architectural 
Hardware Consultants, executive 
secretary, W. A. Mathewson. Ad- 
ministrative offices of both associa- 
tions are at 515 Madison Ave., New 
York 22, New York. 


National Fishing Tackle Show, Aug. 
7-12, at the Conrad Hilton Hotel, 
Chicagu. 


National Hardware Show, Oct. 17-21, 
at the Navy Pier, Chicago. Spon- 
sored by National Hardware Show, 
Inc., 331 Madison Ave., New York 
17, New York. Frank Yeager, di- 
rector. 


National Sporting Goods Convention 
and Show, Feb. 5-9, at Hotel Morri- 
son, Chicago. Sponsored by the Na- 
tional Sporting Goods Assn., 716 N. 
Rush St., Chicago 11. Address re- 
quest for exhibit space to Robert 
J. Youngblood, assistant NSGA 
secretary. 


National Wholesale Hardware Assn. 
joint annual convention with the 
American Hardware Manufacturers 
Assn., Oct. 23-26 at Atlantic City, 
N. J., Headquarters, Marlborough- 
Blenheim Hotel. Thomas A. Fern- 
ley, Jr., is managing director of the 
wholesalers’ association with offices 
at 1900 Arch St., Philadelphia 3, 
Pa. Arthur L. Faubel is secretary 
of the manufacturers’ association 
with offices at 342 Madison Ave., 
New York 17. 

(Continued on page 92) 

























® EYE-APPEALING 
® BUY-APPEALING 
@ PREPRICED 2 FOR 15¢ 


Step up unit sales with the self-serv- 
ice “Can't-Miss” 2 PAC. This con- 
venient, transparent package is a 
proven, “sure-fire” traffic stopper. 





McGILL METAL PRODUCTS CO 


ARENG Baan. ne 





with Stainless 
nce ertieeer 


Nationally advertised 15c sell- 
er, comes 12 in display box. 
Hundreds of uses in home and 
shop. Also large 39c seller in 
metal container, packed 6 in 
display box. 


American Crease Stick Co. AGso 


Muskegon, Michigan 


0 PRODUCTS 
aus LOCK-EASE Graphited Lock Fluid 


in 4-oz. “Drop or Stream” can. 39c. 
AMERICAN Dripless Oil in 4-oz. oiler, 29¢ 
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se. profitable 
electrical supplies 


for HARDWARE 
STORES 
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sliding side doors 


Ove 





— 






Royol manufactures a full line of in- 
suvlated wire and flexible cords for a 
wide range of wses. Popular assort- 
ments are available on steel dispensing 
rocks, as follows: 


ROYAL NO. 1 DEAL 


250 ft. No. 18 Type C Green and 
Yellow 

250 ft. No. 18 Type PO Lomp Cord 

250 ft. No. 18 Type SP Lamp Cord 

250 ft. No. 18 Type SJ Cord 

250 ft. No. 18 Type HPD Heoter Cord 


ROYAL NO. 2 DEAL 


500 ft. No. 18 SP-1 Brown Lamp 





? + a a . 
gerne oe . po se REE : % 
Es hb 
BO ERO IIE Se Oras om On Bia. os 
- . ‘ al 
ge iui pina bite : 
dhe a eon ite i. ae 
rs | > » 








250 ft. No. 18 SP-1 White 
250 ft. No. 18 SP ivory Lamp 


Cord —_ | 
250 ft. No. 18 SV Service Cord _ 


250 ft. No. 16 SJ Service Cord Y o 








HOUSEHOLD APPLIANCE 
and EXTENSION CORDS 


Our new catolog No. 3-54 il- 
lustrates ond describes the ex- 
tensive line of Royal Quolity 


Cord Sets ... the populor, fast 
turn-over line thet hordwore 
stores prefer. NEW LOW COST WAY 


TO INSTALL 


GARAGE SIDE DOORS 





_—tt a 
POWR-KORD 
“si 
HEAVY DUTY EXTENSIONS ey 
~/ > = ' 2 ; 

The ovtstending line of rubber-jacketed 
extensions for power tools, garden veniently packaged Easier to inst ++ ‘ 
equipment, appliances and 101 other —— , an, 
vses. Molded-on cap and connector, es ill ili rial OR Os oe 
lengths from 10° te 150’, wire sizes asnioned ninged coor... more convenient 


Ne. 18 te Ne. 14. 


because sliding doors are never in the way 


and can be as wide as desired. Adds extra 







value in new construction. Hinged doors in 


ROYAL “Crystal” existing garages can easily be converted to 
_ the ORIGINAL glass-top fuses 


The favorite fuses of retailers ond 
users for o aquorter century . 

in the famous 5-pock box or self- 
service bogs. 


sliding doors. Write Today For Catalog. 


STERLING HARDWARE MFG. CO. 


2345 WEST NELSON STREET + CHICAGO 16, iLitinors 


ROY AL-NOARK 
CARTRIDGE FUSES 


5 woys better... on the inside, where 
it counts! | to 600 comps, in convenient 
pockoges. 









NATIONALLY ADVERTISED ‘9 Leading Magazines 
SEE OUR CATALOG IN SWEET'S 

Architectural File « Light Construction File 
VISIT OUR DISPLAYS 

Architects Sampies Corporstion, N.Y .C 


Ask your wholescler for complete cataiegs 
ROYAL ELECTRIC COMPANY, INC. 
PAWTUCKET and MANVILLE, R. |}. 


Sterling: 


scree 
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continued 

; , *n Co., Inc., stockhold- 
Regional Events Walter H. Allen Co., I t | 

ers’ meeting and merchandise show, 

Eastern Garden Supply Trade Show, Aug. 29-30, at Baker Hotel, Dallas, 
Feb. 7, 1956, at New York, spon- Tex. Company headquarters, 6210 


sored by Garden Supply Merchan- 
diser Magazine, 1901 St. Paul! St.. 
Baltimore 18. 


. — - >. 
Denton Drive. Dallas ¥. 


















yi coler 


Western Gift and Housewares Show, 


se | Aug. 1-7, at Western Merchandise 
ads like weir Gift Shows: Washington, D. C., July Mart. San Francisco. Exhibitors P 
national and f 24-27, at the Hotel Willard; Chi- showing at Civic Auditorium, St. 
magazines --- cago, Aug. 1-2, at La Salle Hotel 


Francis, Sheraton - Palace and Sir 
and Palmer House; New York City, Francis Drake Hotels will be open 
Aug. 22-26, at Statler and New from Aug. 3-Aug. 7. 

Yorker Hotels; Boston, Sept. 12-16, 


Local selliné — 
ike Perfection * 
BiG pre-sease® 


= at Hotel Statler; Philadelphia, Oct. 

“comfort Far + 2-5, at Hotel Benjamin ‘Franklin. State Events 

and the best home George F. Little management, 220 Arkansas Retail Hardware Assn., 

— ine! These Fifth Ave., New York 1, N. Y. Feb. 12-13, 1956. Sessions and ex- 

heater US more Chicago show conducted by Eastern hibit at Robinson Auditorium; hotel 

med Manufacturers and Importers Ki x- headquarters, Marion Hotel. Little 
er 


hibit, Ine. Rock. J. Wayne Tisdale, 908 Rector 
Bidg., Little Rock. 
Midwest Garden Supply Trade Show, 


Jan. 24-26, 1956, at International California Retail Hardware Assn., 
Amphitheatre Exposition Hall, Chi- Feb. 12-15, 1956, at Fairmont Ho- 
cago. Sponsored by Garden Supply tel, San Francisco. Krueger B. 
Merchandiser Magazine, 1901 St. Jacobson, 262 Western Merchandise 


Paul St., Baltimore 18. Mart. 1355 Market St.. San Fran- 


cisco 3. 
Pacific Coast Garden Supply Trade 


Show, Sept. 13-15, at Oakland, Carolinas Hardware Assn., Feb. 21- 
Calif., sponsored by Garden Supply 23, 1956. Sessions and exhibit at 
Merchandiser Magazine, 1901 St. Radio Center; hotel headquarters, 
Paul St., Baltimore 18. Hotel Charlotte, Charlotte, N. C. 








New heating: discovery 





COLD 
FLOORS 


Only Perfection has it! 


Now ... thanks to an amazing Perfection invention . . . the 
Regulaire control . . . you can enjoy greater comfort from a 
home heater than ever before. Perfection gas or oil-fired heaters 
with Regulaire control the flow of warmth so accurately that 
chilliness around ankles or knees is eliminated. You have no more 
cold floors. No more hot or cold blasts of air, 
either. Unmatched guarantees. See a demon- 
stration of Regulaire at your Perfection 
dealer’s. Perfection Industries, Inc., (formerly 
Perfection Stove Co.), 7647-A Platt Avenue, 
Cleveland, Ohio. 


¥ BD A vor oe ren 
Je rfection 


67 YEARS OF FINE HOME HEATING PRODUCTS 
HOME HEATERS + FURNACES 


=ND 
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imagine selling all these tools— 
a complete power-packed 


r only 


homeworkshop :qgos 


o] 


included: 
anqularly 


TT LG 


ad;ustable 


handsaw 


attachment 


included: 
Grill press 
attochment 


included: 
sow table 
attachment 


included: 
combination 
steel 
carrying 
cose and 
wall rack 


" SpeedToo'ls advertised in 


LIFE included 


Now, ingenious precision engineering has developed these 
professional attachments all powered by Thor's famous 
201-J 2500 R.P.M. SpeedDrill 


Fills 80% of 
Customer 
Requests 

with Quick 

Turnover of 

Small Stock 


A reminder to every 
Removable Glide Customer in your store 
_pcsegnayer ga to take home Fault- 
ess motion over 
floor surfaces. less Casters and 
Glides. It rings up 
extra sales with no et- 
fort. Takes the guess- 
work out of what to 


STOCK and DISPLAY THIS PROVEN BEST SELLER NOW! ~ gem buy. Every item is a 


“best-seller” based on 

. - Removable Caster , , 
10 Sanding Discs oe 1 _ + no rience and popular 
No. 210 DrillStand 4 Lamb's Woo! Polishing ee ee ee onsumer demand 
Anaularly Adiustable Portable Bonnet Sees wera . ; ; 


ship. 
Saw Attachment 4” Rubber Backer Plats ‘ 


sTelal>ilals MOLE xd Bon 


Stee! Point Stirrer 
4 Rotory Saw 


7 Drill Bits (esserted ——e FREE DISPLAY with DEAL 


Grinding Whee 


e Scrotch Brush Combination Stee! Carry 
C oth Buff Coss 


No. 201-J ‘« SpeedDril! 


Bench Mounting Stond 


Power Sow Table 


Lal fruct on satelaltle 


3-color, enameled wood counter display 
designed to increase your Caster Turnover and 
Multiply Profits from a small counter area! Comes 
complete with removable caster samples that 
demonstrate themselves—sell quality features. 


Includes everything above but Drill Press and Saw Tabl« Order the Faultless 50/50 Deal from your Jobber 
SpeedWay manufacturing co. FAULTLESS CASTER CORPORATION E\ 


SD eee Bale) mod sh , tam els) ote BO Fice At 
1834 South S2nd Avenue, Cicero SO. Illinois 


nd Wall Rock 


eae eee 
includes everything above but Drill Press Attachment 


a EO ee 


w ; - Lad 
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Now Available in 
both ALUMINUM 
rohako mn -1.40)) 94 eee 











_SOLUMBIA 


Packaged Spring 
Weatherstripping 
by NATIONAL 


For years Columbia Spring Bronze 
has been a fast-moving item. Now 
—you can also offer your customers 
this high-quality, easy-to-install 
weatherstripping in special alumi- 
num alloy. 

Furnished prepunched and with 
an ample supply of nails, Columbia 
Spring Weatherstripping can be 
quickly installed by anyone with 
only a hammer and scissors. It’s 
available in either 17’ packages or 
100’ rolls, with installation instruc- 
tions included. If your jobber can’t 
supply you, write us. 





It’s good business to sell 
the complete National line: 


* WEATHERSTRIPPING «+ Thresholds « 
Spring Bronze « Metal and Felt Sweeps 
* Door and Window Sets 


® SPECIAL ROLLED MOLDINGS 
%& BINDING AND EDGING 


TRIPL-TITE ALUMINUM SIDING 


Write today for complete details 








2 GATEWAY CENTER 
PITTSBURGH, PA. 


o4 
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D. W. Laws, 118 East Fourth St.. 
Charlotte 2. 


Franklin Hardware & Supply Co., 
Convention and stockholders’ meet- 
ing, Sept. 19. Merchandise displays, 
manufacturers’ exhibits, and stock- 
holders’ banquet and meeting. Com- 
pany headquarters, 918 N. Dela- 
ware Ave., Philadelphia 23. 


Illinois Retail Hardware Assn., Feb. 
21-23, 1956, at Sherman Hotel, Chi- 
cago. William F. Ewert, 1194 Mer- 
chandise Mart, Chicago 54. 


Indiana Retail Hardware Assn., Jan. 
24-26, 1956. Sessions and exhibit at 
Murat Temple; hotel headquarters, 
The Sheraton-Lincoln, Indianapolis. 
W. J. Sheely, 964 N. Pennsylvania 
St., Indianapolis 4. 


lowa Retail Hardware Assn., Feb. 7- 
10, 1956. Exhibit at Veterans Me- 
morial Auditorium; sessions and 
hotel headquarters, Hotel Savery, 
Des Moines. Philip R. Jacobson 
Mason City. 


Kentucky Retail Hardware Assn. 
Jan. 31-Feb. 2, 1956. Sessions, 
exhibit and hotel headquarters, 
Hotel Kentucky, Louisville. Edward 
Keiley, 501 Republic Bldg. Louis- 
ville 2. 


Louisiana Retail Hardware Assn., 
March 11-12, 1956, at Hotel Roose- 
velt, New Orleans. David O. Mans- 
field, P. O. Box 1696, Jackson, Miss. 


Michigan Retail Hardware Assn., Feb. 
13-15, 1956. Civie Auditorium and 
Hotel Pantlind, Grand Rapids. Har- 
old W. Schmacher, Michigan Na- 
tional Tower, Lansing 8. 


Minnesota Retail Hardware Assn., 
Jan. 24-26, 1956. Exhibit at Munic- 
ipal Auditorium, Minneapolis. C. J. 
Christopher, 2110 Nicollet Ave., 
Minneapolis 4. 


Missouri Retail Hardware Assn., Feb. 
14-16, 1956, at Hotel Jefferson, St. 
Louis. Harry Scherer, 1189 Arcade 
Bidg., 812 Olive St., St. Louis. 


Montana Hardware & Implement 
Assn., Nov. 3-5. Sessions and hotel! 
headquarters, Rainbow Hotel, Great 
Falls; no exhibit. Norman O. Blev- 
ins, P. O. Box 1152, Helena. 


Mountain States Hardware & Imple- 
ment Assn., Jan. 24-26, 1956. Ses- 
sions and hotel headquarters at Ho- 
tel Cosmopolitan, Denver. Francis 
W. Reich, 1233 Spruce St., Boulder, 
Colo. 


continued 


Nebraska Retail Hardware Assn., 
Feb. 14-16, 1956. Exhibit and ses- 
sions at Omaha Auditorium; hotel 
headquarters, Fontenelle Hotel, 
Omaha C. A. McCoy, 325 Insur- 
ance Blidg., Lincoln 8. 


New England Hardware Dealers 
Assn., Feb. 20-22, 1956. Exhibit at 
Hotel Statler and Ist Corps Cadet 
Armory; sessions and hotel head- 
quarters, Hotel Statler, Boston. A. 
C. MacHardy, 185 Dartmouth St., 
Boston 16. 


New York State Retail Hardware 
Assn., Feb. 13-15, 1956. Exhibit at 
War Memorial; sessions and hotel 
headquarters, Hotel Syracuse, Syr- 

Nicholas H. Kiley, Hills 

Bidg., Syracuse 2. 


acuse. 


North Coast Retail Hardware Assn., 
Feb. 5-7, 1956. Exhibit and sessions 
at Masonic Temple; hotel head- 
quarters, Heathman Hotels, Port- 
land, Ore. Martin W. Danko, Route 
12, Box 109, Fife Sq., Tacoma. 


North Dakota Retail Hardware Assn., 
Jan. 17-18, 1956. Sessions and ex- 
hibit at City Auditorium; hotel 
headquarters, The Leland-Parker, 
Minot. Miss E. J. McGrann, 54% 
Broadway, Fargo. 


Ohio Hardware Assn., Feb. 6-8, 1956. 
Exhibit at Public Auditorium; ses- 
sions and hotel headquarters, Hotel 
Cleveland, Cleveland. John B. 
Conklin, 198 So. High St., Co- 
lumbus 15. 


Pacific Northwest Hardware & Imple- 
ment Assn., Nov. 6-8, at Multnomah 
Hotel, Portland, Ore. J. Malcolm 
Smith, 614 Empire State Bldg., 
Spokane, Wash. 


Pacific Southwest Hardware Assn., 
Feb. 21-23, 1956. Exhibit at Mu- 
nicipal Auditorium; sessions and 
hotel headquarters, Wilton Hotel, 
Long Beach, Calif. Otto H. Grigg, 
toom 1120, 416 W. &th St., Los 
Angeles 14. 


Pennsylvania & Atlantic Seaboard 
Hardware <Assn., Jan. 31-Feb. 2. 
1956. Sessions and exhibit, Conven- 
tion Hall; hotel headquarters, Ben- 
jamin Franklin Hotel, Philadelphia. 
L. W. Jenness, Room 707, 1616 
Walnut St., Philadelphia 3. 


South Dakota Retail Hardware Assn., 
April 3-5, 1956. Exhibits at Coli- 
seum; sessions and hotel head- 
quarters, Cataract Hotel, Sioux 
Falls. O. R. Baily, 1300 So. Jeffer- 


son Ave., Sioux Falls. 
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Texas Hardware & Implement Assn., 
Jan. 29-Feb. 1, 1956. Sessions, ex- 
hibit at hotel headquarters at 
The Statler-Hilton, Dallas. R. M. 
Souder, 1108 Gibraltar Life Bldg., 
Dallas 2. 





Tri-State Hardware & Implement 

. Assn., Feb. 13-14, 1956, at Hotel 
Herring, Amarillo, Tex. M. D. She- 

pard, 719 Lipscomb St., Amarillo. 


Western Retail Implement & Hard- 

ware Assn., Jan. 16-18, 1956. 
and exhibit at Municipal 
Auditorium; hotel headquarters, 
Hotel President, Kansas City, Mo. 
W. J. Shaw, 3915 Main St., Kansas 
City 2 


Ses- 


sions 


West Virginia Hardware Assn., Feb. 
12-14, 1956, at Hotel Prichard, 
Huntington. James C. Fielding, 
1628 McClung St., Charleston 1. 


Retail Hardware 
1956. Exhibit 
sions at Milwaukee Auditorium- 
Arena; hotel headquarters, Hotel 
Schroeder, Milwaukee. H. A. Lewis. 
Stevens Point. 


Wisconsin 
Feb. 7-9, 


Assn... 


and ses- 





L ottore 


from Hardware Age readers 





Which Are You? 
Dear Editor: 

| received a clipping which I 
ight might be of 


folks. 


> 


interest to 


| ‘7 
; 


otner naraware 


It certainly 


applies to everybody, including our- 


The clipping read as fol- 


; 
selves 


. ‘ 
, . = 


There are three kinds of people 


organization—the rowhoat 
sailboat people and the 


hoat per ple. 


in every 
people the 
} i . i 
eT ¢ AE, 
The 7 


to be pushed or shoved along. 


owhoat people always need 
The sailboat people move along 
when a favorable wind is blowing. 

The steamboat people move along 
continuously through calm or storm 
and are masters of themselves and 


their surro 


Fruend. Mar. 


Hdwe. | 


*) ; 1. 
( jeveland. Onio 


Lake 
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BUY APPEAL 


Soss Lev-R-Lotch 
is @ fitting com- 
panion te the 
weorid-famous 
Soss Invisible 
Hinge, ‘‘The 
a Theat Hides 


iteell.” 





The Sess Hinge hes no protrud- 
ing dinge butt. t's completely 
| hidden from view when doors 
or lids ore closed. Use tf when- 
ever you bwild or remodel. 


OF INSTALLATION 


Now! For the very first time, heres a 
door latch with flush, smooth, streamiined surfaces that 
ore in keeping 
knobs to damage walls—o 
the need for door stops 


with modern architecture. if has no 


feature which eliminates 


To install a Soss Lev-R-Lotch, all that's 
necessory is to bore two holes ond insert four screws 
This con be done so easily and so quickly that labor 


17 


costs ore cut os much as 7/3 


The simple, yet striking beauty of this 
new, modern latch will give home interiors on odded 
had before 
Also, its low cost and high quality make this Soss-Lev-R 


smortness and modernity they ve never 


Lotch an item thot will be used in homes of every 


price cioss 


SOSS Manufacturing Company 
P.O. Box 38, Harper Station, Dept. 92 
Detroit 13, Michigan 


Please rush me complete information ond prices on 


The startling new Soss Lev-R-Latch 
The world-famous Soss Invisible Hinge 


lam oa deoler jobber 

NAME 

FIRM NAME 

ADDRESS 

CITY ZONE STATE 
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WHAT'S NEW 








® For more information on these products and services 
use free post card on page 99. 


(Continued from page 13) 





Standard ‘.«-in. Decorette is still 
available for in-store use and re- 
sale. Minnesota Mining & Mfg. Co. 


For more data circle No. $9 on postcard, p. 99 


Accessory Carrier 

Kach KeroLectric Model No. 55 
wallpaper steamer is now being 
supplied with a hardwood accessory 
carrier, plus a No. 401 wall scrap- 
ing knife, at no extra charge. The 
portable carrier provides room for 
all accessories that are used with a 
rental wallpaper steamer such as 
20 ft of steam hose, large and smal] 
steam pans, fuel can, and wall 
scraper. Warner Mfg. Co. 


Fer more data circle No. 10 on postcard, p. 99 


Cookie-Sandwich Cutter 


A dozen cookie and sandwich 
shapes may be made, for lunches, 
parties and buffets, with the Mary 
Ann cookie and sandwich cutter. 
The two cutters are free of ob- 
struction to improve accuracy and 
minimize the clinging of food to 





9h 


the metal. Cutters are rust-free 
and of welded construction. Shapes 
include spade, heart, etc.; cross, 
star, and six basic animals. Gift- 
box packed to retail as a two-piece 
set for $1.49. Ekco Products Co. 


For more data circle No. 11 on postcard, p. 99 


Safety Foot Switch 

Footrol, a safety foot switch, is 
for use with all electrical home 
workshop tools. Switch enables op- 
erator to have instantaneous con- 
trol of his tools. For use with 
lathe, grinder, band saw, jig saw. 
sander, combination tools, shaper 





dark 


or with room equipment. 
Switch has steel base with ham- 
merloid finish. Over-all length is 
8 ft. and shipping weight is 2 
lb. Underwriters’ Laboratory a}- 
proved. Retail price is $7.95. Versa 


Tool Mia. C'o.. Ine. 


For more data circle No. 12 on postcard, p. 9% 


Sprayer Line Items 
A three hitch 
mounted sprayer and the Baronet, 


point tractor- 
a wheelbarrow-type power sprayer, 
have been added to two sprayer 
lines. Three point hitch tractor- 
mounted sprayer is for handling 
chemical materials needed for 
weed, insect and disease contro! 
programs. A du-All spray pump 
provides pressures up to 300 Ib, 
with discharge capacity of 6 gal a 
minute. An engine-driven power 
sprayer, the Baronet, also is 
equipped with the du-All plunger- 
type pump and is designed to han- 





die abrasive and corrosive mate- 
rials. Pump is double acting in 
discharge and has positive capaci- 
ties between 30 and 250 lb. 
sure. F. E. Myers & Bro. Co. 


For more data circle No. 13 on postcard, p. 99% 


Table, Clock Radios 


Twenty-seven new 


pres- 


models of 
ranging in 
price from $14.95 to $49.95, fea- 


table and clock radios, 


ture lower list prices, re-styled cab- 
inets, greater color choice and im- 
provements in the circuits. Seven 
colors, singly or in combination, 
are used in the 13 clock radio mod- 
1956. 


mahogany, ivory, red and white, 


els for including standard 
dove gray and carnation pink, two- 
tone charcoal and gray, and two- 
tone red and white. Clock radio 
prices range from $24.95 to $49.95. 
Table model radios being intro- 
duced range in price from $14.95 
to $39.95. The five cabinet color 
choices are mahogany, ivory, mist 
green, dove gray and red. Genera! 
KRlectric Co. 


For more data circle No. 14 on postcard, p. %% 


Ant, Roach Killer 
For killing ants and 
Ant-Line 


odorless and colorless 


roaches, 
crayons are non-toxic, 
Insect con- 
trol is obtained by drawing an in- 
visible line with Ant-Line around 
window casings, thresholds, water 
pipes and other points of entry. 
Eating or touching the line is fata! 





HARDWARE AGE, ALGUST 4, 1955 





38 MILLION SPECIAL PROSPECTS! 


Yes, sir—38,000,000 potential padlock customers in the 











School Age bracket alone. Thats better than 1 in 5 of your 
local citizens, plus millions more who demand rugged com- 


bination padiocks at down-to-earth-prices. 


alaymaker COMBINATION PADLOCKS 
“Scout @ wont Seout @ 


No. 453 No. 453E 















Body and shackle of heavy brass-plated 
steel. Brand-new “Sure-Grip” knob. 


‘1 Body and shackle of heavy brass-plated 
. , 9 
Width, 1%” ;shackle, 4%” dia., “x 4” ¥ iil 


steel. Brand-new “Sure-Grip” knob. 
Width, 1%”; shackle, 4” dia., 5” clear- 
ance; weight, 5% Ibs. per doz. 6 to a 
display carton. 


Retails at 5c 
THE SUPER 
Minit Man 


No. 854 
Case of 12-ply, multiriveted, lam- 
inated steel. Casehardened shackle. 
Width, 1%"; shackle, %” dia., 
4%" x 5.4” clearance; weight, 6% 


Ibs. per doz. Individually boxed, 6 
to a display carton. 


eerie ot $4.35 


: 
UT} 
clearance; weight 4 Ibs. per doz Indi- ~ “yt 


vidually boxed, 12 to a display carton. 


Retails at 65 C 


M THE 
SVitnuleMan 
No. 853 


Case of 10-ply, multiriveted, laminated 
steel. Casehardened shackle. Brand- 
new “Sure-Grip” knob. Width, 1%”: 
shackle, 4%” dia., %” x 4%” clearance; 
weight, 5 Ibs. per doz. Individually 
boxed, 6 to a display carton. 


reraits at 99,90 


2 


“qn 


—_ om am an am am om oh an ap oh a am ae on oe 
| 
| 





your 
profit 
picture 


SLAYMAKER LOCK COMPANY 
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WHAT’S NEW 





to ants and roaches. Retailing at 
25¢ each, display cards with 24 
crayons attached list at $6. 
Electronics Co. 


Asco 


For more data circle No. 15 on postcard, p. 99 


Wide Tape Knife 


Extra-wide tape knife with 10- 
in. blade saves time and effort in 
applying tape to dry walls or plas- 
ter to lathing. In dry-wall con- 
struction, enables user to 
tape joints and seams, smooth them 
out and remove excess paste in one 
operation. Made of stainless steel, 
the flexible blade is hard-rolled and 


blade 


polished to a mirror finish. Hard- 
wood handle is finished with dur- 
able red enamel. Knife 

for $2.50. Red Devil Tools. 


For more data circle No. 16 on postcard, p. 99 


Window Repair Kit 
Three-in-one window repair kit, 
called Windo-F ix, consists of fold- 
up metal tube containing 150-in. 
of glazing compound when ex- 
truded, putty knife of spring steel, 
and a packet of glazier’s points. 


retails 


Tube features a triangular orifice 
from which putty is squeezed in 
convenient shape to fit angle of the 
sash and glass. Kit retails for 79¢é. 
Tube is available 
59¢. Goodell Co. 


For more data circle No. 17 on postcard, p. 99 


Aluminum Flashing 

Strong, specially-tempered, rust- 
proof aluminum flashing packed in 
sturdy cartons is available in 3, 4, 
5, 6, 7, 8, 14, 20 and 28 in. widths 
in 50-ft. continuous coils. Flashing 
may easily be molded to any con- 
tour. include flashing over 


separately at 


Uses 


98 


doors and windows, termite shields, 
roof valleys, rodent-proof grain 
storage bins and home workshop 
and do-it-yourself applications. 
Nichols Wire & Aluminum Co. 


For more data circle No. 18 on postcard, p. 99 


Davy Crockett Knives 
Three different pocket knives are 
featured in the Davy Crockett tie- 
in. Fess Parker, star of the Disney 
film, is pictured on each knife 
handle, which carries brown illus- 
trations on a yellow surface pro- 
tected by plastic so decorations 
cannot rub off. Models are No. DC- 
1, single blade with key chain, 24% 
in. closed length, retailing at 49¢; 
DC-2, tomahawk and single blade 
with caplifter and key chain, 3%, 
in. overall length, 79¢ retail; and, 
DC-3, large three-blade knife with 
cutting blade, can opener, and cap- 
lifter-screwdriver, 3°, in. closed 
length, retailing at 98¢. Each 
model is packed on four-color dis- 
play card, packed one doz. to a car- 
ton. Imperial Knife Co., Ine. 
For more data circle No. 19 on postcard, p. 99 


~ 


Steel Tool Box 


New 18-in. deep-drawn steel tool 
box has four cantilever trays, one 
with a special compartment for 
socket wrenches. Bottom of box 
keeps water out and tools dry; 
heavy gage steel is used through- 
out. Other features of the 184-D 
tool box are continuous piano 
hinges, center locking hasp, and 
two side bolts. All hardware is 
zinc-plated. Finished in baked 


green 
measures 


hammertone enamel, box 
18x10%x13 in. Also 
available in six and four tray mod- 
els, in both 18 and 21 in. 


Simonse fi Industrwv SS. Ine. 


S1iZes. 


For more data circle No. 20 on postcard, p. 99 


Cylindrical Lock 


vailable with standard 2°. in. 
roses, or with the 5% in. roseplate 
the No. 436 Defender design, stand- 


ard-duty cylindrical lock is fash- 


ioned from wrought brass, bronze 
or aluminum metal. P. & F. Corbin 
Div., American Hardware Corp. 


For more data circle Neo. 21 on postcard, p. 99 


Non-Skid Rug Backing 


A new label and a free applicator 
brush are offered with Rug-StaA, 
a non-skid rug backing material 
which is applied to the backs of 
rugs in its liquid state. When dried 
to a thin rubber coating, the chem- 

(Continued on page 102) 
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CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 





more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 

















BUSINESS REPLY CARD 


No postecge necessory  meiled in the United Stetes 








POSTAGE Wilt @E&E PAID BY 


Please use this P. O. HARDWARE AGE 


Box Address for Quick Post Office Box 60 


Check Cards Only Village Station 
NEW YORK 14, N. Y. 
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7 x > 
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Rhonueuenneeeeouaeee 

Postcard valid 8 weeks only. After that use own letterhead fully describing item wonte 8/4/55 
Please send me further information on the WHAT S NEW items. coce numbers 
for which | have circled below. 

1 2 3 4 5 6 10 #1 #2 #+%§ 14 «48 
16 17 18 19 20 21 25 26 27 28 29 30 
31 32 33 34 35 36 40 4] 42 43 44 45 
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H is Your Quick Check Card 
| a ‘ | 
What it is... How it works 
@® Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the “What's New’ columns. You get more of these in 
HARDWARE AGE than in any other magazine. | 
| 
@ When you want more free information on any of these products, simply | 
mark a circle around the same number on the post card as appears | 
| under the individual item description. 
| | 
@ Drop the post card in the mail box. No postage is needed. You will | 
quickly receive, free, complete details on the product from the manufac- | 
turer. You may circle as many items as you wish. Separate information | 
, . 
will be sent you on each item. | 
. i 
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it clearly. We cannot service post cards with incomplete addresses. 
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No postege secessory if moiled in the United Stotes 
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HARDWARE AGE 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 
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look at HYDE! 
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products and merchandising Salas 











a that make 
a. ————in isi 1 = 
=) | ‘ 
Hy (Cs a fll | TAKE YOUR PICK 
fF jek aU it HYDE makes your customers want 
ri a HS ) « ~| OF THE MOST 
. ta ; LS {r . MERCHANDISED to buy . . . your assurance of more 
if" fj dp Lt | | ane OF Toots 
We Ut!” f= | ON THE MARKET sales and profits besides — there's a 











‘ Order by unit number HYDE tool assortments in colorful, spectacular, FREE display 
Merchandisers. Dealer's cost — 40°% off list prices shown below. 


A. =3 Wallpaper Too! Asst. $87.25. B. +83 Paint Scraper — % doz. $8.94. 

C. #97 Handy Knife — 1 doz. $9.48. D. #1098 “One Arm Paperhanger” Tool trade sales product — sell tools faster 
Yo doz. $11.88. E. 203 Blue Diamond Putty Knife and Scraner Asst. $45.40. 

F. #903 Blue Diamond Asst ory “4 7 4 ~ a al — — 2 doz. $17.88. 

H. = 1006 Wall Scraper Asst = lue Diamond Putty Knife and Scraper . ide way ry Ace " 

Asst. $33.60. J. =/B Black & Silver Putty Knife and Scraper Asst. $33.60. the Hyde way: Ord your tool assort 
. SBHS-1%” Putty Knives — 1 ~ $14.28. L. aoe ata A — — 7 doz. 

$14.10. M. #82 King-Size Paint Scrapers — % doz. 54. N. SBHE-4” Taping a ® aan 

Knives — ¥2 doz. $11.10. 0. #8 Paint Scraper Asst. $36.18. P. =25 Razor Blade ments now from your distributor. 
Scrapers — 2 doz. $6.96. @. +1003 Blue Diamond Putty Knife and Scraper Asst. 

$16.80 R. +2 Black and Silver Putty Knife and Scraper Asst. $50.25. $. =89 Mrs. 

Hyde's Sandwich Spreader — 1 doz. $8.28. T. #22 Black and Silver Putty Knife and 
Scraper Asst. $48.15. U. =BHC Chisel Putty Knife — | doz. $16.20. V. #25 Razor 
Biade Scrapers on Cards — 2 doz. in box. $6.96. W. =1 Giass Cutters — 1 doz. in 

display. $4.68. X. Plaque Awarded to HYDE by Hess Brothers For Design and Use 

of ¥. =82 King-Size Scraper 


full 40% dealer net profit on every 





WRITE FOR CATALOG SHEETS 


HYDE MANUFACTURING CO. = masse °s'?S* 
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WHAT'S NEW 





(Continued from page 98) 


Py ns 





ical prevents slipping and skidding. 
It is effective on any floor surfac- 
ing. Retail price is $1. Boyle-Mid- 
way, Ine. 


For more data circle No. 22 on postcard, p. 99 


Anchor for Bolts 

Two complete anchors are com- 
bined in one in a one-piece, heavy- 
duty, double-ended masonry anchor 


| Rawt Awcnon | 





for bolts. When anchor is caulked, 
the internal supports collapse, ex- 
panding or jamming the lead 
throughout the hole with great 
force even if hole is irregular or 
oversized. Zinc collars at either end 
prevent the lead from creeping on 
caulking impact and under vibra- 
tion in use. It can be used either 
way in the hole, thus minimizing 
misapplication. Rawlplug Co. 


Fer more data circle Ne. 23 on postcard, p. 99 


Barometers; Thermometers 


Six newly-designed barometers 
and thermometers are available for 
home and office. Wakefield pendant 
wall barometer - thermometer - hy- 
grometer combination comes in 
dark red mahogany case, has 5-in. 
dia! of aluminum with old English 


102 


letters, and retails for $35. Pied- 
mont combination Stormoguide ba- 
rometer in maroon plastic case 
mounted on gold bronze base has 
detailed weather forecasting dia! 
and a hygrometer for humidity 
measurement; sells for $16. Fin- 
ished in light maple, ship’s whee! 
yacht barometer is rimmed with 
solid brass spokes and equipped 
with wire ease] for desk use and a 
keyhole slot for hanging. Has 
Stormoguide dial for detailed fore- 
casts; retail price is $13.50. Golf- 
guide barometer in solid mahogany 
gives weather information, fore- 
casts golfing conditions, and retails 
at $12. Combination barometer, 
thermometer and hygrometer for 
desk use, the Consul comes in gray 
and brown, with a Stormoguide 
dial; sells for $10. Household desk 
and wall thermometer at 79¢ is 
available in two-toned greens and 
browns. Taylor Instrument Cos. 
For more data circle No. 24 on posteard, p. 99 
Big Game Rifle Sights 

Lacking only the micrometer ad- 
justments, a less expensive 5D 
sight for some of the popular big 
game rifles is available with the 
same strength, light weight and 
appearance of the Foolproof sight. 
For rugged hunting use, these 
sights have positive locks, unob- 
structed vision and no interfering 
knobs or side plates. Models avail- 
able include the 5D-JEMS, for the 
Jap, Enfield, Mauser and Spring- 
field; and the 5D-94/36, for the 94, 
64 and other Winchesters, and 36- 
336 Marlin lever action. 
Gun Sight Co. 


Williams 


Fer more data circle No. 25 on postcard, p. 99 





Hand Grease Gun 

A small hand grease gun, which 
fits right into the palm of the hand, 
has been added to the lubrication 
equipment line. Made of light alu- 
minum, gun will store 4 oz. of any 
type of grease and can build up a 





3,000-lb. pressure with just a fev 
squeezes. User can handle lube 
jobs with one hand by use of finger 
horn on top of gun. Universal Lu- 
bricating Systems, Inc. 


For more data circle No. 26 on postcard, p. 99 


Nylon Paint Brushes 


Specially designed for profes- 
sional painters, exploded-tip nylon 


brushes have tapered bristle ends 





to improve paint flow. Pliancy of 
natura! bristle is duplicated to pro- 
duce improved surface contact. 
Exploded-tip brushes for general 
consumer trade were previously in- 
troduced. Wooster Brush Co. 


For mers data circle No. 27 on postcard, p. 99 


Beverage Server 

Carafe Royale beverage server, 
recently introduced, can be con- 
verted into a regular coffee brewer 
by adding a stainless steel upper 
bowl, rubber bushing and stainless 
steel filter. An explanatory stuffer 
is packed with each Model DAW 
Carafe Royale to tell purchasers 
how to obtain double duty, as a 
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SYLVANIA HEAT LAMPS 


| are OT in this 


a “NEW COUNTER-DISPLAY 
package 


Scores af 
© household eee 


Here’s the hottest heat lamp deal you've ever seen— 
Sylvania’s new, compact, nine-lamp assortment—ready to 
display—ready to bring you a suggested list ot $15.45, 


With the Sylvania assortment, you use only 244 feet of 
counter space, to display six standard Sylvania Heat Lamps 
and three red-bowl, hard-glass lamps. 


Get your nine-lamp Sylvania Heat Lamp assortment and 
watch it move! With proper associated displays—watch it 
move other merchandise too—from nail polish and sham- 
poo to glue and paint. It’s displayed to move fast—it's 
priced to give you a good return. 


Place your order with your Sylvania supplier today. 


SYLVANIA ELectric Propucts Inc., 1740 Broadway, New 
York 19, N. Y. Ua Canada: University Tower Building, St. 
Catherine Street, Montreal, P. Q.) 














For double sales 
display Sylvania Heat Lamps 
with 


SHAMPOO ENAMELS 
NAIL POLISH GLUES 

? LINIMENTS COLD REMEDIES 
PAINTS HOBBY KITS 


27-inch width leaves 
plenty of counter space for 
associated displays. 





SYLVAN 


--- fastest growing name in sight 


LIGHTING ° RADIO . ELECTRONICS ° TELEVISION . ATOMIC ENERGY 
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WHAT'S NEW 








® For more information on these products and services 
use free post card on page 99. 


brewer, from the server: because 
the carafe is made of heatproof 
glass, it can be used as the lower 
bowl of the coffee brewer. The 
carafe consists of a 12-cup glass 
serving decanter and retails for 
$6.95. Cory Corp. 


For more data circle No. 28 on postcard, p. 99 


Caulking Gun 

An air pressure caulking gun ap- 
plies caulking compound in consid- 
erably shorter time than hand-oper- 
ated guns and injects caulk deeper 
into the area for a tighter seal. 
The No. 55 air pressure gun holds 
15 cu. in. of caulk. The gun barrel 
is 14 in. long and 2 in. in diameter. 
Gun may be powered by either gas- 
oline or electric compressor and de- 
velops from 40 to 110 lb. of air 
pressure. Loading rod retracts into 


the gun after loading is finished, 





Class Towel Bars 











with a quantity demand 


when vou stock Kimble 


They are made in a wide range of 


KIMBLE GLASS BARS 


sO no rod protrudes from back to 
interfere with operation even in 
tight quarters. Calbar Paint & Var- 
nish Co. 


For more data circle No. 29 on postcard, p. 99 


School Lunch Kit 
New Davy Crockett school lunch 
kit contains a Holtemp brand 10- 





A bar for every purpose, a price for every purse 


KIMBLE GLASS BARS 


You carry a quality line 


sizes and styles to fill every customer's 
need. They are designed to give the 
maximum of consumer value but 
priced to stimulate sales and give you 
high profit margin. 


AN (1) PRODUCT 





Don't delay. place vour order toda\ 


oz. vacuum bottle equipped with 
Polly Red Top stopper and pouring 
lip. Both the kit and the bottle 
are in full color with action scenes 
from authentic Davy Crockett art. 
Kit has forest green border with 
silver center section. 
Thermos Bottle Co. 


For more data circle No. 30 on postcard, p. 99 


American 


Sliding Door Pulls 


The announcement of an addi- 
tion to the line of flush sliding 
door pulls of the H. B. Ives Co., 
published in the June 23 issue, 
page 118, carried the incorrect il- 
lustration. The illustration in that 
issue is an edge pull. 


For more data circle No. 31 on postcard, p. 99 


Planer Chain 


An improved double 
planer 


cutter 
chain, capable of cutting 
cleaner, freer and faster, fells and 
bucks all types and sizes of timber. 
Extra strength is given chain by 
the double cutter design, which has 
a non-clogging, planer action that 
affords a longer cutting life. Chain 
is available in standard ready-cut 






with your wholesaler or write for one 
nearest you. Address Kimble Glass 
Company, subsidiary of Owens- 
Illinois, Toledo 1, Ohio. 


Owens-ILLINoIs 


GENERAL OFFICES - 


TOLEDO 1, OHIO 
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with 
round nose bars. Prices range from 
$13.75 for 12 in. capacity to $55.20 
for a 78 in. capacity. Chain may 
also be obtained in 50 ft. and 100 
ft. reels. Mall Tool Co. 


For more data circle No. 32 on postcard, p. %9 


lengths for all chain saws 


Laundry Tray Pump 

Model No. laundry tray 
pump is for the disposal of waste 
water where there is no sewer or 


H400 


where the washer is below sewer 
lines. A part of the Rapidayton 
line, the pump is installed directly 
to the discharge line from the tubs. 
It can be located beneath the tubs, 


out of the way. Pump has 1/3 hp. 





motor and a capacity of 1,500 gals. 
per hour at a 15 ft. discharge head. 
The suction pipe connection is 134 
in. Shipping wt. is 30 lb. Dayton 
Pump & Mfg. Co. 
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Decorative Adhesive 
Offered in a convenient nine-ft. 
roll, in addition to bulk packaging 
for “spot” sales, Marvalon adhesive 
veneer has special backing to ad- 
here to any flat surface without 
heavy pressing. Veneer may be 
ised for decorative purposes such 
as covering cannister sets, book 
shelves, kitchen walls and cabinets, 
table tops, picture frames and other 
Material is of 


vinyl plastic, latex and cellulose. 


household pieces 
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Available in a complete color and 
pattern line of solids, pastels, 
checks and special designs, Marva- 
lon prices range from 59¢ per vard 
to $1.89 for a nine-ft. roll. Kim- 
berly-Clark Corp. 
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Glass Nursing Bottle 

A Pyrex glass heat - resistant 
nursing bottle features a 
cap that protects the nipple from 
the time unit is 


rubber 





sterilized until 


baby is fed. Bottle is oval, of a proof base. Protective rubber cap 


non-roll shape and has a wide tip allows store 


mothers to prepare, 


SCHLAGE 


TOOL KIT 








meets every 
installation 
requirement 


it's complete . 
hlage s new No. 106? 


4 x , CoONnrains Tele t>? hea specio 


developed Schiage tools eecea 
tat tas? ‘ rr f e on ; on - rore 
nstallation ryt any Se niage si 


ony wood aqoor 


It's compact 


ggedly built of steel, easy to car 


fram mr v4 my f . "yoo 
‘ it a ; ' ; 
a riare " ry ; ‘Al herr 
Cc € » ACG} CU MN 
, rv 
? Oce¢ ¢ .. [(O:'a er 


ONE KIT serves all three installation needs... 


@ Standard All you have to do is determine @ Replacement schiage installation tt 
the height of the lock installation Schiage s make it possible tor you to replace other type 
boring '"g 2 sjtomaticaily positions iock and cks easier and taster thon ever bDetor: 
latch holes, makes boring easier ond taster oper Dp brand new mores . 
than ever before . 

f f n re D0 ‘ x 
Long Backset The new 5” bockset quide these Schiage-de if VV 
provides sola support tor boring 5" pockset c isc ocr sallatior 4 
installations in hollow core doors regardiess profit opportunities { kad 
of the lock block position. For bocksets longer the result ws alwoys a perfect ‘ ge y 
than 5”, the extra long iatch hole guide on nstaliation ock moaintenonce ; 
the boring jig assures perfect alignment minimized your customers ar 


And it's a profitable sales item 


¢ ‘ 
> 7 
Z me new or oae é¢ a 4 '*~ ‘eh r Ae 7 
¢ ond aorpenter 1p Trew mre 
hioae OcKs Dy renting orf Arrir : ’ twas 


GET THE FULL STORY 
Descriptive Folder 625-C-8 
fustrotes ond dcestcribes each too 
shows how they ore used 

r every type of lock installation 
Ask your iobber tor i+ today 


SCHLAGE 


SCHLAGE tocrtK« COMPANY 
SAN FRANCISCO « NEW YORK « VANCOUVER, CANADA 
Writeto Schlage lock Compony, San fFrancizsce 
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and feed without touching the 
nipple. When bottle has been pre- 
pared, nipple is put into place and 
it is not disturbed at feeding time 
when the protective cap is _ re- 
moved. Leak-proof bottles sell for 
39¢ at retail for the 8-oz. or the 
4-0z. juice size. Glass 
W orks. 


For more data circle No. 35 on postcard, p. 99 


Corning 


Paint Remover 

Rinse-Away remover softens old 
paint, varnish and stain. When old 
finish is softened, it can be taken 
away with a sopping wet cloth, 
leaving surface ready for refinish- 
ing. Neither steel wool nor sand- 
paper is needed; the remover is 





non-inflammable and has a pleasant 
pine aroma. Watered-down solu- 
tion may be used as a paint clean- 
er. Remover retails at $1.98 a 
quart. Gillespie Varnish Co. 
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Roof Cupola 

Only a screwdriver and a ham- 
ner are needed to install this cup- 
ola on a roof. Nails, screws and 
ready-cut No. 1 pine lumber, plus 


complete instructions, are _ fur- 
nished. Cupola, which is packaged 
in individual cartons, is 30 in. high. 
The roof is 23 in. square and the 
base 19 in. square. Retail cost is 
$19.95. Williamsburg Blacksmiths. 
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Children's Velocipede 
Seven different models are avail- 
able in the 1955 velocipede line, in- 
cluding the Model L-450 super 
deluxe velocipede. Built of heavy 


gage steel, velocipede has green 
frame trimmed with red and 
white; fenders and handlebars are 
chrome - plated. Handlebars 
chrome - plated knuckle 
Murray Ohio Mfg. Co. 
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have 
guards. 


Roofing Nails 

Featuring the head integrally 
riveted to the stem, this roofing 
nail has a rigid curved head in 1- 
in. diameter, to resist curling when 


driven. It has a burrless diamond 
point. Fan-Tite roofing nails are 
available in three lengths and in 
galvanized, copper-coated or 
finish. Fanner Mfg. (oO. 
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plain 


Liquid Detergent 

Sparkle liquid detergent for car 
and home washing cleans and 
shines in one operation. No wiping, 
polishing or buffing is necessary. 
Detergent contains A. N. O. addi- 


eur D peTence”” | 
tr Car and 
‘ome Washi 


By 


“Wey an hrigiet’ 


tive which produces bubbling foam- 
action, washing dirt and gi e 
away. Retails at $1.59 for 16-0z 
bottle. Osrow Products. 
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Bottle Stopper 

wheel grip bottle 
stopper fits all crown bottles and 
cans, and is leakproof and airtight. 
The finish is in rustproof chrome. 
Called the Dapper Capper, stopper 


Over-sized 


retails for 25¢ and comes in three- 
color self-sales cartons of 12 or on 
individual three-color cards. Acme 
Metal Goods Mf a. Co. 
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Vinyl Weatherstrip 


Pure 


vinyl weatherstripping, 


Seal-o-frame, does not crack or 
become brittle in winter, or soften 
in summer. Easily installed by cut- 
weather- 


stripping may be used on all hinge- 


ting to proper lengths, 
type metal windows to seal out 
cold, dust, and wind-blown rain or 
snow. No adhesive usually needed, 
and stripping permits silent clos- 
ing. Packaged in 20 ft. lengths, 
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“You can sure feel 
the difference!“ 


7 


ry 
» “4 


says Henny Mozzone of Mainline 
Hardware, Bala-Cynwyd, Pa. 


Mr. Mozzone ran several cuts on four 
well-known, but unidentified, brands of 
single-strength window glass. Each was 
marked A, B, C or D. He picked brand 


D every time. “You can sure feel the 


\ 
— a 
ae 


me 
fu Sw 
“ Be 


difference—this brand is by far the 
easiest to cut!” 

Brand D was L’O-F. This is no iso- 
lated case. 28 out of the 30 dealers who 
took this “Blindfold Test” picked 
L-O-F! 

L-O-F Window Glass is easier to cut 


into big pieces or little pieces It’s 


" 
=> 


easier to cut into angled or curved 
pieces. You can even cut off narrow 
strips with a light, easy stroke 

L‘O-F cuts easier because it is an- 
nealed more slowly, more patiently. 
That makes it less brittle and more 


‘even’’ in structure—so it’s a safer buy 


tor your customers, too. 








a a 


TRY THE ‘‘BLINDFOLD TEST’’ YOURSELF! yellow pages of phone books in many principal 
Cut |-O-F first. last, or in between the other cities throughout the country And send tor your 


brands. Run any kind of a cut you want. You'll free booklet-—‘‘For Greater Profits in Window 


Glass.” 


see why you have fewer bad cuts, less waste 
and more profit with L-O-F. 

Call your nearest L-O-F Distributor. These Write Libbey-Owens-Ford Glass Company, 
local businessmen are listed under “Glass” inthe 608 Madison Ave., Toledo 3, Ohio. 





LIBBEY-OWENS-FORD the easy-to-cul WINDOW GLASS 
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average-sized 
windows, and retails at $1.29. 
Dye } P; oducts (o. 


enough for several 


Por more data circle No. 42 on postcard, p. 99 


Engine Recoil Starters 
Pulley starters on all lightweight 
model SLV engines can now be re- 
placed with recoil starters without 
altering the blower housing in any 
way. All SLV engines are manu- 


factured with four holes in the 





hiows r housing SQ that recoil Star.- 


ers can be mounted in 


position 
imply by inserting four screws in 
the prepared holes. Lauson Co. 


For more data circle No. 43 on postcard, p. 99 
o 
Reflecting Markers 
Numbers and figures that reflect 


even in faint light at night 
been added to the regular 


have 
line of 
house numbers. A coating of thou- 
sands of mirror-like glass globules 
on an aluminum base provides visi- 
bility for up to 500 ft. Markers 
are available in 3-, 4- and 6-in. 
standard embossed letters and fig- 
Premax Products, Div. of 
Chisholm-Ryde r Co.. Ine. 


ures 
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Liquid Rug Cleaner 

Nylon, rayon, cotton and wool- 
blend fabrics may be cleaned with 
a new liquid concentrate detergent 
which minimizes the special prob- 


4 


es 










cleaning cottons and syn- 
carries directions 
of the detergent 
which supplements the company’s 
existing product for cleaning rugs, 


lems of 
thetics. Label 


for application 


carpets and upholstery. Glamoren: 


Ine. 
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.22 Caliber Rifle 

Completely new from end to end, 
target rifle with pre- 
cision ammunition to match is des- 
ignated the Model 40X. Ammuni- 


a .22 caliber 





tion is Remington and Peters .22 


caliber. Model 40X has a built- 
in bedding device. The “tuning 
screws’ may be adjusted with a 


small screwdriver, bringing an im- 
adjustment un- 
Trigger 
adjustable by 
Rifle is produced 
in both heavy barrel and standard 


portant 
der the 
pull is 


accuracy 
shooter’s control. 
externally 
click adjustments. 


barrel models. Heavy barrel weighs 


two pounds more than the stand- 
range from $95.35 
sights, to $137.15 with 
Remington Arms Co., Ine. 
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ard Prices 
without 
sights. 


Appliances in Color 


Pastel colors have been added to 
steam and dry 
makers. Pink, yellow, 


blue pastels have been added to the 


irons and to coffee 
turquoise and 


handle and cover knob on the 
coffee maker, and to the handle and 
top of the iron base on the iron. A 
silversmith 
the coffee maker 
models in each line are still avail- 


DaASe, 


finish is retained on 


body. Ebony black 
able. Prices have not been increased 
for the color 
priced at $17.9 
$29.95. 
Ine. 
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Stationary Power Tools 


To meet demand for home work- 
shops and the do-it-vourself trend, 


models. lrons are 
5, coffee makers at 
National Presto Indust ri¢ s. 


a line of power tools has been de- 
including 4 and _  ©6-in 
planers, an 18-in. jig saw, 


veloped 
jointer 


a 10-in. band Saw, a 1-in. helt 





sander, a 12-in. drill press, an 8-1n. 
standard tilting arbor saw, an 8-in. 
deluxe tilting arbor saw which is 
illustrated, and a 10-in. deluxe 
Toro Mfq. Corp. 
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tilting arbor saw. 


Television Receivers 
Kighteen television receivers are 
being introduced, including 24-in. 
automatic clock 
console 
models. range in list 
price from $129.95 to $319.95. Two 


models 


models. sets with 
timers and 
New sets 


swivel-base 


clock-television have been 
second set 
application, with prices starting at 
$99.95. A 14-in. portable TV has a 
clock with automatic 
ming, weighs 35 lb. and retails 


added to the line for 


“ . ’ 
iminous dia! 


1955 


HARDWARE AGE, ALGUST 4, 


Scoren Masking Tape 


in hondy dispenser pockages 


scorn 






. increase 
your turnover on high profit ““SCOTCH” Brand Masking Tape 25% 
or more. Two new merchandising display deals make it possible: 


Ease the squeeze on your counter space (or hang on wall 

















DE \ L. H-3 (at right.above): Designed 


primarily 


DEAL H-4: high 


paint and painting products traflic. A 


lor stores having 
lor spotting about the store 
to cash in on impulse buying of the 


complete Masking Lape “Department” 


“do it vourself’’ trade. Contains 48 in less than a square foot of space! 
. ° assorted rolls of “SCOTCH” Brand Contains 48 assorted rolls. including 12 


Masking Tape in new cutter-edge boxes. professional size 60 yd. rolls, all in 


Sturdy wire rack requires less than one cutter-edge boxes. Wire rack included 
square foot of counter space—you getit free. Your cost for tape alone, $29.68 
FREE. Your cost for tape alone, $18.96 on single deal; your profit, $14.84! 

on single deal; your profit, $9.48! 

The term “SCOTCH” and e piaid dessen are registered trademarks of Minnesota Mis g and Ma 


ing to. ™t Pan! 6, Mina bap rt “ale Ofliee v3 Park Ave New y rk io. \ y in { 


Lendon (interrve 


mnada: P 0). Bos 
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New Masking Tape displays take 


of space...increase sales 25% or more! 


PRODUCT OF 


RESEARCH 





less than foot 


Merch: indising tests show these 


re’ Ww 
dis play de als (anti boost masking Lape 
sales 25% or more’! And remember: 


“SCOTCH” Brand Masking lape , 


advertised regularly in leading 


nationa 


consumer and trade publications. It 
the leader Im custome! prelerence oe 
it can be Vou! leader if} profits! 


Ask Vout! 
new deals HH. 


regular wholesaler about 


Sand H-4' 


> v 
Rt. 
ne 
a 










dispenser! 








WHAT’S NEW 








® For more information on these products and services 
use free post card on page 99. 


for about $129.95. Two new low- 
level television sets are in the line. 
General Electric Co. 
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Metal Fireplace Unit 
Several sizes and styles of metal 
fireplace units are available for 
making a do-it-yourself outdoor 
barbecue. Units have sturdy angle- 
iron frames with cast iron grates 





Con- 
Majestic 


doors. 


simplified. 


and draft-regulator 
struction is 
Co., Ine. 
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> 7 7 
Pink Kitchen Utensils 

New items in pink kitchen uten- 
sils are being introduced. The line, 
called vogue pink, includes perco 
lators, dish 


o-Wway 


pans, covered pots, 
cookers, tea 


kettles, covered Winsor sauce pans, 


combination 


frying pans, and three-piece sets 
of Winsor sauce pans. Prices range 
from 39¢ to $2.19, retail. Federa 
Enameling & Stamping Co. 
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Butt Hinge 


A builder’s special full-mortise 
butt hinge, known as the 540 
series, is made in both square and 


Q Iles 





7 


round corners, has full-size pin 
with flat button tip, and full-size 
knuckles. Hinges are swaged to 
standard specifications and are 
de-burred, and _  fur- 
either electroplated dull 
brass or bonded prime coat. Packed 
one pair with screws, or in bulk. 
Griffin Mfg. Co. 
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completely 
nished 


Clothesline Reel 


“Revolvo-Reel” holds up to 200 
ft. of clothesline, is light in weight, 


ehromed over nickel and resists 





a 


7 


rust. Also may be used for fishing 
lines, kite strings and chalking 
lines. Retail list price is 98¢. John 
Badal. 
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* 
Hickory Mallets 

Four popular sizes of mallets, 
154x4 in. to 24%x5% in., are avail- 
able. Mallets are made of hickory. 









They have uses in home workshops, 
on the farm, in industry, for 
plumbing, and in garage and ser- 
vice stations. They are packed four 
of each kind in a display carton. 
Each size has a different color 
LaPierre-Sawyer Handle Co. 
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NEW EQUIPMENT 


New cost saving equipment 
for the store and warehouse 





Label Attacher 


Here is a portable label attacher 
that can dispense blank labels or 
that can print labels as they are 
applied. Tapes, in white or colors, 
can be pre-printed with a company 
name or other information. The 
labels can be used for price or size 
identification of merchandise, for 
instructions and many other uses 
around warehouses and 
The Trig-A-Tape Corp. 
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stores. 


Automatic Dispenser 


Here is an automatic tape dis- 
penser that dispenses, moistens, 
measures and cuts off gummed tape 
from *%4 to 1% in. wide and from 
2 to 7% in. long. It is available in 
several finishes. Lipton Mfg. Co. 
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Store Light Fixture 

If you are considering store light- 
ing fixtures here is a new series of 
fluorescent fixtures featuring a one- 
piece all plastic shield. The entire 
fixture is bright and gives off a soft, 
diffused light. This is the Scott 
Sylvania Electric Products. 


ine. 
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Everybody’s singing 
the praises of 


DAVY CROCKETT! 


Say 
ae 
-_ ’ 





Quality iS 
the best basis 
tor building big 


. business! Build 





as. 


bigger sales - 


by giving your 
customers the chance 


TO BUY THE BEST! \ 


There is no better calking compound in the world than PECORA 
calking compounds. Put in a dramatic display of these handy con- 
tainers and they'll move fast! And, what's more, your customers 
will appreciate that you offered them the same high quality for 
“Co-lt- Yourself” use that architects and builders have been speci- 
fying for yeors. Display literature available without cost. 








PECORA PAINT CO., INC. Overnight a name becomes magic, and every- 
vemiees Reece te Philsdeiphia 40. Pa thing associated with it gains in both popularity 
| and sales appeal. 


Why not cash in on the current rage for Davy 
Crockett? Cash in with the famous Hill Hickory 
“DAVY CROCKETT” handle ...a_ hickory 
handle famous in 37 nations for greater natural 
toughness and resiliency to impact shock. Then 
you, too, will sing the praises of Davy. 





SEND THE COUPON TODAY 
FOR FULL DETAILS AND PRICE LIST 





- TOOL HANDLES 


HOLTHOUSE & HARTUP, INC. 


WAYNESBORO, TENNESSEE 


Please rush full details on your DAVY CROCKETT line 
of hickory handles. 





SEND FOR THIS FREE BOOKLET! 


It contains detailed information THE 


on advantages of the new No. 142 
Oster Featherweight Champ”; 
shows construction features, 





ieee | 


| 
| 
| 
i 
| 
Cee weeuw awww eee eww eww ee ee 


NAME 
specifications, and time-study MANUFACTURING CO. 
comparison of this labor-sav- ental tant a ae, STREET —__—__—__— — 
ing. ,ortable ipe thr -ader. New York Factory Branch Sea! 
< Bt Wilh on ton . , and Service. 25-36 Jackson ates CITY ——__—- ZONE STATE ——— 
end for your copy today! Long Island City 1, N.Y 

M bber i os 
BUILDERS OF COST-REDUCING THREADING EQUIPMENT SINCE 1893 ow = 
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TO HELP YOU SELL 








(Continued from page 13) 





age, which can be split to make 
two eqgual-sized packs, has 16 steel 
wool fold-over pads and is available 
in all grades from 0000 to 3. Cleans- 
er Products, Div. ofS. O. S. Co. 
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Drill Information Chart 
Answers to any drill question 
concerning sizes and drill uses are 
available on an information chart. 
High-speed drills and taps and dies 
are listed in separate sections of 
the chart. Chart is printed on self- 
adhesive paper and may be ob- 
tained, without charge, upon re- 
Henry L. Hanson Co. 
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quest 


Tool Merchandiser 


A display requiring a minimum 
of window or counter space, Model 
U-1136 merchandiser, features U-3 
'4-1in. utility drill, No. 44 orbital 
sander, and the 6-in. heavy-duty 
circular saw. Merchandiser, in 
orange, is of lightweight steel and 
measures 24 in. wide, 8°, in. deep 
and 15%, in. high. Shipping weight, 
including tools, is 364 Ib. Cus- 
tomers may handle tools, which are 





1i2 


easily accessible on merchandiser. 
Display card on top may be 
changed seasonally. Rack on back 
holds supply of give-away litera- 
ture. Black & Decker Mfg. Co. 
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Spray Snow Packaging 
Frosty Snow push button spray 
is now packaged in a king-size, 16- 
oz. aeroso!] can. Container has rein- 
forced side seams and is 7% in. 
high. With each king-size Frosty 
can the purchaser gets a free deco- 





rating kit of 20 stencils. Suggested 
retail price for the new 16-oz. can, 
with free stencil folio, is $1. Bost- 
wick Laboratories. U. 3. Packag- 
ing Corp. Div. 
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Bicycle Catalog 

Full color, eight-page catalog 
carries illustrations and informa- 
tion on bicycle models available, 
including the Huffy - Customliner 
line. Photos show outstanding fea- 
tures, accessories and optional 
equipment. Catalog includes age 
and height chart for proper fitting 
of bike to child. Huffman Mfg. Co. 


For more data circle No. 62 on postcard, p. 99 
Plastic Sign Display 

A display which also contains 
stock, known as Lume-A-Lite, has 
plastic letters and numerals 
mounted on a standard rural mail- 
box for store use. Black plastic 
letters and numerals have a raised 
reflecting silver color, visible day 
or night. Backup stock is carried 
in the mailbox, properly cataloged 
and divided. Furnished with dis- 
play are number frames of black- 





a) 


finished, redwood. 


weatherproof 
Midwest Plastics Mfg. Co. 
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Plywood Handbook 


Profusely 


illustrated and in 
color, the 1955 Weldwood Catalog 
features 105 products as a hand- 
book for the architectural profes- 
sion, and the woodworking, build- 
ing and cabinet-making trades. A 
section is devoted to softwoods, 
and another to hardwoods. United 
States Plywood Corp. 
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Cutlery Catalog 

The full line of cutlery available 
is described in a new 40-page cata- 
log. Products listed include pocket 
knives, household cutlery, carving 
and steak knife sets, hunting and 
fishing knives and axes, shears and 
scissors and professional cutlery. 
W. R. Case & Sons Cutlery Co. 
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Faucet Aerator Display 


Bubble-Stream faucet aerators 
are presented on display cards with 
clear plastic bubbles through which 
customers may examine aerators. 
Packed 12 cards per carton, dis- 
plays are available for two aerator 
types: Model No. K-100, for fau- 
cets with outside thread, and Mod- 
el No. K-107, which fits all faucets. 
Wrightway Engineering Co. 


For more data circle No. 66 on postcard, p. 99 





(Resume reading on page |4)} 


HARDWARE AGE, AUGUST 4, 1955 















customers will grab the solid brass ring...and BUY 





x 





ALL-WEATHER 
al a BOX 


This new, king-size mail box is fast becoming a 
king-size seller, too! Of black-matte-finished 


‘ on ee CET THIS DISPLAY FREE heavy gauge steel, with solid brass ring and trim, 


desiqned by Charlies Masse 
tenet bed tor 





over 17” long—$8.95 retail with full mark-up 





' the new Griswold mail box is big enough and 
‘ with your initial order of one dozen sturdy enough to hold several over-sized maga- 
Griswold Ranch-Style Mail Boxes zines at one time—plus small packages and mail 


And, what’s more, its exclusive automatic clos 
ing assures all-weather protection for all your 


G R | Ss WoO a Db mail and magazines. 


MANUFACTURING CO. “al 
ERIE, PENNSYLVANIA By the makers of famous Griswold cast-iron skillets 


GLOBE 


ROLLER SKATES 


















makes 


S 


Built to sell faster... packaged to 
sell faster... priced to sell faster! 


you can depend on 


GLOBE- UNION INC. 


MILWAUKEE “ 











oraeeoen sr ove ‘comer an? 
‘ss @ t*ee#ee ce 5 Se . eer 


Shipping Points — tes Angeles, Calif, * Denville, N. J. * Milwovkee, Wis, 
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DEALER BRIEFS: 





Highcrest Store Features Self-Service; 
Towers Hardware Holds Formal Opening 


Rockford, Ill. — Self-Ser- 
vice will be featured at the 
new Highcrest Hardware 
store, located in the High- 
crest Shopping Centre at 


Highcrest and Alpine Rds. 
Thomas S. Harvey and Mrs 
Lurrie Holm are partners of 


the store. 

The store will also feature 
a tube mixing system which 
will allow patrons to select 
a color scheme from 150 
colors. 

Mrs. Holm has been as- 
sociated for the past 13 
years, along with her hus- 
band, Henry, with Shapleigh 
Hardware Co., St. Louis, 
wholesaler. 

Mr. Harvey was formerly 


a dealer sales representative 


for the Sherman-Williams 
Co. in Cleveland, and up- 
state New York. 

Ft. Worth, Tex.—Cottage 
Hardware and Variety Store 
at 5533 James Ave., opened 
recently 

Ray Huffman is the store 


owner’. 
Mrs. Beatrice 
co-managers. 


his son, Mickey, and 


Blanton are 


Jackson iii¢. F ia. _ Towers 
Hardware Co. at 1055 Park 
St., recently held a formal 


opening of its remodeled 
store, 
Fixtures in 


of the 


the store are 
open display type. 
Related merchandise are lo- 
cated together. Color and 
light has been used to define 
departments. 

The exterior of the store 
has been modernized with a 
new facade. 


Lincolnton, N. C.—A new 
retail hardware store has 
been opened by Cronland 


Warp Roll Co. East of Lin- 
colnton on the Charlotte 
Highway. 

The store contains 5,000 


sq ft of space and will carry 

a complete line of heavy to 

builders’ hardware, and also 
(Continued on page 116) 


H. L. Judd Div. 
Opens New Showrooms 


New showrooms of the H. 
L.. Judd Division of the Stan- 
ley Works were opened re- 
cently in the Empire State 
Building in New York City. 
Members of the trade were 
invited to special showings 
of the drapery hardware dis- 
plays of complete units and 
component parts mounted on 
wall units. 


Pittsfield Hardware Wins Shapleigh Contest 


Pittsheld Hardware, 
saler, 
to Ralph Nations, 


Okla., 
A. Beattie Hardware, 


Pittsheld, Ill., 
of $100 in the Shapleigh Hardware Co., St 
promotion contest for Keen Kutter Cutlery. 
is Pittsheld Hardware's display. 
McCracken Mitchell 
and third prize of $25 was awarded to Charles 
Sparta, 
states participated in the display contest. 





has won first prize 


, Louis, whole- 


Shown 
Second prize of $50 went 
Co., Okmulege, 


Ill. Retailers from eight 
They were re- 


quired to feature Keen Kutter and Old Hickory cutlery. 


1,000 Dealers Attend Geo. Worthington’s 
Toy and Gift Show; 44 Mfrs. Represented 


The 21st Annual Toy and 
Gift Show of the Geo. 
Worthington Co. which toox 
place July 11-29, was the 
largest of its kind ever held 
by this Cleveland wholesaler. 

About 1,000 dealers from a 
ten state area viewed dis- 
plays of holiday merchandise 
and toys covering 22,000 sq 





View of one section of Geo. Werthington's Toy and Gift Show. 
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ft of space on two floors at 
the firm’s Cleveland ware- 
house. One floor was devoted 
to toys and the other to gift 


merchandise. The show in- 
cluded exhibits from 44 
manufacturers. 

The show also served to 
introduce Geo W orthing- 
ton’s Dealer’s Consumer 


Catalog program. 
rotogravue catalogs are 
available to dealers in two 
forms—a 24-page Gift Cata- 
log, and the Gift 
with a 16-page toy 
insert. 

The company 
printing about 
five hundred 
these catalogs. 

As part of the 
program, Geo. 
will also provide dealers 
with a_ silk-screened store 
and window display kit. 

A separate toy catalog is 
provided dealers this year. 


These 


Catalog 
section 


anticipates 
one million 
thousand of 


consumer 
Worthington 
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New President of 
Bluefield Supply Co. 


Lon M. Rish has 
president of 
Supply , Wholesaler of 
Bluefield, W. Va., and its 
four subsidiaries, to become 

chairman of the board. 


resigned 
Bluefield 


‘ 
as 


('o. 


him presi- 
dent of the parent firm and 
the associated com- 
Dixie Appliance, 
Stores and 
Supply 


Succeeding as 
three of 
panies 
Clark 
Automotive 


Counts 
Com- 


panies—is J. Taylor Frazier, 
formerly vice president and 
general manager of Blue- 
field Supply. 

H. D. Anderson 
made president of the com- 
pany'’s fourth and largest 
subsidiary, Rish Equipment 
Co. 

Other changes 
include the election of H. L. 
Whitenack as vice-president 
and treasurer and Harry H. 
vice - president 


has been 


personnel 


Lawson 


as 


and secretary. 





J. Taylor Frazier, left, new president of Bluefield Supply 


Blueheld, W. Va., 


oo 


wholesaler, with Lon M. Rish, 


right, former president and now chairman of the board. 





W. B. Sebastian With 
May Hardware 60 Years 
Sixty years in the hard- 
ware industry, and with the 
same company, was the mark 
William B. 

salesman for May 


, . + . 
set recentiyv Dy 


> 


. . 
, . ‘- ¥ 
Sebastia 











WILLIAM B. SEBASTIAN 


HARDWARE AGE, ALGLUSI 


— a ee - —— —s 


Hardware Co., wholesaler at 
Washington, D. C., and mem- 


ber of the HARDWARE AGE 
50-Year Club. 
Mr. Sebastian, now 82 


years old, went to May Hard- 
directly from high 
school on July 2, 1895 as the 
company’s first typist. He 
worked at various posts as 
the company grew and be- 
came assistant to the director 
of buying. 

Mr. Sebastian asked to be 
appointed a salesman in the 
1920s and found that 
had real talent for the 
work. And a salesman he 
has been ever since. Current- 
ly, his territory is Arlington 
County, Va., a fast growing 


ware 


early 


he 


community the river 


from Washington. 


ACTOSS 
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Reliable Hardware Stores Cooperative 
Started by Eleven Syracuse, N.Y., Dealers 


Operating as Reliable 
Hardware Stores, 11 inde- 
pendent dealers in Syracuse, 


N. Y., and vicinity have 
started a cooperative adver- 
tising and promotional pro- 
gram. Aimed at meeting 


competition from larger out- 
lets and to build 
traffic in individual 
the group publishes ads every 
week in the Syracuse Herald- 
Journal under 
name and emblem. 

Each participating 
has a sign identifying it as 
a Reliable Hardware Store. 
Window and counter display 
cards show specimens of the 
current ad. 


greater 


stores, 


the group's 


store 


The group, headed by 
Glenn Trew, Trew Hard- 
ware, 1935 S. Salina St., 
Syracuse, has plans for a 
one-year program to use a 
minimum of a quarter of a 


page ad each Friday through- 
out the year. 

Member stores’ weekly 
dues pay for the advertising. 


Reliable Hardware Stores 
members meet once a month 


to select items to be featured 
the next month. 

A representative of Rose, 
Kimball & Baxter, Inc., E!- 
mira, N. Y., hardware whole- 


saler, attends each meeting 


RELIABLE 


HARDWARE 
STORES 





Emblem used on the stores 
and in advertising materia! 


in an advisory capacity for 
both selection and pricing of 
specials. 

The initial ad with the 
head, “By this shield you will 
showed the 
group's emblem and a photo 
of each member. A brief com- 


know them,” 


ment from each member was 
included with the photos. 
The first the 
statement “Every resident 
throughout Greater Syracuse 
recognize these member 
established in 
respective communities, 
have continually endeav- 
to the patronage 
and loyalty of our customers. 
“In our to 
maintain a high standard of 


ad carried 


will 
stores. Long 
our 
we 

ored merit 
determination 
quality and service, we have 
joined together as an organi- 
zation to increase our buying 
and through such 
economies bring to the public 
the best in hardware, 
home needs and equipment, 
at the lowest possible prices. 
Watch for our regular weekly 
offerings in the Herald- 
Journal,” 


power, 


very 


Tracy-Wells Announces 
Housewares Show Date 


The Tracy-Wells Co., 
wholesaler of Columbus, O., 
will hold its second Annual 


Housewares and Gift Show, 


Sunday, August 28, to 
Wednesday, August 31. 
Dealers in the Ohio, Indi- 


ana, West Virginia and Ken 


tucky areas will attend the 
show, 

Manufacturers’ representa- 
demonstrate regu- 


merchandise 


;} 
tives Wiii 


lar and new on 
display. 

As in last year’s show, the 
top door prize will be a 
“Weekend at the Waldorf” in 
New York City for a dealer 


and his wife. 
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News of the Trade 


Western Hardware Company Formed As 
Dealer-Owned Wholesaler; Has 25 Members 


A dealer-owned wholesale 
firm, Western Hardware Co., 
has been formed by a group 
of 25 Arizona retai) dealers. 
The company will be located 


at 441 W. Madison Ave., 
Phoenix, in a 12,000 sq ft 


warehouse. 
Arnold E. Poole, formerly 
with O. S. Stapley Co., and 





ARNOLD E. POOLE 


division, Ari- 
zona Hardware Co., Phoenix, 
is president and 

manager of the firm. 


its wholesale 


general 


Reineman Hardware 
Wins Display Contest 


Ek. C. Karstedt, Reineman 
Hardware Co., Burlington, 
Wis., has won a $1000 United 
Savings Bond as 
grand prize in the 1955 Elec- 
tric Fan Display Contest. 

This 
by the electric fan section of 


States 


contest 18 sponsored 


Seervsvenensiee 


s. © 


Mr. Poole spent 135 years 
with Sears, Roebuck, four as 
store manager, and for four 
years operated his own retail 
store, in addition to 
vice with O. 3. 

According to 
Western Hardware 
the pattern of 
dealer-owned wholesalers. 

The charter group of 
dealers is represented by the 
following dealer directors: 

A. F. Sine, Sine Hardware 
Glendale; C. P. Brice, 
Peoria Hardware & Tractor, 
Peoria: W. T. James, James 
Hardware & Plumbing, Bis- 
bee; W. J. Spring, Spring 
Hardware & Supply, Tucson; 
Choate, Choate’s Hard- 
Tucson. 

Also I. R. Gammage, Scotts- 
dale Hardware; W. H. Swit- 
Jr., Switzer’s, Flagstaff: 
Clem Christison, Six Points 
Hardware, Phoenix; Rodney 
Crowe, Crowe Lumber Co.., 
Phoenix. 

Each dealer owns an equa! 
the company. 


Man- 


his 
Stapley. 

Mr. Poole, 
will fol- 


othe: 


Ssel- 


low 


Co.. 


ware, 


Zer, 


share in 


the National 
ifacturers 


Klectrical 
Association. 
“May Days are Fan Days,” 
the contest slogan. This 
slogan appeared on a window 
streamer which 


contestants 
were required to use in thei 
Windows. 

There 


the contest. 


445 


double 


were entries 


the num- 
last 


ber of year. 


ee 


Schoelikopf Co. Holds 
Dealer Sales Meeting 


Housewares retailers at- 
tending the Schoellkopf Co., 


wholesaler of Dallas. Tex.. 
recent sales conference in 
Dallas. heard their fellow 


tradesmen criticized for lack 
of emphasis on personality in 
sales training. 

Speaking at a luncheon 
during the all-day conference 


attended by more than 200 
North Texas hardware and 
housewares dealers, Bruce 


Burgess, vice president and 
merchandising manager of 
Union Fork and Hoe Co., Co- 
lumbus, O., urged more em- 








DE 











RS BA: vt 

Nw. os FRA. | 
‘ f og | mie 
1 iv 


intensified sales 
training of personnel. 

He said many dealers 
maintain a don’t-care atti- 
tude in this important area 
of selling. 

A major part of the meet- 
ing was devoted to class ses- 


phasi ~ on 


roo 


sions in product and sales 
training review conducted 
by manufacturers’ represen- 


tatives of such lines as Ekco, 
Mirro, Revere, Pyrex, Presto 
Cookers, Dille & McGuire 
mowers. 

Schoellkopf also displayed 
a new line of geiger counters 
and scintillators manufac- 
tured by Precision Radiation 
Instruments. 


ALER BRIEFS 


(Continued from page 114) 


gardening, sporting, carpen- 
try, household wares, 
Open display spaces will be 
featured 

Cliff Lowe is manager. He 
will be assisted in the hard- 
department by C 


ware raipy 





HARDWARE AGE, 


etc. 


Barker, Bobby Cronland and 
owner, Mr. B. M. Cronland. 

Arcola, Ill—About 1,350 
people visited the _ recent 
grand pening of Keith 
“versole Hardware. 

A wall cabinet ‘“Pan- 
tryette’ was awarded first 
prize along with 18 other 
prizes of place settings of 
dishes, mixers, thermobags 


and umbrellas. In addition. 
ball point pens, “kitchen-a 
migs,” ‘igars were 


away 


‘ ; 
an ‘ 


piven 


Florence, Ala. F 
pening of the new John 
Holt Hardware Co. at Pine 
and Tombigee Sts., featured 
string band music and cow- 
boy specialties. Awards in- 
cluded an electric range, 200 
ib of feed, five gal of paint, 
a doll for the girls, a guita) 
for the boys and candy for 
the kids. 

The 


_. 
piete lines 


o % 
ritiai 


store will Carry com 
if sporting goods 
builders’ - hardware, 
plumbing sup- 
plies and fittings, gift wares 


paints, feed and seed. et 


t Os, 


wer 
steel goods, 
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NEWS OF 


MANUFACTURERS’ AGENTS 


New Sales Agency 


Joe L. Blancett has 
cently etablished a manu- 
facturers’ agency at 1715 N. 
Spruce St., Little Rock, Ark. 
He will travel Kentucky, 
Tennessee, Alabama, Missis- 
sippi, and Louisi- 
ana. 

Mr. 
the 


re- 


Arkansas 


Blancett has been in 
hardware field for about 





JOE L. BLANCETT 
twenty years. For the past 
ten years he had been sales 


manager and buyer of the J. 


T. Lloyd Co., wholesaler of 
Little Rock. He has also been 
associated with the Fones 


also 
Rock. 


Hardware 


Hardware Co., 

of Little 
Simmons 

Léuis. 


Brothers 
a wholesaler 
and the 


(‘o.. St 


Capewell Mfg. Co. 


The Capewell Mfg. Co 
Hartford, Conn., has named 
the Rueger Co., Los Angeles, 
as exclusive manufacturers’ 


for 
Arizona, Califor- 
nia, Oregon and Washington. 

tueger Co. will carry com- 
plete stocks of Capewell 
products in Los Angeles and 


representatives Capewell 


products in 


San } rancisco. 


New Agency Formed 


Jack Broderick for six 
years representing manu- 
facturers to the _ sporting 
7oods jobbers in the seven 
southeastern states, and John 
Hinn, former saies manage! 
of Pressure Can ‘ orp., E iger- 
on, W is.. have formed 
Broderick-Hinr Associates, 
representatives to tne Sport- 
ing Goods and Marine Trades. 
Mr. Broderick ar Mr. Hinn 
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their office in Sarasota. 
Florida, P. O. Box 


The organization is equip- 


nave 


nor. 
Oiid. 


€ 

ped with two new station y 
ii 

wagons, and both men wil! 

work the territory full-time. 

carrying a full line of 

samples. 

E. C. Bonia, Inc. 

Thor Corp., Chicago, has 


appointed E. C. Bonia, Inc.., 
New York City, manufactur- 
ers’ agents of New York 
City, to handle its line of ma- 
household appliances. 
Thor sales were formerly 
handled through 80 distribu- 
tors. 


}O1 


7 Th 


St. Croix Corp. 
Rod LaBelle Co., manufac- 


















turers’ representative of ADJUSTABLE VALE 

Minneapolis and Chicago, a C 
has been named exclusive ; ee r 
sales agent for St. Croix } ¢ 
Corp., Park Falls, Minn., in | _ ach . 


Minnesota, North Dakota. 
South Dakota, Wisconsin 
and Illinois. 
Keil Lock Co. 

R. B. Campbell has been 


named to represent Keil Lock 


Co., Charlestown, N. H., in 
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Idaho, Oregon and Washing- 
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Mr. Campbell is headqua: eeu 0 qmnnene 
tered at 3119 East Sist St f 
Seattle. and will handle the | 
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THE YALE & TOWNE MFG. CO. 











Sales Agency Moves 





Barney Gardner, manufa 

















turers’ agent of St. Pa Lock & Hardwere Div., White Picins, N. Y 
Minn., has moved to new an VALE £6 U S PAT OFF 

larger quarters in that city 

at 2088 Watson Ave. 
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Wholesaler Television Promotion Boosts 
Dealer Stores as Hardware Headquarters 


The theme of hardware 
stores for hardware mer- 
chandise was promoted in a 
television program, tied in 
with store point-of-sale mer- 
chandising, during the winter 
and spring by Fries, Beall & 
Sharp Co., Washington, D. 
C., hardware wholesaler, for 
dealers in the national capi- 
tal marketing area. 

The wholesaler  partici- 
pated in a television do-it- 
yourself show once a week. 
Dealers participated by dis- 
playing placards and pro- 
moting merchandise featured 
in the television show. 

The basic store promotion 
piece was a stand-up placard 





20 by 13 in., distributed to 
interested dealers by Fries, 
jeall & Sharp salesmen. 


Kach dealer Was given two 
placards, one for a window, 
and the other for an instore 
display. 

A heavy paper insert ad- 
vertising the featured mer- 
chandise, to be fastened to 
the placards with thumb 
tacks, was mailed to dealers 
a week before each program. 
Merchandise purchases were 
not tied in with the promo- 
tion, and wholesale salesmen 
worked with dealers to make 
sure sufficient stock 
hand. 

Fries, Beall & Sharp spor- 
sored a 5 minute presenta- 
tion on the 30-minute do-it- 
yourself show Thursdays at 
9:30 p. m. over a Washing- 
ton, D.:C., television station. 

was the featured 


was on 


Tape 
item one week. The program 
showed viewers the many 
ways tape could be used 
about the house. The next 
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morning dealers posted the 
inserts advertising tape on 
their placards. The programs 
emphasized that hardware 
stores were headquarters for 
hardware merchandise. 

The promotion was used 
from last September until 
June and has been discon- 
tinued for the summer. 


_ 


Remington Arms Co. 
Promotes Two In Sales 


Arms Co., 
Conn. has 
Patteson man- 





temington 
Bridgeport, 
named P. B. 


ager, Industrial Sales Divi- 
sion, succeeding Paul Hick- 
man, who has been trans- 


ferred to the research and 
development department. 
Mr. Patteson, formerly 
manager, Western sales re- 
gion, has been acting man- 
ager of the division for some 
months in the absence of Mr. 
Hickman. 
F. E. 


Morgan, manager, 
Eastern sales region, and 
acting manager, Western 
sales region, has been ap- 


pointed manager, field sales. 
Mr. Morgan joined the com 
pany’s sales force in 1935. 


H. K. Porter Nemes 
Product Manager 


H. K. Porter, Inc., Somer- 
ville, Mass., has appointed 
Harry M. Webster, sales 
manager of the Cutter and 
Industrial Div. Sales man- 
ager of Trade Sales. 

Also appointed 
following sales 
tives: 

William Albert, in 
peper, Va.; Ray 
in Indianapolis; Charles E. 
Harkins in Revere, Mass.; 
W. S. Bosworth in Elyria, 
0.; Joseph O. Holman in 
Garland, Tex.; John R. Lally 
in Crystal Lake, Ill.;: Harry 
McKenney in Wakefield, 


are the 
representa- 


Cul- 


Bomgardner 


Mass.; Donold L. Phinney in 
West Webster, N. Y.. and 
Dillon Stevens & Co. in Los 


Angeles. 


MacCarthy To Direct 
Bostwick Merchandising 


Oswald MacCarthy has 
been named director of mer- 
chandising of Bostwick Lab- 
oratories, Inc., Bridgeport, 
Conn., aerosol manufacturer 


Murray Ohio Mfg. Makes 
Sales Staff Changes 
Murray Ohio Mfg. Co., 


wheel goods manufacturer, 
Cleveland, Ohio, makes these 
sales staff changes. Ralph 
E. O’Brien retires as vice- 


president and general man- 
ager. P. J. Mulligan 15 
named general sales mana- 
ger; W. C. Keyes, sales man- 
ager of the wheel goods di- 
vision: T. S. Philbin, sales 
manager of the bicycle divi- 
sion. 


Distinguished Sales Record Leads To Award 





Ly 
f 
4 





Louis W. Appell, right, president of L. W. Appell Co., |! 


Warren St., 


congratulations after 


New York City, manufacturers agent, receives 
being presented 
Salesman'’s Award of the Reading, Pa., 
tional Sales Executives Club. Mr. 


the Distinguished 
chapter of the Na- 
Appell was honored for 


his record as representative in the mid-Atlantic states for 


the Molly Corp.., 


Reading, manufacturer of screw anchors. 


Left to right are R. M. Forsberg, sales manager and G. F. 


Croessant, poesitont of Molly Corp. and Mr. 


Appell. 


T a etaeatatas Prateite Life Edito rial 


a 
. 
Fath fit 10 ‘ey wa 


ar dist wn 





Protesting a June 20, editorial in Life magazine attack- 


ing fair trade, 
tric Co., Elgin, IIl., 


Toastmaster Products Div., 


McGraw Elec - 


sold the 20-cent magazine for a 


nickel at the Nationa! Housewares Show in Atlantic © ity. 
Toastmaster took the step to show how breakdown of 


price maintenance would 
Scott C. Rexinger, right, 


the 75 pet discount to B. F. 
Ellis of Montreal, 


affect 
sales manager of the electric 
housewares department of Toastmaster, 


distribution and sales. 


hawks Life at 


Simpson of Pittsburgh, F rank 
and James Cunningham of Boston 


Toastmaster sold 100 copies of the magazine each morn- 


ing of the show. 
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New appointments, new territories, etc. 


MANUFACTURERS SALESMEN 


ee 


McKinney Mfg. Co. 


McKinney Mfg. Co., Pitts- 
burgh, has assigned four new 
area sales representatives to 
cover all or parts of 13 states 
in the firm’s 
region. They are 
Gostele, who wil! cover IIli- 
nois, eastern Missouri, south- 
ern Wisconsin and northwest 
Indiana; Donald J. Pittard, 
who will cover Kansas and 
western Missouri: William 
P. Roach, who will cover 
Minnesota, lowa, Nebraska, 
North Dakota, South Dakota 
and northern Wisconsin, and 


Chicago sales 


John W. 


John F, Lamey, who will 
cover Colorado, Utah, New 
Mexico and Wyoming. 
Detecto Scales 

Joseph T. McElroy, Jr., 


housewares department man- 
ager at R. H. White’s. Boston. 
since 1945, has 
become sales representative 
in New England for Detecto 
Seales, Inc., Boston 

Mr. 


resigned to 


McElroy has had 29 
years’ experience house- 
wares and retail selling. He 


began his career with Jordan 
Marsh Co., Boston, in 1926. 
Mr. McElroy helped organ- 


ize the Housewares Club of 
New Engiand, ang Was a 
charter member. He served 


as President for two years. 


Gries Reproducer 


Gries Reproducer 
New Rochelle, N. Y., has ap- 
pointed William E. Peterson 
Co., 17 Hillard Road, St. Louis, 
to represent it in Arkansas, 
Kentucky, Missouri, Southern 

llinois, and Southern 
Indiana. 


Corp., 


Nicholson File Names 
Buercke!l Area Manager 


Nicholson File Co., Provi- 
dence, R. I1., has appointed 
Walter R. Buercke! as area 
manager the Cleveland- 
Pittsburgh territory. 

Norman H. O’Conne!l! 
replace Mr. Buerckel as 
resentative in the 
cisco area. 

Mr. Buerckel, 


1942, had previ- 


for 


will 
rep- 
San Ff ran- 


who joined 


,-* , , 
Nicholson in 
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Gries Reproducer has also 
appointed Robert S. Sturgis, 
53 West Jackson Blvd., Chi- 


cago, for Iowa, Kansas, 
Nebraska. Ohio. Northern 
Illinois, Northern Indiana 


and Eastern Wisconsin. 


Stanley Electric Tools 


Paul Schubert has been ap- 


pointed sales representative 
for Stanley Electric Tools, 
New Britain, Conn., Mis- 


souri, Kansas, Nebraska and 
Iowa. Prior to joining Stan- 
ley he with 
the General Building Product 
Co., West Hartford, Conn. 


was associated 


Lambert, Inc. 


Lambert, Inc., Dayton, O., 
1as appointed Harold N. Fit- 


ting as its field representa- 
tive in Indiana and Ken- 
tucky. Mr. Fitting has been 


a manufacturers’ representa- 
tive in that area for the past 
nine years. 


American Window Glass 


L. R. Greenholz has 
named as the Dallas 
sentative of the American 
Window Glass Co., Pitts- 
burgh. He has been with the 
firm in Kansas City 
1951. He replaces 
Easterling, has 
promoted to district manager 
of the Kansas City office. 


heen 


repre 


since 
>. = 


who been 


Heller Bros. Co. 


Heller Bros. Co., Newcom- 
erstown, Ohio, has appointed 
Jack Royce to handle sales 
in the Philadelphia area, and 


Walter Dawson in the Chi- 
cago area. 
ously represented the com- 


pany in Pittsburgh and also 
in Philadelphia. 


Mr. O’Connell came with 
Nicholson in 1954, and was 
formerly assigned to the 


greater New York area. 


ee ee 


New Emerson Warehouse 


A new 100,000 sq ft ware- 
house has been occupied by 
Emerson Electric Mfg. Co., 
St. Louis. 


News of the Trade— 





Haw Hardware Holds Dealer Clinic 


Haw Hardware Co., whole- 
saler at Ottumwa, Iowa, held 
its first dealer housewares 
clinic June 12 attended by 60 
dealers and their housewares 
personnel, 

Representatives from eight 
firms each had 45 minute ses- 
sions to present new lines, 


and new sales and advertis- 


ing promotions, These were 


“/", 
WV CLO if 


HAW HARDWARE 


National Presto Industries, 
Wooster Rubber Co... West- 


inghouse Electric Corp., 
Branchell Co., Revere Copper 
& Brass, Aluminum Cooking 


Utensil Co., Ekeco Products 

Co., and Bert J. Clark Co. 
Haw Hardware served 

lunch. There were door 


awards donated by manufac- 
turers. 


KEY DEALERS 


Haw Hardware dealer 


S. A. 


housewa res 


Haw, Rollie Johnson, Don Bell, Jim 





left to right, 
| homec zek, 


clinic, 


Don Engelbre« ht, Mark Herweg, Monty Kronstedt, Chuck 


Frizzell, A. E. 


Anderson, D. M. Miller. 


ITom Sawyer and 


W. M. Johnson 


OBITUARIES 


Harry E. Young 


Harry E. Young, 64, re- 
tired vice president of May 
Hardware Co., 
Washington, D. ( 
14. 

Mr. 
May 


wholesaler of 


died July 


with 


stock 


started 


as a 


Young 
Hardware 





HARRY E. 


YOUNG 
clerk and spent 43 years with 
the firm before retiring as 
vice president three years 
ayo. 

The business now at 6031 
Kansas Ave., NW, was at 
1054 3ist St.. NW, when Mr 
Young retired. 


Abraham Westreich 


Westreich, , 
founder of A. 
Jamaica, N 


Abraham 72 
president and 
Westreich 


Co.. 


Y., hardware dealer, died 
July 19. 

Mr. Westreich went into 
business in 1906 

Hie was a member of the 


New York State and National 
Retail Hardware Associations 
for many years. His two 
sons, Gerald and Harold, 
continue in the business 


Ernie J. Brand 


Ernie J. Brand, vice presi 
dent and director of pur- 
of hardware items of 
tostwick-Braun Co., whole- 
Toledo, O., died 


chase 


saler of 


June 22 


Daniel G. Day 


Daniel G. Day, 67, for 
more than 40 years sales 
representative for Pratt & 


Lambert, Inc., died July 23 

Mr. Day joined the com- 
pany in 1909. He traveled 
the Buffalo, N. Y., area. 
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Retail Store Sales Up 
$1 Billion in June 


(Continued from page 14) 


Commerce announced last month. 

This preliminary estimate com- 
pares with June, 1954, sales of 
$14,659 billion and May, 1955, 
sales of $15,468 billion. 

Hardware stores are in the lum- 
ber, building supply and farm 
equipment group which had esti- 
mated sales in June of $1,309 bil- 
lion, against $1,234 billion in 
June, 1954, and $1,262 billion in 
May, 1955. 


Revere Ware Prices 
Advance 10 Percent 


An increase of about 10 pct in 
the retail prices of Revere Ware 
copper-clad stainless steel cook- 
ing and tea kettles 
came effective July 25. 

Substantial 


utensils be- 


increases in mate- 
made the 
company 


ingot 


rial cosis raises 
the 


such as 


neces- 
sary, announced, 
$120 a 


recent 


copper 
Jan. ] 
vance of $85 a ton in high quality 
stainless 
C. M. 
manufacturing, for Revere Copper 
points out that profits 
adequate to continue to 
rising 
substantial 


up 


ton ad- 


since and a 
steel. 


McCreery, vice-president, 


A Brass. 
are not 


absorb 


costs and 


further 
in metals 


make the advances imperative 


increases 


“ 


Business Excellent Say 
Purchasing Executives 

The nation’s purchasing execu- 
tives think business is “excellent,” 
but that the upward trend set in 
the first half of 1955 may be level- 
ling off. 

A poll on June business condi- 
tions by the National Association 
of Purchasing Agents showed they 
are certain “that some prices will 
increase.” 


The purchasing agents, the as- 


120 


oe 








sociation reports, “are wondering 
how much effect these higher 
will have on consumer 
demand.” 


prices 


Car Loadings to Climb 
10% in Third Quarter 


Freight carloadings, a key indi- 
cator of economic activity, in the 
third quarter of 1955 are expected 
to run 10 pet ahead of the like 
period last year. 

The Shippers Advisory Boards 
of the nation’s railroads predict 
the increase for 32 principal com- 
modity groups. However, the ex- 
pected carloadings still would be 
almost 6 pet under the total for 
the booming third quarter of 1953. 


Retail Paint Sales Up 
$135 Million in April 

Retail sales of the paint, var- 
nish and lacquer industry in Apri! 
rose to $135 million, a new record 
for that month. 

The National Paint, Varnish & 
Lacquer Assn. notes that the pre- 
vious April high came in 1953 with 
sales of $129 million. 

For the first four months of 
1955. sales climbed to $482 million 
for a gain of almost 8 pct over the 
like period of last vear. 


Avco Merges Management 
Of Consumer Divisions 


Crosley and Bendix home appli- 
ances divisions of Avco Mfg. Corp., 
of Cincinnati, Ohio, will merge 
management operations to increase 
effectiveness and efficiency of op- 
eration. The divisions formerly 
operated as independent units. 

Parker H. Ericksen continues as 
executive vice-president; F. E. 
Howell, becomes vice-president, 
sales and distribution; W. A. Mac- 
of advertising 

promotion; and A. E. 
continues director of 
marketing. 


Donough, director 


and sales 


Cascino. as 


Boiler Makers Predict 

Atomic Heat for Homes 
Hardware dealers 

may 


within a few 
be selling atomic pow- 
ered home heating and cooling sys- 
tems. This will be a portable re- 
the size of an auto- 
mobile battery, to fit into existing 
home heating plant boilers. 

This glimpse into the future is 
from the fortieth anniversary ses- 
sion the Institute of Boiler & 
Radiator Manufacturers. 

The size nuclear reactor 
will fit in the basement or garage, 
represent a total cost of $300 for 
six and it will be explosion 
proof and safe from radioactivity, 
the boiler makers were told. 


vears 


actor. twice 


of 


baby 


vears, 


New Businesses in June 
Set Record for Month 


A total of 12,605 new businesses 
were chartered during June, set- 
ting a new high for the month, re- 
ports Dun & Bradstreet, Inc. This 
is an increase of 4.8 pct over the 
12.029 new concerns in May, and a 
gain of 29.3 pct over the 9748 re- 
corded in June last year. 

Business for the week ended 
July 14 climbed to 224 from the 
previous week’s 204. 


May Orders Best 
Since January, 1951 
The Commerce Dept. 
that manufacturers’ orders in May 
totaled $26.7 
with 
April 


May of last year. 


reports 
billion, compared 
new orders of 


$26 


billion in 


| 


and only $21.1 billion for 

After adjustments for seasonal! 
factors, the May orders came to a 
rate of $27.7 billion, the best since 
1951, 


Covernment. 


January, according to the 


Sears Catalog Prices 
Are Lower This Fall 
Roebuck & Co. 
new fall catalog, the biggest since 
the close of World War II, 
tains slightly 


Sears, says its 


con- 


prices lower than 


last year 
Prices in the 1446-page catalog 
same as those in last 
carried the 
1950. 


in 


are about the 
which 
tags 


price 


spring's book, 


lowest price since 


There are cuts items 
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Tew SAFETY 






















Makes Sales and 





Some territery open for 
factory representatives. 


FREE Circular and prices with dealer discounts 
sent upon request. 





Extra Profits 


Your customers will thank you. Every unit is so effi- 
client and good looking neighbors want one too. Re- 
place open trash burners and get better profits. 


ohnson B U RN E R 


Sells On Sight 


@ Engineered to produce 
intense combustion, 
causing complete burn- 
ing Without sparks, 
neavy smoke or odors. 


Heavy gauge, non-rust- 
ing, aluminized steel. 
Over four bushel ea- 
pacity. 

size 18” x 18” x 3. 
Shipping Weight 34 lbs. 
Burns paper, trash and 


garbage in wind or 
rain. 


W. P. JOHNSON CO. 
311 S. W. 9th St., Des Moines, lowa 




















GUARANTEED TO SELL 








since liquid wox 
@ Display it and it sells! 
@ Powerful merchandising aids atr 


@ Bocked by hecvy odvertising 


month after month in 










Ladies Home Journal 
Woman's Day 
Good Housekeeping 





MASTER 


MANUFACTURING CO. 


HARDWARE AGE, ALGUSI 








@ The only new thing for floor care 


Better Homes and Gardens 





— 


. Pee, 
oe ~ os, 
> Guoranteed by ~~‘ 
Good Housekeeping 


OR YOUR MONEY BACK eee” 


——--— 


wax-0-matic 


FLOOR WAXER by MASTER CK SIN The >, 


®e 





Replacement 
applicator 


$1.50 


9200 Inmon Ave., Cleveland 5, Ohio 


4. 1955 








“A Good Line to Handle” 


GRIFFIN 


HINGES 















Cat. SBBIY? 
Template Butts, Button Tip 
with permanently attached Bearing 


Builder's Special 
Cat. 2540 















Wrought Steel Butts 
Cat. 2hv40 


































You'll find the trade saying “Let’s handle 
Griffin Hardware because Griffin gives good 
service, they back up their products, they 
never cut their quality ... and most im- 
portant the customers like the products.” 

Display them and you'll sell them—Griffin 
Hinges ... order by the carton... in any 
selections your customers want. 








NEW VISIPAKS — Order by the 


carton of individual carded items 


GRIFFIN 


“since 1899” 


MANUFACTURING CO. ERIE, PA. 


12] 















Full “EVER-HANDY” 
displays PAY-OFF... 
ORDER refills TODAY! 


— A! 
THE EAGLE LOCK CO. 


Subsidiary of Bowser, Inc 
TERRYVILLE, CONNECTICUT 











“SQUARED to Match 


Today’s Kitchens! 


Makes Round 
Styles Obsolete! 


Holds more! * Built-in defumer! 
* Stey-open lid! * Ordinary paper 
begs ere square, fit Magiken's square 
design. * Handle for easy carrying. 
* Aluminum innercan: will never 
chip, rust or peel {a new one FREE 
# it does). 


Newest colors! Pre-priced 
meorked for full profits! 
IT'LL PAY TO INCREASE YOUR STOCK! 


. 


ranging from television sets to 
refrigerators and farm equipment 


to paints. 


Available for the first time is an 
automatic shotgun featuring a 
gas-operation principle. It can fire 
five shots in a single second, says 
Sears. 


Home Loan Guarantees 
On Sustained Upswing 

The Veterans Administration re- 
ports that applications for home 
loan guarantees in May totaled 
08,864. This exceeds the April total 
by 5197 and the May, 1954, figure 
by 16,948. 

A spokesman called the current 
upswing “more sustained” than 
the one occurring five years ago 
and pointed out that May marked 
the 10th consecutive month in 
which the GI home loan applica- 
tions have topped 50,000. 





instalment Sales Jump 
$636 Million in May 


American consumers tacked on 
another $636 million to their in- 
stalment credit during May, re- 
ports the Federal Reserve Board. 

Automobile credit accounted for 
the major part of the rise, with 
$503 million. A year ago auto 
eredit rose only $60 million over 
the April figure. 

The May increase far outraced 
the $61 million boost posted for 
the same month last year and also 
exceeded the $464 million gain in 
May, 1953. 

At the end of May, total instal- 
ment credit stood at $24.149 bil- 
lion. 

Non-instalment credit also rose 
in May, increasing $277 million 
over the April total. This brought 
total consumer credit to $31.568 
billion, or $3.196 higher than at 
the close of May, 1954. 





Promotions 





Fall Promotion Planned 
By Hamilton Mfg. 


The Hamilton Mfg. Corp., Colum- 
bus, Ind., has announced plans for 
a fall promotion of Cosco metal 
houeshold stools. 

National advertising includes ads 
in Good Ladies’ 
Home Beautiful, 
and Living for Young Homemakers. 


Housekeeping, 
Journal, House 


Participating dealers will re- 
ceive tie-in display and advertising 
material from their distributors. 
Details of the promotion are being 
announced to distributors and re- 
tailers through trade advertising 
and direct mail. In addition, the 
manufacturer is offering a new 
Plans Book containing sales ideas 
and a catalog of available display 
and advertising aids. 


Aluminum Cooking Utensil 
Announces New Displays 
This new display fixture was re- 
eently introduced by the Aluminum 
Cooking Utensil Co., New Kensing- 
ton, Pa. The basic unit is 5 ft by 
10 ft, with the base made of four 


Manufacturers’ New Merchandising Plans 





identical units, each measuring 5 
ft by 2\~ ft. The superstructure is 
formed by two separate header 
units which bolt together to give 
three continuous shelves. 

Other displays of similar design 
are also available for dealers. All 
units are finished in limed oak with 
doors. 


black satin compartment 


Promotion Contes? for 
G-E Telechron Dealers 


Twelve-day, all expenses paid 
Caribbean cruises will be awarded 
to 27 General Electric-Telechron 
clock dealers for the best sales pro- 
motion performance between Octo- 
ber 1 and December 15. 


The winning dealers, accompanied 


HARDWARE AGE, AUGUST 4, 1955 






































by their wives, will sail from New | 





York April 10. Merchandising ac- | “Give up, Mabel... 
tivities will be evaluated on such | - 
factors as interior and window dis- that’s a Campbell Chain!” 


plays, sales training, local adver- 
tising and tie-ins with national pro- 
motions, and adequate stock main- 
tenance of G-E Telechron electric | 
clocks. | 

Contestants must register with | 
the Clock and Timer Department of 
the General Electric Co., Ashland, 
Mass., by sending in application 
forms postmarked no later than | 
September 30. 


Westinghouse Conducting 
Late Summer Promotion 

Westinghouse Electric Appliance 
Div., Mansfield, O., is currently 
conducting a late summer selling 
promotion for electric housewares. 

The program began in July and 
will extend through September. It 
is highlighted by more than $600,- 
000 in TV selling demonstrations by 
Betty Furness on Westinghouse 
Studio One, CBS. 

During the three month period, 
Westinghouse’s open handle dry 
iron will carry a special fair trade 
list price of $9.99. 


New Ad Campaign On 
Glamur Rug Cleaner 


A big budget ad campaign to tell 
the story of Easy Glamur liquid 


\ — ww 










cleaner for rugs and upholstery is That’s right, Mabel, Campbell Chain always 
caereany . pewter 4 ame by does the job! Always safe, dependable— 
Glamur Products, Inc., Syracuse, 
N. Y., the product is being pub- in any size, any grade, any specification. 
licized in the New York metropoli- 
tom aren vie tum television ehows— Display CAMPBELL CHAIN on the eye-catching 











“Jinx’s Diary,” starring Jinx Falk- Campbell Merchandising Stand and watch it nd 
enburg, and “The Norman Broken- , ’ t 
. sell itself. Order your supply of CAMPBELL CHAIN 
shire Show,” featuring the veteran ; Y ve Y an, 
radio and TV personality—and in today —in the exclusive, easy-to-handle i 
newspapers. CAmM-PAK or the new all steel, water-resistant 
£ ¥ 
Cam-Pait. Both are clearly marked for easy 
All-Luminum Products identification. Your wholesaler has complete 
Extends Contest information on the entire CAMPBELL CHAIN line. 
All-Luminum Products, Inc., Or write direct, if you prefer. 





Philadelphia, has extended its 
“Products for Tomorrow” Contest 
for one month. 

To qualify for the contest, all en- 
tries must be original ideas for a 
new product or product improve- 
ment on an item now on the market. 


CAMPBE 


= . 
2 i 





CAMPBELL 
CHAIN 


—s Main Office, York, Pa. « West Burlington, lowa 
The product must fall within house- Portland, Oregon + Sacramento, California 


wares, hardware, toy or juvenile Mokers of Famous CAMPBELL Lug-Reinforced TIRE CHAINS 





HARDWARE AGE, AUGUST 4, 1955 123 


THE TRADE CALLS 
por 


DYKEM 
STEEL BLUE’? 


Stor pol 


posh | 4 
Dies and ‘Ste KE uFE 
Templates, LB 


Popular package 8-oz. can fitted with 

Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for ayout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi 
crency and accuracy 


Write for ful! information 
THE DYKEM COMPANY 
Established 1920 
23056 Nerth lit Si. «+ St. Lewis 6, Me. 











EDUCATIONAL TOYS 
and HOBBY KITS 


for boys and girls from 1 to 16 and up 


Woodburning Sets, Tool Chests, Boat Builder 
Sets, Toy Lawnmowers, Metal and Wooden High 
Choirs — Chairs, ironing Boards, Pull 


Toys, Push Pre-Schoo! Toys, Sond Decorat- 
ing Sets, Work Benches, Toy Cast-iron Cook- 
stoves and accessories. 


SEND FOR FREE CATALOG 
AMERICAN TOY & FURNITURE CO., INC. 





6130 Nerth Clerk St., Chicego 26, Iii. 





STAINLESS STEEL 


FASTENINGS OF ALL TYPES 
RIGHT OFF THE SHELF 


@ Sheet Metal Gerews @ Machine Screws @ Cap Screws 
® Set Screws @ Woed Serews © Nuts. Washers, ete 
® Class 3 AN Dritted F illister +_~—— 

Prempt deliveries on emai quantities 
Write for somotete ‘Gecerigtive catalog 














4.2300 
Patersen 2. N. ji 
W iscensia 7-904! 


 Phaati-Kote'w. 


475 LAREUOE AVENUE & & . CLEVELAND 13. Ome 
<a ee ee 


Telephone: Little Falls 
C= 649 Unien Bivd 
New York ‘phene: 


























America’s foremost 
manufacturer of self- 
sprey enemels, tec- 
qvers, ond other cero- 
sol consumer products. 












WRITE FOR CATALOG 








made of alu- 
the form of 
tubes or a metal- 


fields. Items must be 
minum,:or steel, in 
sheets, rods, or 
and-fabric 

Five 


prize, 


combination. 

awards including $500 first 
$300 2nd prize and $200 3rd 
prize plus trophies and royalty op- 
portunities will be 


royalty 


made as well 
payments on products 
lected for production. Entries must 
be submitted on forms available 
from the Products Development 
Division of All-Luminum Products. 


se- 


Rolier Brush Promotion 


A. G. Verona, 
ee & new sales 
promotion wherein each dealer re- 
ceives a free bristle 1% in. roller 
brush, prepriced at 39¢, with each 
all purpose roller painter set. 


Jacobus’ Sons, Inc., 


has announced a 





Toastmaster Announces 
Fall Ad Campaign 

A national advertising campaign 
to support its “Golden Slice” dealer 
been announced by 
the Toastmaster Products Div., Mc- 
Electric Co.. Elgin, Ul. 

Full color advertisements will ap- 
pear in Life, Evening 
Post. Met ‘all’s. Better Homes «& 
Garde ns, T rue Story, Farm 
Modern Bride’s Magazine 
for the Bride, during the last 
nalf of 


promotion nas 


Grav 
Saturday 


Jour- 
nal, and 
(,uide 
this year 

Toastmaster also plans the largest 
local newspaper ad campaign in its 
historv with this pian. Beside con- 


the 
supported by a 


trade advertising, 
will be 


and 
promotion 


sumer 


new permanent display of Toast- 


master's line of four toasters. 








Stratton & Terstegge 
issues Toy Catalog 
Stratton & Terstegge Co., 
ville, Ky., 
March of Toy Catalog. 
illustrates in full color 


Louis- 
has just issued its 1955 
It lists and 


300 items, 























Ts 


Ral 
pa | Py 






































co 
Coes 
1955 ze 

all shown in use or display. 


March of Toy 
and 











In addition, dealer 


merchandising manuals dis- 


plays will be distributed about 


October ] 


Janney, Semple, Hill 
Gift and Toy Catalogs 
Three 
avallable by 
Uo., 
page Gifts catalog 


been made 
Semple, Hill & 


PQQ. 


catalogs have 
Janney, 
They 


Minneapolis. are a 


109-page Sum- 






New Wholesalers’ Aids for Dealers’ Use 






































ae ae eee 


mer Toys catalog, and a 366-page 


Christmas Toys catalog. 
All the 


and give dealer prices 


catalogs list, illustrate 


com- 


on the 


pany’s line of gifts and toys. 


Belknap Hardware 
Prepares Fall Catalog 
and Mfg. Co 


has 


Belknap Hardware 


wholesaler of Louisville, Ky., 


prepared a fall circular for dealers 
featuring seasonal and regular 


T he 


inted in 


merchandise at special prices 


eight-page Dp iblication is pr 


c*cvid rT 
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Cosgrave & Associates 
Issues Fall Circular 

A fall circular for wholesalers 
has been produced by Cosgrave & 
Associates, hardware consultant 
of Millburn, N. Y. Called Fall Sale 
Days, the four-page circular is col- 









ored orange and brown on a white 
background. Forty-nine items are 
listed in the circular. 





we eee Rms Be ee 
eee ee ope one. 


1ONING Tasie | 

















The circular 1s offered to retail- 
ers by Rose, Kimball & Baxter, 
Inc., Elmira, N. Y.: The Bronson 
& Townsend Co., New Haven, 
Conn.;: P. A. & S. Small Co., York, 
Pa.; Thomas H. Bradley, Ince., 
Watertown, N. Y.; M. S Young & 
Co., Allentown, Pa 

Along with the circular there 
will also be store trim kits and 


newspaper mats 


Cotter & Co. to Issue 
Fall Consumer Catalog 
Cotter & Co., dealer-owned whole- 
saler of Chicago, will have a 40- 
page rotogravure fall and winter 
onsumer catalog ready for distri- 
bution in September. 

Cotter is now distributing more 
than 700,000 copies of its Mid-Sum- 
mer Value & Service Days’ Circu- 
lars to member stores for their con- 

imers The three- olor rotogra- 

ire full-size broadside features 


seasonal merchandise including 


ry ’ 
ial 





, 
electric tans, picnic suppies, sport- 
: avaye su i al cy recy) PW! *< 
i - hr ALLA ; ‘i ait = 

T ent pl 
t rnishing 
lis] ncluding 
" ream ind 
: yy rié ae 





} 4 
seed the cord, her ° " : 
} perfect for your drapery cord home 
nish aeition: 
P eS 4 PIECE SET 
dispioy bon A rows 4 Ayildseey ae 
Ask your jobber 


It's time for YOU to get in the narade! 





} DRAPERY 
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Gans 
Heat«- rs 


the leaders in warmth, safety and satisfaction 





8 Fully Vented asZED 4, 23 Unvented 
Heaters = Hecters 
SEND FOR NEW SELL THE 
DEALERS COMPLETE 
SALES AIDS MARTIN LINE 


“Our 50th Anniversary Y ear 





_— oe — 
FOR NEW 4 PIECE 
RAPID SALAD SET 


WITH 
GLASS BAKE DISH 


For Your Gift Department 








) 






ce 


PACKED IN 
GIFT BOX 


SLICE - SERVE (:) 
3 fe) | Sle) Miaele) 

ALL IN ONE DISH Jee 
JOuNN . SRAnam a& ce. Se. 
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King Cotfon CORDAGE ) 


BLUFFTON SLAW CUTTER CO. 
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BLUFFTON OHIO 
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Classified Opportunities Section 





CLASSIFIED ADVERTISING RATES 


Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words 
additional word 


$5.00 
10 


Positions Wanted 
(Specic! Rate) set solid. maximum 


50 words 


BOXED DISPLAY AD RATES 
$8.00 per column inch 


5%, discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


NOTE: Samples of merchandise, literature 
catalog, etc., will not be forwarded to box 
number advertisers unless accompanied by 


sufficient postage for remailing. 
No agency commission aliowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 15 days 
prior to publication date 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


Each additional word 05 
Allow Seven Words for Keyed Address 
or Your Address 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 














Representatives Wanted 


Representatives Wanted Representatives Wanted 


“BEAUTI-DOR” 


Americo’s fastest selling tub enclosures and 
shower doors seeking a quality manufacturer's 
representative organization, with o minimum 

of 3 salesmen, for the following marketing 
-wctssnomnitena sth ttion dsocoud etetaed areas: NYC, Boston, Phila., Baltimore-Wash- 
ington and New England States. Organization 
selected must have active accounts among 
Hardware dealers. ‘"‘BEAUTI-DOR" is nation- 
ally advertised. Carries the Good Housekeep- 
ing Seal of Approval. Commission ranges from 
5% to 10%. Non-competing lines permitted. 
No house accounts. Forward full details to: 
SHOWER ENCLOSURES, INC., Aft: Soles Man- 
ager, 4723 N. Pulaski Road, Chicago 30, Illinois. 








SALESMAN FOR VIRGINIA, NORTH 
CAROLINA AND SOUTH CAROLINA 


Well established manufacturer's agent wants 
salesman to call on hardwore and mill supply 
jobbers. Fine future for right man. Must sup- 
ply references and complete background. 


Address Box 825, care of HARDWARE AGE 


REPRESENTATIVE WANTED 


We wont a man coiling on or familiar 

with ony 2 or more or ali of the 

following classes of trade: 
ELECTRICAL WHOLESALER 
HARDWARE (BUILDERS) 
LUMBER-BUILDERS SPECIALTIES 











MANUFACTURER'S 
WANTED now calling on 
stores, and door manufacturers to sell our Safety 
Spring for combination storm and screen doors 
to be used instead of the unsightly check chain 
now being used on most combination doors. Priced 
at same or lower than chain nanan Address: 
Box 803, care Harpware AGE 100 East 42nd 
Street, New York 17, N 


REPRESENTATIVE 
hardware stores, chain 


We ore smal! but fast-growing Chicago 
manufoecturers of an ok cadillac” 
quality line of bathroom cabinets, 
spectacuiarly priced and nationally 
advertised 


All open territories ore protected under 
contrect. Piease!! No arm-chair sales- 
men or financially fat telephone artists 
We want men with established lines 
who will grow with us and our line 














— — a —— 


OR 
Garden 
Young 
refer- 
of customers called 
expected. Old estab 
Box 813, care | Haapware 
New Y< me te 4 


EXPERIENCED SALESMAN SALARY 
COMMISSION calling on Hardware, 
Supply and Seed Trade dealer and jobber 
teachable, willing to work, give age, 

where traveled, class 
and how long. Salary 
Address 


42nd Street, 


Please give complete territorial cover- 
oge details in your letter. Persona! 
interview will be arranged with com- 

pany resident in your city. Write 
PREMIER-HALL MFG. CO. 3955 W 
Fullerton Ave., Chicago, I!! 





mani, 
ences, 
upon 


MANUFACTURERS AGENT WANTED 


To cover Florida, Georgia, North & South 
Carclina, Tennessee for a toodin nationally 
distr buted gorden hose line. irm in busi- 
ness over 30 years. Complete aoe for hard- 
wore, automotive & housewares wholesalers. 
Commission arrangement. Please state territory 
& trade covered. 

Address Box 725, care of HARDWARE PoP 

100 East 42nd Street. New York 17, WN. 


snecqc concern 


East 





\cz, 100 








SALESMAN, EXPERIENCED, 
LOUWING IN 


Detroit 


WITH FOL 
Western Pennsylvania, Ohio and 
with following among hard 
Reputable firm carrying 
tools. Entire territory open to 
man Drawing against commissions 
ished accounts availabie to right 
inguiry will be held in strict confidence 
age, marital status and experience in first 
Write to: Hagpware Ace, Box 816, care 
ast 42nd Street, New York 17, New York 





ree 
is deal lers 


and 


ware and 
: 


REPRESENTATIVES WANTED 
TT _— 
— Manufacturer of nationally advertised Garden Items. 
Housewares and Wrought Iron Items, Wants Individual 
sentatives for western and southwestern states 
stating lines now handled and territory trav 
Commission basis 


Address Bex 805. care of HARDWARE AGE 
100 East 42nd Streeet, New York 17, N. Y 











hardware 
Sssive 
estal also 
SALES REPRES ENTATIVE OR ORGANI 
ZATION calling on Hardware, Houseware and 
Rack Jobbers to sell very popular, fast moving 
aathroom wrizer Protected territories now 
available in many except east and west 
asts. Reply with details as to lines, territory, 


SALESMEN WANTED ste. Address: Bon 817. ence Manswans Aca, 166 
N.Y 


East 42 New York 17, 





; : 
deod 











states 


Street, ) Saresmen 
nve cent item 
item sells t ight out of ten 
dealer 
men 


themes 


We h 
For } 


ond 


side 


our established line of Wild Bird Feeders 
Houses. It's an excellent 10% Commision 
line. Advise territory covered 


wares, : sew a im ber 


CLYMER SALES CO., INC. ? ok Tiel = stores. We 


SPECIALTY SALESMAN CALLING ON | from retailers to turned 
Point Pleasent. Bucks Co. HARDWARE stores and not afraid to work. Real | Most states open, state territo 


Tr ~y 
opportunity for large additional income Replies Products | Bernardsville, N J 
onfhidentia! Gold Bond Seat Co.. 99 N. New 
Indianapolis, 


‘ lve? : 
Wafki *<tabiisnhed 


. Penne. 














-Y . ndianz 
REPRESENTATIVES |?" sagen 
WANTED BY OLD ESTABLISHED MANU. 
FACTURER OF ALUMINUM COOKING 
UTENSILS to cover northern California, inclad- 
ing San Francisco; northern half of Illinois. not 
including Chicago; Kansas; Maryland: Delaware 
and the District of Columbia. Representative hae 
exciusive sale of line in territory assigned. Lib 
eral commission. State fully experience, age and 
what lines you now sell. Address: Box 814, care 
ase 2 Ace, 100 East 42nd Street, New York 


es 
Bis 


MANUFACTURERS | 





WANTED 


Factory representative with estal 
sell hickory and ash handles with 
in following states: Ohie, Indiana, tilincis, Michigan 
Wisconsin, Minnesota, towa. Missouri, Oklahoma, Ar- 
kansas, Kansas, Virginia. North Carelina, South Care- 
lina. Levisiana. Liberal commissions, write us full pa 





lished territory to 
other allied lines, 


QUALITY CHROME BATHROOM ACCESSORIES 


Manufacturer selling nationally to the distributers of 
hardware, plumbing supply. floor and wall covering 
bullders hardware and lumber yards, desires represen 
tation metropolitan New York including Long Isiand ticulars of territories covered and pertinent information. 


and Westchester to be assigned under an exclusive cE. F. DYER HANDLE CO., HOUSTON, MISSISSIPPI 


arrangement to aggressive representative now handling 
lines 


ceeeneenseeneeeemennanees eee eR . . an pa! 


PAINT BRUSH SALESMEN ae 


100 East 42nd Street. New York [7, 
Preminent paint brush manufacturer has 
tories fer successful sales producer 























i ARDWARE DEALER 
apen terri - ‘ - , a Se oe ; z wn mawniut a turer wit 


Prefer men now tractive prices seeks har 4 hitting 
—e om paint. tardware, lumber dealers and indus- epresentative now 


sell ng naraware retailers 
tri ’ y , . 
sie conten oidpiine aun Gr mametuctarere’ agente . Retail Hardware and with strong dealer following. We want a 
to sell items that manufacture: Toy salesman—not an order Reply with com- 
Address Geox 615, care of HARDWARE AGE Woodturning Lathe, Lawn Sprinkler and Alu plete data including lines handled, and exact terri- 
10) East 42nd Street. New York {7. N.Y minum Gar len Trowe! Ponts Machine Com- wered to Addr Box 819, care . WARE 
pany, Greble Street, Por ] 100 East 42nd Street. 


New Y« 


SALESMAN. Well- 
mplete line and at 


manufacturers’ 


SALESMAN Calling of 
stores “ve 


taker 





Ty ¢ 


Ace 


ess 
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Classified Opportunities Section 








Representatives Wanted 


Representatives Wanted 


Accounts Wanted 








SALESMEN 


Calling on Wholesalers of hardware and build- 
ing supplies to sell competitive line of build- 
ers hordwore. We hove a few protected ter- 
ritories open on commission basis. List lines 
carried and territory covered. 
















’ 
Address Bex 822, care of HARDWARE AGE 
100 East 42nd Street. New York |7, N. Y 
SALES REPRESENTATIVES—We are well 
established door lock manutacturers selling to the 
er and hardware t: We have a tew choice 
" cted territories open for energetic salesmen 
: mmission basis. Mention lines carried, 
territory covered. Al eplies conhdential Ad- 
dress tox 643. care Harpware Ace, 100 East 
42nd Street, New York ae 
EXCLUSIVE PROTECTED TERRITORIES 
open for nationally distributed unique water re 
placement plumbing specialty item packaged tor 
sale to plumbing supply houses, hardware distrib 
utors at retailers. Unique demonstration sells 
t of on first call. Address: Box 620, care 
Harowarke Ace, 100 East 42nd Street New York 
i7, N. ¥ 
SALESMEN AND REPRESENTATIVES 
V NTED (hoice territories aval ible to sell a 
1 guaranteed line of ! iraulic loor closers, 
s ng action hinges and other builders hardware 
prominent USA supplier. | missions 
‘ All replies strictly confidentia Please 
su eferences stating territories desired. Keply 
A ; Hox 614, care HARDWARE A Fast 
$2: Street, New York 17, N. 
OCK AND BUILDERS’ HARDWARE REP 
SENTATIVE t e] ete lit ’ nob, 
f e m locks, elt hardware lowa, and 
N “AR \ Te B - v : HH . ‘ ARE 
] Fast 42r st New \ 
EPRESENTATIVES WAN Dp FOR NA 
TIONA DISTRIB! i w f start 
nd. For out ‘ place . 
toves. A t $s of t sio1 
ba » eabdie t ait epartment ana 
va A ess: | R37, ca HARDWARE 
‘ ast 4 ~ New 7 
VAN MANUFACTURER'S REPRE 
a rATIVES A lea : of ja 
ement op t v hard- 

. 

? | ‘ ‘ atee 
i uA ws } are is 
t . y ers : some 
+. ' ik . +) ers 
P ' terri 

: Di 

Standa PO 

= : , 

ROPT { TER . t lus 
‘ aha: pply 

" jon . ‘ Vi pI 

‘ as ' cKS 

e ¢ ier ~ 

FiaR ‘ AGE 
I SENTA VES QO t pendent 











PANY, 





HARDWARE AGE, AUGUST 4, 


NEW, PROGRESSIVE 
BER IN Philadelphia area wants y 


following tor Central Pennsylvania, 


HARDWARE JOB 


with some 
North-Eastern Pennsylvania, Maryland, Delaware, 
who are willing to grow with the umpany. N 


unusuaiis 


incentive bonus, besides you 


salary or 


draw, imstead we will pay 
high commission and 


will receive the intelligent and sympathetic coop- 
eration vou may otten have wished tor until now 
No objections to sideline. Address: Box 833. care 


Haroware AGE. !} Fast 42nd Street, New York 


17, N 


BUILDERS 
sell factory 
tablished concern. 


HARDWARE SALESMAN—To 
. ) t 


lines om commission basis tor old ~ 
pstate New York territ 


ory 


Must have msiderable knowledge of builders 
hardware. Address: Box & ire HARDWARE AGE, 


10 Fast 4? d Street Ne ¥ .* rk 


SALESMEN ; mg ? Hardware lobbers t 


I ’ > ¢ line KSI . e~ | iber . { 
ssion. Most te 5 e Write for part 
irs Address Box 834 ure HARDWARE Aol 


WROUGHT IRON FURNITURE LEGS. For 
he it-vourselft trade S liardware & Lum 
ber Dealers. Hot : 


NEW YORK HARDWARE JOBBER, member 
National Wh: 


iCsaie Hardw ire Asso iation, distrib 
utor tor nationally branded lines ot hardware 
and toois. has just comy eted a new .UU page 


deaier Presenting ar excellent opportu! 


catak gt 


itv to establish salesman for high and immediate 
earnings Must have f wing with hardwars« 
tutomotive stores, lumber yards. etc “Some tert 

tories in Metropolitan a stil pen High com 


,1Te 
& LUSTIG, 23 Park P 


mission Bl I Ik 
York 7, N. Y 


SEVERA 


wing Wi 


L CHOICE AREAS 


(OPEN, for estab 
<A r en, v4 ; de Lier ¢> 


, 1obber , 


make a e and qualit ot 

bathr <n cab nets, recess fixtures, ern le ites i 

shower doors. Comm. Basis. .For full details 

write to Ad iress BR y . ; care Har WAS \ r 
‘ + et 4 /¢ j sfreet \ : - l7, ‘\ y 





Accounts Wanted 








HARDWARE 
MANUFACTURER'S 
OPPORTUNITY 


Representation of Top name manufacturers wanted 
for Penna., N. J., Del., Md., D. C. Many years 
experience in wholesale and industrial supply 
trade. Well acquainted with wholesale distributors 
dept. stores, and industrial 
best references and financial status 


replies confidential 


. 


chain outlets The 


suppiied. A 


Address Box 703. care of HARDWARE AGE 
100 East 42nd Street. New York (7. N.Y 











FA PRESENTATIVE 
INTERESTED IN LINE SUITABLE for har 


H eu care HaBOWaARS 


riety & j ¢ 


Manufacturers 





MANUFACTURERS REPRESENTATIVE 


CALLING FOR 20 YEARS ON FLORIDA AND 
S. E. HARDWARE JOBBERS CAN HANDLE 
ONE ADDITIONAL MAJOR ITEM OR LINE 


Address Bex 82!. care of HARDWARE AGE 
100 East 42nd Street, New York {7. N. Y 











ATTENTION MANUFACTURER If you 
eed aggressive and experienced representation in 
Western Pennsylvania and Western New York 
State You can have the benefit of over years 
<perience and know how among Hardware and 


’ < 
> 


riumbding lobbers and large retailers, only worth 
while products will be considered Address: Bo 
S08, care Hargpware AGE. | Fast 42nd Street 
New York 17, N. \ 





’ + Hardware | Wanted. Representa 
’ direct T ry lw ” a. e Dent 
' Trade. Limited Lines—Iintensive Coverage 
Re wy itt idence 


Address Box 835. care eof HAROWARE AGE 
100 East 42nd Street, New York |7, N.Y 











ATTENTION MANUFACTLU RERS lop 
flieht coverage to housewares ga cl sult y and 
irdware distrifputors, drug ! ty and autom 
ve chains, rack bbers ‘ tment stores, pre 

im” tra le ind eadit re ria % ) 


overing | Wisc. M indiana, Ohio, 
Ky., Mint rth & Sout! ) 


mat na \ “s) “~ ’ . ' te : ' : ’ 

staple lines t ibove ft e \ ess 
"=F 

BR x f lal ian “w AP . ; ' 

street ‘ “~ y x \ 





THE JOHNSTON CO. 


Manufacturers’ Representative 
Complete Coverage 
Western Penna., Eastern Ohio 
HOUSEWARES & HARDWARE 
Office: 295 Beverly Rd., Pittsburgh 16, Pa. 











} PERIENCED L\LESM (ALLING DD 
RECT ON ALI ‘ tr t store 
Vl : x ” VAR 
. | ' ’ r N 





REPRESENTATIVES 


Covering all classé bere. Can render reiiabie 
eer ive ervie \W ire nat Mal tritveu la wil! 
established actively operating branch offices in New 
York. Philadelphia. Detroit, Cleveland and lLauis 
ville We irry the ac mi of ru an bill direct 
Inquiries invited Wr ANCO Corporation, 7 Wood 


Street, Pittsburgh 22, Pa 











IANA [I1CHIGA)D OHIO, KEN 
i ' " la eet sbed 
‘ reaentat | ig Tor 
e 7 We pec : @ 
5 % : Ad ress 
ri AR ¢ Fast 4 | 
N } Y 
Mi LN ACT ? F ia RI PRI SEN ATIVE 
ty rt eT aT | dr iis thro 6. 


lealier © 


itiets 





bas 








Classified Opportunities Section 





Accounts Wanted 








Positions Wanted 


Business Opportunities 





ESTABL ISHED MFG AGENT IN 
LOUIS, serving se: cral Mid-Western states to 
wholesale anid seeks one additional line of merit 


ST 


t he 


Ve are interest: only im a volume potent al lore 
We have sufficient man power to give good cover 
age to various types of wholesalers and larger 
volume bhuyers Address: Box 818. care Har 
Wase Aci 100 East 42nd Street. New York 17 
— 





WELL KNOWN and highly successful national 
sales organization is open for one and possibly 
two lines with volume possibilities, preferably 


lown and garden tools and equipment for dis- 
tribution through leading Hardwore, House- 
wores ond Seed Wholessiers, and also large 





Deportment Stores 


Address Bex 806. care of HARDWARE AGE 








100 East 42nd Street, New York (7. N. Y. 
VR. MFG Newly established aggressive Mfg 
gent, Family man 39 vears of age, w nsidet 
or two quality lines, must be know aad a: 
ted by trade, protected territory, Highest type 
representation with full time detail w rk 
“ work Oregon, Washington & Idah Hea 
juarters Portland, Oregor Please w te Box 825 
Hagspware Ace, 100 East 42: street, New 
oN OY 
ABLE ALERT MANUFA‘ Lowe gee REP 
RESENTATIV} pen for additional line it 
uilders hardware, shel eens ones or allied 
nes veering Rene Canada 10 years expe 
rience among hardware & electrical jobber, house 
e jobbers, chain, department stores & mail 
‘ houses Reliable interested representatior 
A Mr (,eorge Genser. ‘anhorne. 
Ant ( Montreal, Canada 
DO YO NEED INTELLIGENT REPRE 
SENTATION TO THE HARDWARE and elec 
trica ibber, catalog jobber, supply house, chains 
lept. stores, in the Metropolitan New York, New 
lers Area. Hard Hitting, experienced, sample 
ng, manutacturers agent offers complete cov 
{ this rich market to manufacturer of vol 


\ddress: Box 807, ¢ ty Harpw ane AGE, 

Fast 42nd Street, New Y*¢ N. } 
NO! Unless vou have a vol e lis f Builders 
Marine Hardware for com plete , Seth Island 
erage don't call us. YES! If you want guaran 


teed rders—-personal contacts—plus advertising 

wances. WE are for you. Address: Box 827, 

ire Harmoware Ace, 100 East 42nd Street. New 
Fork 13 ; 

MANUFACTURERS REPRESENTATIVES 


PRESENTLY WORKING TOP wheel goods line 


in Metropolitan New York City, New Jersey, 


Fastern Pennsylvania, Delaware, Maryland. Vi: 
gimia. Callong on Hardware Jobbers looking for 
additional top line preferred lawn mower or farm 
ine Aggressive coverage guaranteed Address 
Rox 719 eare Hanpw ame Ace 1 04 East 42n } 
Street, New York 17, N. ¥ 
MANUFACTURERS AGEN? Contactins 
Hardware, Paint, Lumber Dealers. Covering Mi 
waukee, Wis., area. Seeks items. Direct shioments 








can warehouse some items Address Rex 836 
care HARDWARE Ace. 100 Eaat 42nd Street New 
York 17, N. ¥ 
Positions Wanted 
NATIONAIT SALES MANAGER NOW 
AVAILABLE. Well qualified to handle any in 
portant position that carries a challenge—one that 


- - : 
; UnMUsUA ovaitvweae im eX 


hange for 


emands capabilities and 


appreciative, commensurate treatment 


Well-rated firms are invited to ser resume 
— ess: Rox 826. care Hampwarne Acs Fast 
nd Street, New York 17, N. ¥ 
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WHOLESALE DISTRIBUTOR APPLI 


ANCE REPRESENTATIVE, 10 years’ exper:- 
ence, age 35, married, two children, desires 
yportunity to sell for leading manufacturer. 
Headquarters in Houston, Texas and does not 
desire to relocate. Will furnish references and 
jualifications on request. Address: Box 611, care 





Hiampware Ace, 100 East 42nd Street, New York 
17, N. ¥ 

ARE Yor CURSIDERING NEW MANAGE 
ATT 


personable man- 
Experienced in 
operation. De 


MENT Aggressive experienced, 
. ¢ .% ; ~~ , Ja 


« al nuary 
of olesaie hardware 


sit 2 i>ee 
sirous of connection with distributor traveling 2! 
ti i} sale srmen Addre ae Rox 812. care Harp 
ware AcE. 1 Fast 42nd Street. New York 17, 
. 4 

CONTRA T BUILDERS HARDWARE, and 


building specialties salesman desires association 
with an outlet handling either or both types of 
materiais Location restricted to states of VV yo- 
ming, Colorado, New Mexico, Arizona, or Utah 
For details write Address: Box 823, care Harp- 
WARE AGE 100 Fast 42nd street, New York l7, 
N. ¥ 

SALES POSITION WANTED BY YOUN 
MAN, early thirties, nm ed, personable.  1( 
years’ experience all ghases ‘ome Bg special apti- 
tude handling tools and machinery, good on dem 
nstratior wn car, desires representing firm 
with good potential items, N. Y. C., and 75 mile 

ius Ad ids ress fox 801, care Harnpware AGE, 
0 East 42nd Street, New York 17, N. Y 


FAMILY MAN 39 YEARS OF AGE, 


now erm- 
ployed in Sales, desires same association with 
aggressive reputable Manufacturer for Oregon & 
Washington, retail or wholesale level, highest type 








sales representation. Wil] furnish references and 
ialiheations on request, please write to address 
Hox 829, care Harpware Ace, 100 East 42nd 
“treet, New York 17, N. Y 
Help Wanted 

WF ARF ONF Cy} THE lar ge st Y,nolesaiers 
t builders hardware in the Philadelphia area, and 
esire an experienced executive, capable of assist- 
g the owner in managing this business. The ap 


builders hard 
background in managing 
purchasing, familiar with 
advertising, and willing to assume 
responsibilities. An excellent opportunity 
tor the right applicant, and an excellent 

Address: Box 831, care Haroware Ace. 


‘2nd Street. New York 17. N ," 


plicant must have a knowledge of 
nnisn, a 
experienced in 
; 


ware, rough and 
sales, 
cata! vying a} 
executive 


et; art ng 


bast 





upto $100,000 


for your 
HARDWARE MANUFACTURING 
BUSINESS : 


A group of reliable hardware men will 
buy out a manufacturer's business 
for CASH. If you are interested, reply 
in confidence to 


Address Gox 70!. care of HARDWARE AGE 
100 East 42nd Street. New York 17. N. Y. 











National Sales Manager Wanted 


To sell hydraulic door closer and spring 
hinge line for prominent hardwore — 
Desire man with excellent background i 
these items. Prefer aggressive type in 
man. Good salary with over ride on vol- 
ume. We offer excellent manufactured 
line. Competitively priced to sell. Our or- 
gonization travels only top notch factory 
agents throughout USA. We now sell 
many wholescle and contract hardware 
jobbers. Excellent opportunity for ag- 
gressive moan to eorn $15,000 or more 
yeorly. Your replies handled on strictly 
confidential basis. 


Address: Bex 613. care of ig he at 
100 East 42nd Street. New York (7. 











HARDWARE SALES 


N estche ster W holesal lobber 


MANAGER for large: 
Must have har 


ware experience Excellent opportunity Salary 
ver 10,000 per year. State ftull particulars i 
first letter Address: Box 804, care Harmpwars 
A\Gr Fast 42nd Street, New York 17, N. \ 





CALIFORNIA: New Modern Hardware Store 
for sale at less than 50¢ on the $ This st 
has made a proht f over 33 years and 
owner imdependent Owner retired ther t 
ge ck H failed \ st sacrince P e 
$19,99 a J | +4 4th tree ‘ 
Ber, ‘ : 





WHOLESALERS WANTED 
| FOR A FULL LINE OF 
RUBBER HOUSEWARES 


Rubber mats and pails of all types in 
all colors. Top quality material, competi- 
tively priced. Exclusive territories avail- 
able. Write for full information to: 


L. SIMONS SHIPPING 
and TRADING CORP. 


50 Church Street New York 7, N. Y. 











SWISS DISTRIBUTOR with well estab! 
Sales Urganizatior s interested representing 
American Manufacturer of the building and har: 
ware trade Switzerland, possiDdiy (,ermar 
Italy Newly developed or patented products are 
of particu ~ interest A Adress B x BI 
Harpware Ace, it Fast 42nd Street, Ne 
7 NW YX 

HARDW —_ Bh he oe Est 14 years 
hardware ir Indiana town, 1955 sales ‘ 
aging a ¢ : 00 } per month, complete lin 
ware. farm s sy plies, apphances, expansion room, ) 
rent $5! ier retiring, price $12,500 APPLI 
f OMP AN’ . "Bi kers, 1836 Euclid Avenue, \leve 
lar 

; 

FOR SALE Hardwa store m San Ant 
Texas, est shed yea same ownership. I: 
vent ;: f Will sell at this figure { 
proximat with fixtures, ets Building for sal 

r rent ‘ ress Box 802, care Harpware Act 

Fast 42nd Street, New York 17, N 

EXCESS STOCK OF BRIGHT! BRONZ! 
screen wire th 18 x 14 mesh full nm) Tf ' : 
4 ae. Oe os ”. 32”, 36” and 48” what 
. ess than ca price. Herrick Refrige 
4 ' 7 VA : - | 1” 


OR SALE ESTABLISHED HARDY ARE 
& HEATING store in Decatur, Lilmois. A fast 
growing : with industry, 80,000 city populatior 
1954 5 sale $75,000.00, beautiful brick bu 
ne t " ‘ . et ’ space } IT RIne 
id gz eq t & sock $56, 
. Write lester } bs b Locust 
Recast Tecat 11] 


HARDWARE AGE, 


AL GUST 4, 


1955 


















HOOKS and 
SHACKLES 


Drop forged by men who 
really know how to put the 
strength in hardware where 
strength and dependability 
count most 


Catalog “H-55" shows the 
full W-C line of pulleys, 
wire rope sockets, connect- 
ing links, thimbles, eye 
bolts, ring bolts, turn- 
buckles and others 


Se nd for your copy of iM ‘ 
Catalog “H-55", 


ILCOX-CRITTENDEN 


‘ Division, North & Judd Manufacturing Co 
77 SOUTH MAIN ST... MIDDLETOWN, CONN. 



















WHAT'S NEW? 


Turn to pages 4» -i00 of this 
issue. The Quick Check Card 
. properly filled out will bring 
you quickly the details on 


new products that interest 





| you. 





ITS QUICK—IT'S FREE 
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You've got a whale of a lot of 


SALESPOWER cinalot yout Thamb” 


with 
LINE 


GUARANTEED - QUALITY FLEXIBLE PLASTIC PIPE 


WY ' 


SH . 
~ wo \ 
S ‘ SY ~ WQq 
. “ Ny 




















YOU COMMAND 


the strongest backing 
in the plastic pipe business 
from the day you become a 
CRESLINE distributor or dealer. 
Never a qualm about product quality — 
not when you sell CRESLINE! It's made of 100% 

virgin materials, with every single coil pressure 

tested, every single foot measured and marked 

(and every 10-foot length as well). No doubt about 
deliveries either — because every order you place 

for CRESLINE plastic pipe is on its way within 24 
hours! Add the fact that CRESLINE is backed by a 
written guarantee, and it’s easy to see why you've 
“got it made”... when you make the CRESLINE list 
your one pipe-buying guide! 

Write for the profitable proof now. 


MADE TO SPECIFICATIONS OF THE THERMOPLASTIC PIPE 
DIVISION OF THE SOCIETY OF THE PLASTICS INDUSTRY 


CRESCENT PLASTICS, INC. 


Dept. A-5, 955 Diamond Ave. * Evansville 7, Ind. 
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MASTER PADLOCK CHAINS 


9” long chain with brass collar suitable for 
riveting oround padlock shackle. Five sizes 
to fit various shackle diameters. Specia! 
chain holder with threaded nails . . . chain 
and holder cadmium rustproofed throughout. 


Packed 1 dozen fo a corfon or... No. 70 Chain 
Assortment contains 1 dozen (3 each of 4 sizes) 


Order from your wholesaler. 


Master Jock Company. Milwaukee 45, Wis 


Wold La tGedt Padlock VHanukactur 2’ 





Plans for the dream home 
should inelude NATIONAL 
Builders' Hardware ! 


Permanence is of paramount importance on 
National 
Hardware has established a reputation 


nesriy every construction project 


tor long, dependable service year round. 
Be sure to secure your copy 


of ovr Jlustrated catolog 


. i. . ~ 
Mare;rial Dp Us ‘Ty erm 
al r rc th 
tne smoot 


Nationa! 


i 4 ; 
e vest 


e2SiIQNsS account im pert ror 


Dasic 
or wall chort showing the 


complete line 


perrormance or a 


rer 
’ 4 
> = 


MANUFACTURING COMPANY 
STERLING bLLINO'IS 





You Make News 


What you do is news to thousands of other 
hardware dealers who read HARDWARE AGE. 
They’re interested in knowing of your plans 
to remodel, of new partners, stores sold or 
bought, anniversaries, etc. 

Write us a short note about any of your 
activities you feel would be of interest to 
others who read the News of the Trade regu- 
larly in HA. Don’t worry about style. Just 
give us the facts briefly ; we'll do the rest. Ad- 
dress your note to the Editor, HARDWARE AGE, 
100 E. 42nd St., New York 17, N. Y. 











QUALITY—VALUE 


CAL-DAK 


TV TRAYS, LAUNDRY CARTS, LAP TRAYS, 
CLOTHESLINE PROPS, SPECTATOR SEATS, 
REACH-Hi STOOLS 





Reading, Pa. @ La Porte, Ind. @ Colton, Calif. 
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Spinal Sew Dnivew- 



















Write for free GREENLEE 
Hand Tool Catalog No. 35-H 


The New 
“Tufboy" 


HAS NEW EXCLUSIVE 


. New double hook tip 


. Graduations and figures on both sides of blade 


I 
2 
3. Military type lock 
4 


Fast, smooth-operating tools. 
Enclosed spiral or open spiral types. Attractive 
green plastic handle. 


aaa TOOL CO., 1813 HERBERT AVE., ROCKFORD, IL. 









. Right to left, left to right reading 


“You give two rule efficiency, one rule economy when you recommend 


this new Tufboy.” 





pT ER. 
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* Bright nickel finish 
No jutting points 


Large size grips %%4 
Small size grips !o 


‘to 4 


GIBSON 


GRIPPER CLIPS 


Keep Things in Place 


GIBSON GOOD TOOLS, NC. SIDNEY 3, N. Y. 


Need no adjusting 
Retail for 10¢ in East 
Double spring for greater holding power 
" to L 4” 
’ diameter 


diameter 













































































SEE KRYLON 





STOCK — DISPLAY — SELL 


AD—PAGE 9463—1955 HARDWARE AGE DIRECTORY 
Contact Your Jobber or Write KRYLON, 


® 


AEROSOL SPRAY COATINGS 


the brand with demand coast-to-coast 


® featured in stores, coast-to-coast 

© nationally advertised and publicized 
© attractive point-of-sale merchandising 
© minimum investment—maxzimum profits 


inc., 





















































Phila. 46, Pa. 
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BETTER STORE SELL THE BEST! 
FIXTURES BACTI-VATED 


For Less | (aCe nal 


NATURE'S ORGANIC SOIL BUILDER 























100 ib BURLAP $0 Ib 275 ib Pech —< lear Vv, peck clear 
beg: with plestc liners WHITE begs WHITE begs plast begs plastic begs 


BETTER PEAT 
BETTER BAGS + BETTER PROFITS 
BETTER ADVERTISING . . SELL IT —USE IT 


Also a full line of Potting Soils—Free Samples 





Nationally odvertised in Better Homes & Gardens. House 
& Gordes House Beautiful Flower Groowe al lalla lL 
oe .— 


INTERCHANGEABLE—ADJUSTABLE Sunset. Maryland Gardener eo ganic Gor dening 


“PEG PANEL BACKS” “IMMEDIATE DELIVERY 
Write for catalog No. AUH TODAY 


W. C. HELLER & CO. MICHIGAN PEAT INC. 
MONTPELIER, OHIO est 44th Street, New York 36 


Peat Bogs, Capac, Michigan 











MARSHALLTOWN 








MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 





YT; l 3 WORLD’S FINEST STOVE and 


ALL-PURPOSE UTILITY MATS 
ARISTO-MATS Pam 
Greater Volume! Bigger Profits! 


See Your jobber or Write For Your Nearest Distributor ARISTO-MAT CO., 1718 E. 75th Street, Chicago 49 


NATIONALLY apverTisecD DDROMES or SILENCE  rurniture cuives 


RUBBER CUSHIONED REGULAR 





FURNITURE LEVELER 
One set on a card. One set in a box Adjustable Com- 


12 cards in a box 12 boxes in a “% ne mage 
Sizes—1'2", 1%”, carton. Sizes — , Uneven and Un- 
11/16". 17. %” 1%”. 1%”. %”. : . steady Furniture 
- 4 . < 


4” a ew. 2 SIZES—1” base 
4 on card: 1'4" 


| 7 2 on card: 1'2” 
pomEs oF ethauecs . 3 2 on card 
- 
' inc y Drive into wni- 
es =<. a versal socket or 
7 7 = 5/16” hole 


Ask your jobber. if he is not supplied, write 


DOMES of SILENCE Division of ROBERT E. MILLER & CO., INC., 35 Pearl St., New York 4, N. Y. 
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STANDARDIZE ON “NATIONAL’’ 
... for highest fastener quality 


National maintains rigid quality control throughout the production Machine Screws 


Wood Screws 


of its most complete line of tasteners. In this way, you are Nuts 


assured of selling fasteners that are uniform in performance and Can Seow 


in quality. And, National fasteners come in bright packages... ' 
opping Screws 

with easy-to-read labels for quick and easy identification. For 

Stove Bolts 

over 60 vears. National has maintained a reputation for the dest 


. < i< or 
in headed and threaded fasteners. orriage Bolts 


THE NATIONAL SCREW & MFG. COMPANY 
Cleveland 4, Ohio 


Pacific Coast: National Screw & Mfg. Co. of Cal. tx Ttmoen 
: South Garfield Ave. * Los Angeles 22, Cal. se 


OTL 


Lag Bolts 
Machine Bolts 


Cotter Pins 


Zz 


, 4 2 ( 
Fasteners df Hodel! Chains / Chester Hoists 
or =) Pa 





uality is king! 


Richards-Wilcox plantat 
Avrora, lilinois, the home of “A 
hanger for any door that 
slides.” 


Quality reigns at Richards-Wilcox. From the materials 
that enter our plant... through the production lines... to the 
finished products... quality in techniques, materials and 
service is our only rule. For seventy-five years, this insistence 
on old-fashioned craftsmanship and service, combined with 

the best of the new techniques, has proved there’s no substitute 
for high standards. Add the quality line to your business. 

See how Richards-Wilcox high standards pay off. 


“A HAMGER FOR ANY DOOR THAT SLIDES" 
Branches in Principal Cities 


XTURES © GARAGE DOORS & 


SLIDING DOOR HANGERS & TRACK @ FIRE DOORS & Fi 
SCHOOL WARDROBES & PARTITIONS 


310 W. THIRD STREET, AURORA, ILLINOIS e EQUIPMENT © INDUSTRIAL CONVEYORS & CRANES ¢ S 





